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MOSLER SPIT am) THE LEADING BRANDS 

q pap wih ed ' are putting MONEY into the 

Spark Plu S/ SAE pockets of WISE JOBBERS 
id JUNIOR AND DEALERS 

For more than 14 years they have sold on sheer merit alone. In 1907 it took 


200,000 Spark Plugs to supply the demand. Last year the output ran into 
the millions. They’re selling like ‘sixty’ right now.- 


Every Red Tag “SPIT FIRE” Spark Plug has a Genuine Platinum Point. 
They last forever. 


We make them to fit any engine—any thread. 


New card listing size plug for each make of car sent FREE ON REQUEST. 
Write to-day for best proposition. It will pay you. 


A. R. MOSLER & CO., Box M,. Mt. Vernon, New York 
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A.R.MOSLER & Co. NEW YORK. 
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YIU ns 
How to Sell 


your Advertising 


HE best advertisement 
we know is your name 
on the face of an Iron- 
clad Alarm. It gets a promi- 
nent position, right in your 
customer’s home—it’s looked 
at dozens of times a day. It’s 
there to s¢ay for Ironclads don’t 
knock out, they wear out. 

The profit on Ironclads makes it 
worth while to give them the best dis- 
play space you’ve got. Ironclads are 


frequent contributors to the cash 
drawer. 





A case of twenty-four gets your name 
on the dials and the big window dis- 
play assortment —five show cards, 
eighteen display cartons, and pictures 
showing how to set up trade pulling 
window displays. 


It takes three weeks from the time your or- 
der reaches us to get your name printed and 
the clocks ready for shipment—if you can’t 
wait for the printing we can ship at once. 


Twenty-four clocks won’t be near enough; 
—just enough to show you how easy it is to 
sell your advertising on the Ironclad at a 


profit. Made by Westclox, La Salle, Illinois. 
Order direct or through your jobber. 


85c net each in broken lots. 
80c net each in case lots of 24 
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A demonstration that will quickly convince 
shop foremen of the utility of this tool. 





In addition to its utility the economy of this tool 
will be evident to any shop executive. Thread 
tools must be accurate, hence it is usual in most 
shops to keep on hand a large number of gauges 
for measuring tools of various pitches. This is 
expensive and inconvenient. The 


S. Thread Tool Vernier 


does the work of all these gauges more efficiently and 
conveniently and saves the time and trouble of keeping 
track of a large number of solid gauges. The sliding 
jaw is set for the width of point of the tool for the re- 
quired pitch. The tool is ground so that the point 
bottoms against the hardened steel strip and the 
sides rest against the jaws of the vernier. 














Keep one or more of these tools in stock. They have 
a distinct field of usefulness and will sell readily to 
manufacturers in your vicinity. 


Remember— We Protect the Dealer 














Brown & Sharpe Manufacturing Co. 


Providence, R. I. 
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TheKnife-Handle“Eats’’ Nuts 


Coes Knife Handle Wrench has a 


wonderful constitution. 


It will feast 


tor years and years on the toughest 


nuts that ever passed between the 


jaws of any wrench. And after diet- 


ing such as this that would“ kill” any 


of its weaker-framed friends, it feels 


ready for anything. 


Handle Wrench get 

a hold on anything 
stubborn that refuses to 
turn and it will turn. Let 
your mechanic put a con- 
sistent amount of “‘beef’’ 
behind the effort. That 
and the force of powerful 
leverage, and all the back- 


dic let Coes Knife- 


bone that 10 solid whole 
parts can give, will con- 
quer a rusty nut every 
time. 


Don't you feel rather 
friendly in a_sales-way 
toward a wrench like this? 
Your jobber will give you 
the introduction. 


COES WRENCH COMPANY 


Established 1841 


WORCESTER, MASS., U.S.A. 


Agents {J-.C- MeCARTY & CO., 29 Murray St., New York 
JOHN H. GRAHAM & CO., 113 Chambers St., New York 
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Hand or 
Power Washer 


Your Customer Can Run the New MaytagWasher by Hand 
Now and Attach Power When He Gets a Gasoline Engine 


This is a NEW Maytag Machine throughout. Embodies all the latest and 
most approved construction and several brand new features. It is a sensation— 
right up to the minute—bound to be a famous seller everywhere. 


Here is the 1914 triumph of all washing 
machines — the new Maytag—A Thorough 
Washer. All ready to run by hand or power 
without change. Your customer can run it by 
hand now or connect with gasoline engine at 
will. No extra attachments or fittings neces- 
sary; Adjustable operating handle makes it 
easy to run standing or sitting. The few parts 
of machinery are all beneath the tub. Relieves 
lid of heavy burden of wheels, gears and parts 


which other machines have to carry on top. 
No big load to lift when you raise the lid. 
No rack bar to remove. 

Machinery underneath also protects operator 
from possibility of accident—protects clothes 
from dirt. Operation by belt is clean and 
smooth with belt well out of way. When 
driven by belt it is not necessary to shut off 
power to raise the lid. This is accomplished 
without clutches or loose pulleys. 


The new Maytag is the lightest machine of 


its kind and the handsomest. Finished with 
beautiful natural grain of wood highly var- 
nished. Metal parts coated with waterproof 


gold color enamel. 


illustration in colors. 





Station A 


Write us for price and handsomely tllus- 
trated circular giving full particulars and 
Address 


The Maytag Company 





Newton, Iowa 
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Increase Your Profits 


by selling 


The Clark Heaters 


and Clark Carbon 


NN 
4 


ae 





Every good customer you have who drives in winter and has not already bought a 
Clark Heater will want one. 

Just keep a few Clark Heaters on the counter where they can be easily seen and you ll 
be surprised to find how many you can quickly sell without any special effort. 

The great demand for Clark Heaters is due not only to extensive advertising but the 
fact that for 15 years they have given the greatest satisfaction. 

They are not only a luxury but a positive necessity for comfort during cold weather 
driving. 

You can sell one to the doctor, lawyer, merchant, liveryman—any one who owns an 


auto or carriage—the farmer who takes long drives into town will want one. It is 
surprising how many openings there are to sell Clark Heaters. 


Nearly half a million Clark Heaters now in use—every one with our guarantee 


behind it. 
We make them in 20 styles and sizes, retail 'ng from 90c up to $10.00 each, according 
to size and quality. 


Get Repeat Orders for Fuel 


The fuel used is the celebrated Clark Carbon Brick, with which we can supply you 
and which we guarantee will give your customers perfect satisfaction. 


Get ready early and be prepared with a supply of Heaters and Fuel for the strong 
demand when cold weather sets in. 


Send today for our new catalog—make up an assortment and get in an early order to your jobber. 


Chicago Flexible Shaft Company 


606 La Salle Avenue, Chicago, IIl. 
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Wickwire 
Brothers 


There's more than one reason for the: popularity and selling strength of Wickwire products, but 
all of them can be traced back to the idea of giving the best value and highest quality possible. 
We mine our own ores, operate our own blast furnaces, open hearth mills, rod and wire mills, 
In short, we control every step in the manufacture, and therefore can regulate the quality from 
the beginning to the end. Nothing but the best is allowed to pass. 
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Cortland 
New York 
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Ask your jobber for prices. 
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We never made a better change than 
when we cancelled the contract for 
another separator and took on the 
De Laval 


Mankato, Minnesota, October 23, 1914. 
THE Dre LAVAL SEPARATOR Co., 
Chicago, Illinois. 

Gentlemen: It affords us great pleasure to testify to the pleasant relations which 
have been ever uppermost between us the past four years. During these years we 
have had the great pleasure of hearing our customers speak in the highest terms 
of their De Laval Separator and in nearly every instance they have been the means 
of securing another purchaser for us in their immediate vicinity. 

Our success with the De Laval is not due to luck or chance, but in a very great 
measure to the splendid assistance rendered us by your field canvassers, your sales 
organizations and your excellent advertising policy. 

We cancelled a contract with another separator company when we secured your 
agency and can say without fear of contradiction that we never made a better 
change. With our previous separator we were constantly annoyed by dissatisfac- 
tion on the part of some purchaser and this necessitated an expense in calling 
upon the party to fix up things that were out of order. With the De Laval 
Separator this is not the case. When once set up we are scarcely ever called upon 
for assistance. 

We consider the De Laval agency one of our best paying assets. 

Very truly yours, 
SCHROEDER & MuRPHY. 


The cream of the cream 
separator trade goes to 
the De Laval agents. 


Now is the time to see about the De Laval contract. 
Perhaps we need an agency in your town. If you think 
we do send your application to our nearest office. 


The De Laval SeparatorCo. 


165 Broadway 29 East Madison Street 101 Drumm Street 1016 Western Avenue 
NEW YORK CHICAGO SAN FRANCISCO SEATTLE 
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Talking Pots for Salesmen of 
Trimo Pipe Wrenches 


The Trimo Pipe Wrench is 
made with wood handles in 4 


sizes, 6’, 8”, 10”, 14”. 


In steel handles the Trimo Pipe 
Wrench is made in all sizes, 6” 
to 36” inclusive. 








ef BE Pesece All Trimo Pipe Wrench parts 
in are interchangeable. 






The inserted jaw in the han- 
dle can be readily replaced 
when worn, thus adding 50% to the 
life of the tool. 


The movable jaw and the nut are 
made with a round top and bottom 
thread guaranteed not to strip or burr. 
The handles and jaws are drop forged 
from selected bar steel. 





Frame Insert Jaw Spring and Pin Nut TWO NEW FE ATURES 


have been recently added to the 
Trimo Pipe Wrench, namely, nut- 
guards and steel frames. . 


The nutguards keep the wrench in 
adjustment, which is a great conveni- 
ence when working on one size of 
pipe for a considerable length of time 
ee eee re and in close quarters. 


The 10”, 14”, 18”, 24” are fitted with 
unbreakable steel frames, instead of 
the malleable castings formerly in use 
on all pipe wrenches. 


The name TRIMO is 


eee Neto. Oe 


This is our guarantee for workmanship 
55-71 Amory Street and material. 


Roxbury (Boston) Mass. Send for Catalog No. 133. 
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Typical of Our 
Service to the 
Dealer 


EXT to producing the best 
N quality in tools is the method 

of distributing them. Here’s 
a way we help the Billings and 
Spencer Dealer sell our wrenches. 


This B. & S. Wrench Display Sales 
Board ADVERTISES, SELLS and 
STORES wrenches. It has made 
good. It fills a natural demand that 
has long been felt. That it has been 
appreciated is evident by the num- 
ber already inuse. But there should 
be more in use. Every dealer who 
puts it in, opens a way to more prof- 
its because of the better service it 
permits him to give his customers. 
It does away with old-fashioned, time- 
patience-sales-losing methods of placing 
them in drawers hidden behind counters 
and out of sight. This board places them 
where they can be seen, where customers’ 
selections can be quickly and satisfactor- 
ily made. No deadwood. It carries 4% 
doz. wrenches of sizes that are in demand. 
It serves also as a reminder to the man 
who ‘“‘just came in to purchase an oil can.”’ 
It acts as a courteous, clean-cut salesman. 
It appeals to the customers’ discrimina- 
tion and judgment. The B. & S. trade- 
mark plainly displayed eliminates 
doubt in his mind. 

You need one in your store. Its use will 
convey to your customer the impression 
that you are a merchant who tries to 
serve them the BEST in the best way. 
Use the coupon below at once—the 
sooner the better. 


The 
Billings © Spencer 
Company 
Hartford - Connecticut 
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& Spencer 
Wrench Display Sales Board in Use 


Showing the Billings 


Send Coupon NOW 


4 
/ 


/ 
/ 
/ 
/ 


/ Hartford, 


~s 


~ 


~ 


The 


‘Billings 
/  & Spencer 


Co. 


Conn. 


/ 
4 / Without _ obligat- 
/ ing us we would like 


/ 
/ to know more 
/ your wrench 
/ 
/ plan. 
/ 
/ 
A: Pea gic bitin. 


HNN” Actress 


about 
selling 


s'2.2-@ 2 = 











12 











HARDWARE AGE 








Your Opportunity to Buy the Latest 


December 24, 1914 





Books on Hardware Merchandising 
AT SPECIAL PRICES 





In order to reduce our stock before inventory on February 1, 1915, 
we will allow a special discount of 10% on all cash orders for, the 
following books received from now till February 1, 1915, delivering 
the books prepaid. Money refunded if they are not satisfactory. 





AMERICAN HARDWARE STORE. 444 pages; 425 


PE RGSS bese bie cacvevtewebveudds 
Borsopi’S ADVERTISING ENCYCLOPEDIA. 1360 
WeOGs SIS TGF GHG. oc ev cvcccccccccess 
Borsopi’s HARDWARE ADVERTISING. 128 
I nk we 66 dk wakes thease vs ee 8s 
CONCHAR’S PRICE MAKER AND POCKET DE- 
TERMINER. 170 pages; cloth............. 


DERRY’S Cost ACCOUNTING REGISTER. 375 
SN Ce kvicghcpeceebece ee tees 


EDGAR’S How TO ADVERTISE A RETAIL STORE. 
504 pages, 323 figs.; cloth................ 


FARRINGTON’S RETAIL ADVERTISING COMPLETE. 
EE cue vi ocd bsccbetceerceséce 


FARRINGTON’S STORE MANAGEMENT 
PLETE. 252 pages, 15 figs.; cloth.......... 


FRANK’S SCIENCE OF ORGANIZATION. 280 
I No tak o 0k ob Cw 6S home n'e wees 
GODDARD’S ART OF SELLING. 128 pages; cloth 


HARDWARE MERCHANTS’ CARD INDEX RECORD. 
Complete in oak or mahogany case........ 
HARDWARE STORE BUSINESS METHODS. 277 
NE is 600s SURE E heb eew ds kc eo cbe 
HARDWARE WINDOW DRESSING. 256 pages, 230 
Rie MENG is Shea we OROE 6 ok MoCo ks cleedye 


HuRST AND NoOwWARK SHOW CARD WRITING. 
197 pages, 121 figs., 25 plates; cloth....... 


KNIGHT OF THE GRIP. 179 pages, 10 figs.; 
ee os wkabloine wade 
LENG’s BICYCLE AND MOTORCYCLE REPAIRING. 
285 pages, 189 figs.; cloth................ 
LINCOLN’S PRACTICAL STEAM AND HoT WATER 
HEATING. 160 pages, 103 figs.; cloth...... 


MANSON’S DELIVERY RECORD. 100 pages, 3 
AS I Vue <6. 0 06%0 55 dss 0 ko e 2 Pree 


$3.00 


10.00 


2.00 


2.00 


2.50 


2.50 


1.00 


1.00 


2.75 
50 


6.00 


1.00 


2.50 


2.00 


.60 


1.00 


1.00 


METAL WORKER STOVE STORAGE RECEIPT Book. 
30D DEORE - BIO is o.cccctewes cevesssecnce 


MODERN CYCLE REPAIRS. 130 pages, 111 figs.; 
cloth 


NEW PARCEL Post LAW EXPLAINED. 32 
WOES WMG oc 8 cbse vec cieceucecesce 


PARIS HARDWARE ADVERTISING FOR THE RE- 
TAILER. 183 pages; 169 figs.; cloth........ 


RADFORD’S STORES AND FLATS. 82 pages, 57 
ge ne ee Tes Sew tS ee ee Reet ee 
SLOAN’S RUBBER HAND STAMPS. 167 pages, 


eS is oa cw 50 s5 eo eh bkWo ewe hens ees 


SOULE’S HARDWARE WINDOW ADVERTISING. 
353 pages; 273 figs.; cloth................ 


STEPANEK’S BUSINESS METHOD IN A HARD- 
WARE STORE. 54 pages, 56 figs.; cloth..... 


WEBNER’S Factory Costs. 611 pages, 230 


Bs ok ts chan, beat A die a oeAM sa ole 
WILSON’S BUNGALOW Book. 159 pages, 164 
NG ET Un Sie Wc hale twee co waeiene 
WILSON’S CALIFORNIA BUNGALOWS. 127 


a Tie es 8 ON 6 ké4o ep ntn bocce vsieses 


WINDOW MAKING. 48 pages (illustrated) ; 
cloth 


eeeseeeeneeeneneeeneeeoeenseeneeeeeeeeeeee#eee 


WOODSEND’S PRACTICAL Woop CARVING. 86 
NS Ms os Dk awdibvcns ites keen aban 


RECEIPTS, FORMULAS AND PROCESSES. 800 
ee re 


TAYLOR’S PRINCIPLES OF SCIENTIFIC MANAGE- 
ee 


TAYLOR’Ss SHOP MANAGEMENT. 202 pages; 


cloth 


1.00 


25 


2.50 


1.00 


1.00 


2.50 


1.50 


6.00 


50 


50 


1.00 


3.00 


1.50 


1.50 





Sent prepaid by 


Hardware Age Book Department, 239 West 39th Street, New York 
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Hack Saw Frame No. 50 


Adjustable to take 8 to 12-inch blades. 
The adjustable feature is obtained by the 


Can be sold at retail for use of a pin set in the edge of the long 
end of the frame. This construction 


5 gives a rigid frame at any adjustment. 
C e The frame is light, but unusually strong, 
being made of the best cold rolled steel. 

The handle has a rich mahogany finish 


Write for Sa mples and Prices and all metal parts are nickel plated. 


Packed one in a box. 


Manufactured by 


UNION HARDWARE COMPANY 


Factory and Main Office at Torrington, Conn. New York Office, 99 Chambers St. 
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ESSENTIAL 


The one essential thing in a 
range is its Baking Qualities. 
Always remember that, and do 
not allow useless “‘advantages’’ 
to blind your customer to this 
most important thing. 


The Model “Quality Range 


combines unexcelled baking 
qualities with every range con- 
venience known to the trade. 
The hot-blast fire-box, correct 
proportion, and general good 
workmanship combine to make 
The Model *‘Quality”’ Range the 


one range for you. 


May we submit proof? 


Quality Stove & 
Range Co. 


BELLEVILLE, ILLINOIS 











Your Customer Will Ask To See 


the “ENTERPRISE” KNIFE and 
PLATE machine that really CUTS 
meat or food instead of mangling or 
tearing it. She 
wants the chop- 
per that cuts 
with the true Wee 
Slicing | 
cut, pre- 
serving 
the jui- 
ces and 
flavor 
of each 
morsel. 






THE 


“ENTERPRISE” 
Meat and Food Chopper 


is built on the true 
cutting principle, steel 
against steel, like a 
pair of shears. The 
four - bladed, keen - 
edged STEEL 


Family Size 





KNIFE revolves $1.75 
against the PER- Large Size 
FORATED PLATE $2.50 


cutting every particle 
of meat or food into tender, uniform pieces. 
Easy to turn, quickly and easily cleaned. 


“ENTERPRISE” 








The Enterprise Sausage Stuffer 
ood Chopper 4 
the next best ff and Lard Press 
fine, medium, Increasing number of hog- 
“ee ape at | raisers are butchering their 

rezegi2s See | own hogs in order to “cash 
ah ot in” on the high prices for hog 
Large ‘ 2.25 products this year. They will 








be mighty interested when 
you tell them that the sausage 
and lard profits on just one 
hog pays for buying an 
“ENTERPRISE” 
Sausage Stuffer and 
Lard Press. 


Made with “ENTER- 
PRISE” care and precision 
in every part—iron cyl- 
pater is Dy true—long 
handle makes easy turning. 
PATENTED CORR U- 
GATED spout keeps all air 
from entering sausage cas- 
ing. Can be instantly con- 
verted into a Lard Press. 
Tin Cylinder (strainer) has 
broad lips for easy han- 
dling. Made in nine sizes 
and styles—2 to 8 quarts— 
japanned or tinn used 
as a fruit press, too. 



































Your customers are 
reading in their favor- 
ite magazines about the 
uses and superiority 


strongest guarantee of qual- 
ity and satisfaction. 

Write for catalogue of full 
line of “ENTERPRISDP’’ 
Specialties. 





Japanned, $5.50 


The Enterprise Mfg. Co. of Pa. 


PHILADELPHIA 
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‘“There’s one chap who will spend his 
money at home from now on,” remarked 
Sandy. 


“IT observed that he looked disgusted,” 
replied the Boss. “What was the trouble?’ 


“He wanted to get a revolver repaired,” 
said Sandy. “The trigger spring was 
broken. ‘I don’t know this gun,’ I said. 
‘Where did you buy it? ‘I bought it by 
mail,’ he said. ‘It’s an Iver Johnson.’ 


“‘Huh! says I. ‘This ain’t an Iver John- 
son.’ Then I pulled out a real Iver Johnson 
and showed him the difference. I made him 
compare every point—piano wire springs 
as against flat, heat tempered springs; 
safety action against unsafe action; Iver 
Johnson rifling against bum rifling; accu- 
rate alignment of barrel and cylinder 


against inaccurate alignment. Then, just 
to make him feel good, I suggested that his 
gun probably had a cast iron cylinder and 
barrel. “The reason you didn’t get an Iver 
Johnson,’ I explained to him, ‘is because 
Iver Johnson’s Arms & Cycle Works refuse 
to sell their revolvers to catalog houses.’ ” 


“You kind of- had him there,” said the 
Boss. “That’s the advantage of handling 
standard goods which the catalog houses 
can’t buy direct. Price comparison is im- 
possible, and the customer has to admit that 
he must go to the retail store for quality 


goods.” 


“Yes,” said Sandy, “and they only need 
one lesson like this chap of mine got. He 
wouldn’t dare to buy postage stamps by 
mail now.” 


IVER JOHNSON’S ARMS & CYCLE WORKS, FITCHBURG, MASS. 
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Let us send you Booklet R. 
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Why Do Horses Slip? 


a HIS subject of the whys and where- 

fores of slipping horses and ways 
and means of prevention, we have 
chosen as our life study. 








On every road and under all weather and surface 
conditions, you will still see some horses slipping along 
with lack of confidence, while others are sure-footed 
and steady. These latter are more than likely shod 
with Neverslip Red Tip Calks and Shoes. Our Red 


Tip Tools were doubtless used in the shoeing, too. 
Every item in the Neverslip line has been sys- 
tematically worked out to perform best its particular 


work. 


May we tell you about our sales-helps? 


The Neverslip Mfg. Company 


New Brunswick, New Jersey 


SMM 


SM Wis 
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Made by MYERS 


PUMPS fURPose 

















Double Acting Force Power Pumps and 
ee ee a This in itself will appeal to any dealer ee ee 
aie 03 oe ia who sells pumps for it will place him Gg - pier 

nlc a ta oa in position to meet every demand of ee 


his trade with a single line of good gine or Other Power. 


pumps built under the name— pecs 


MYERS. 
House and _  Cistern We could name you many dealers Hydro-Pneumatic Pumps 
Pumps with Brass or whose yearly sales of MYERS and Cylinders—Hand or 
Brass Lined Cylinders. PUMPS—in the different styles— Power, for Air Pressure 
average one hundred and over. | Water Systems. 





epee 3 It’s a good time to connect up with 
a line of this character. 

Tank Pumps for Opera- Write. 

tion by Hand or Gaso- 
line Engine. 


———— 


Pumping Jacks, Back 
Geared, Countershafts, 
Etc. 


Brass and Brass Lined 
Cylinders, Power Work- 
ing Barrels, Fittings, Etc. 


Spray Pumps—Bucket, 
Barrel or Power—Noz- 
zles, Hose, Fittings, Etc. 

















THE LINE IS COMPLETE 


F. E. MYERS & BRO., ASHLAND, OHIO 


ASHLAND PUMP AND HAY TOOL WORKS 
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Write our nearest office 


THE GOULDS MANUFACTURING COMPANY 


Main Office and Works: | Seneca Falls, New York 
Branch Houses: Boston New York Chicago Houston 
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HIGH QUALITY MAKES 
CYCLONE Rences «Gates 
SS WAUKEGAN, ILLINQST 
SUtest sellel> 














a: CYCLONE Sanitary Fence and Gates meet 
the popular demand for neater, more sanitary 
conditions in cities, towns and country districts. 


CYCLONE Sanitary Fence and Gates sell 
readily, please and satisfy your customers so 
that they come back to you again. 


YOU OWE IT TO YOUR BUSINESS 
to specialize on CYCLONE Fence and Gates 
and make your store the leader, the one that 
forges ahead of others. 


As a shrewd business man you know the 
great advantage to you of having the high- 
quality, mnationally-advertised WAUKEGAN- 


CYCLONE line of fencing and gates to offer 


your trade. 


Original designs, even picket tops, uniform 
Spacing, deep crimped pickets, treble reverse 
twist, extra sharp bottom crimp—these are char- 
acteristics which distinguish WAUKEGAN- 
CYCLONE sanitary fence from others. They 
make for strength, beauty and durability. 


Take advantage of our offer to put on a sell- 
ing campaign in your vicinity that will get the 
fence and gate business coming to you. 


Write for illustrated catalog and our liberal 
terms to dealers. 


CYCLONE FENCE CO., Waukegan, Ill. 


ATE RAISED TO ALLOW 
SMALL STOCK To PASS UNDER.’ 











AMERICAN WIRE FABRICS CO., Chicago, II. 


: 
Z Lasts Longer—Looks Better 

= Also 

= | Copper Bronze, Galvanoid Enameled, 


Painted, Bright Galvanized 
All Meshes and Widths 
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Galvanized 


METAL CEILINGS | 
Roofings 


Are Finished with Re-Pressed Bead 





Joints and Die-Cut Nail Holes that we manufacture are 
and Save 25% or More in known by their extensive 
Cost of Erection use, but most particularly 


for their quality. The 
styles are Corrugated, V 
Crimp, Pressed) Standing 
Seam, Self-Capping Roll 
and Roll and Cap. Made 
in three well known 
brands: Portsmouth Iron, 
Ohio Metal and Ports- 
mouth Open Hearth Steel. 
Send for Roofing Circular. 


Fortsmouth Steel Co. 





a 
*g 
RBIS ORT TR 5S IE PRES, SS RBG SSE TR SI ithe 





Actual Size of the Panel Illustrated is 6x6 in. from Center 
to Center of Beads. 





Plates, Panels, Borders, Moldings, Fillers, 
etc., are Re-Squared on four sides and beads 
are Re-Pressed in accurately milled steel dies 


that are true to the 1-1000 of an inch. Outside 


“dots” are die-cut for easy driving of the nails. : 
Dies are accurately milled to mechanically 
perfect lines. Every bead is exactly like all 


other beads in size, shape, depth and align- 
ment. In laying a thousand sheets the plates 


cannot run off the furring strips. They lap 
true and tight—no variation to right or left, 


























up or down, forward or back. W ¥ LANDON & CO 
The nail holes register true every time, and Rutland, Vt., Nov. 23, 1914. 
there is no driving of nails through two or HARDWARE AGE 
more thicknesses of metal. There can be no 239 West 39th St., New York City. 
open joints, which are so objectionable to Gentlemen: 
Architect and Owner. This is the first opportunity I have had to 
thank you for my copy of the Jobbers Num- 
Send for sample panels to prove the ber. From every point of view it is a work 
3 of art. I have it in my magazine rack and 
accuracy of the steel dies and the absolute refer to it frequently. 
register of the die-cut nail holes. Sincerely yours, 
WHEELING CORRUGATING COMPANY. WarzuNe W.VA eg 
BRANCH OFFICES AND STORES: — P 
NEW YORK CHICAGO PHILADELPHIA 
ST. LOUIS KANSAS CITY CHATTANOOGA 
Also Sales Offices: : . . 
The Fifth Annual Spring Buying Number 
DALLAS DETROIT ~ 


will be issued January 28, 1915 


Reserve Space Now. 


LOS ANGELES PORTLAND 
SAN FRANCISCO SEATTLE 
SALT LAKE CITY 
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Corrosion 
Thwarted! 


HARDWARE AGE 





¢.B. OPEN HEARTH 
52 poyngs cont\¥® 


Corrosion, the enemy of sheet metal has been 


successfully conquered. 


If you specify for 


Copper Bearing Open Hearth Roofing Tin 


manufactured by this Company, corrosion will be robbed 


of its prey. 
ance against corrosion. 


This Company will exhibit at San Fra 











The Copper alloy insures the stoutest resist- 





American meetin sain in Plate aia 


General Offices: Frick Building, Pittsburgh, Pa. 














DISTRICT SALES OFFICES: | 
New York x, New York oh geen rgh St. Louis 








Propucts CoMPAN 


TATES STEEL 
ropucts Company, San Francisco, L <a s, Portland, Seattle 

















Get ready for your BIGGEST YEAR| 


‘| HE people of your 
community have 
been piling up weeds and 
hoarding up money—all 
through this eventful 
year of 1914. 


Next year these needs will be 
supplied, money will be 
brought out of its hiding, and 


the metal worker and the. 


metal merchant whois prepared 
will reap the benefits. 


INLAND STEEL COMPANY 








A Good Stock of 
INLAND 


Galvanized Sheets 
and INLAND 
Roofin?, and Siding, 


people whose business you want. 


Let us show you a plan by which you 
can make a comfortable ‘‘stake’’ from 
a mixed car of Sheets and Roofing. 





FIRST NATIONAL BANK BLDG., CHICAGO 
WORKS, INDIANA HARBOR, INDIANA 


Branch Offices: ST. PAUL, Pioneer Bldg. 


DENVER, 1618 Stout St. 


ST. LOUIS, National Bank of Commerce Bldg. 


DALLAS, Praetorian Bidg. 


MILWAUKEE, Majestic Bldg. 
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A Simple Demonstration 


Sells Them 
















Simply raise the bar and screw takes 
up distance between notches. No nuts 
and screws to drag back and forth 
against each other and wear out 
threads on this New Union Quick 
Adjusting Caliper. When your cus- 
tomer sees how easily and quickly it is 
adjusted he buys at once, because: 














He also sees that the Oval Legs give 
greatest strength without additional weight. 
He notices the extra stiffness, the perfect 
balance, and the lightness. The simple and 
positive Transfer Feature which absolutely 
prevents mistakes. The high quality of 
workmanship and finish. No _ question 
about his not taking it. 





They'll help you get the best tool trade 
in your town; write for prices now. 


Union Caliper Co. 


ORANGE i . - MASS. 
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Owing to the war in which all 
Europe is engaged, Sir Thomas Lip- 
ton has had to postpone his attempt 
to lift the cup until another year. 





EASE But war or no war, there's no let- 

up of “Greyhound” sales. They go 

Wy on just as smoothly and as regularly 
TRADE MARK. as ever. When a man wants a saw 


he wants a good saw—are you able 
to show him a “Greyhound?” You 
ought to be. If you are not, it's 


War Stopped the Races ee eee oe 
But “Greyhound” Sales Will you write? 


Go on Just the Same Geo. H. Bishop 
& Co. 


Lawrenceburg 
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Wood Screws 
THC 


Stove | 3 e 


r 
Bolts Bolts 


Machine at Rivets 
Screws and Burrs 


Largest Stock and Greatest Assortment 


American Screw Co. 


PROVIDENCE, R. I. 
Western Depot: 69 East Lake Street, Chicago. Illinois 


ARTA AATAAATA AAT 


Place It Where It Can Be Seen 


Place this cabinet with its array of 
Forstner Auger Bits where your carpenter 
and woodworking customers can see it, 
then sit back or rather stand alive and 
watch them stop and bite. 

Forstner Bits bore their way through 
hard, knotty, cross-grained wood, leaving 
a smooth hole and polished surface. They 
are the only bits not dependent on a center 
or level to guide them. They cut from 
the outer rim, the entire surface is at work 
all the time; no jagged ends. You can 
use them as gouges, or chisels; you can 
do scolloping, fancy scroll twist columns, 
newels, ribbon mould- 
ing, etc. 

Let us send you de- 
tails on this free display 
cabinet. 
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The Progressive Manufacturing Co. 
Torrington, A. 
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Patents Pending 


The Sharon No. 75 Self Cleaning 


Guaranteed to be the most satisfying Barn and Garage Door Equipment 
you have ever handled 


Track and cover in one piece 4-6-8 and 10-ft. lengths. Supports attached above and below every two feet. 
Joints held rigidly in alignment. Strain comes on inside where fastened to the building and will not pull 
down under weight or time. 

Protects the top of door as well as the carrier and tread. No trouble to get together on a sale. A relief to 
the carpenters to put up. Write us and find out all about it. 


SHARON HARDWARE MFG. CO. Sharon, Pa. 





Storm Proof 

















Th 


Advertising Phrases That Would 
Sell Ice to an Eskimo 


There are 1359 pages of advertising ideas and phrases collected in this one book 
that sum up the experience of the best men in the retail advertising field. It’s a 
big book full of big ideas and it’s worth every cent we ask for it. If you’ve had 
advertising problems, if you been worried because your advertising doesn’t “pull” 
properly, the information 


Collected in the “Advertising Cyclopedia” 


will prove the best investment that you can possibly make. There’s no good 
in doubling advertising space if you don’t have the right stuff to go into it. 
Ten dollars spent for the “Advertising Cyclopedia” may save you hundreds now 
wasted on weak, unconvincing advertising. It sounds high but it’s worth ten 
dollars to you. 


HARDWARE AGE BOOK DEPARTMENT 


231-241 West 39th Street New York City 
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Every day - 
a safe one 








S 
D 
2 
49 
£9 
ya 








If Every Dog 


a “Vulcan”! 


Williams’ Superior Drop-forged 
“VULCAN” Safety Lathe Dogs pro- 
vide INFALLIBLY for safety and con- 
tinuous service at minimum price for 
both. 

Send for printed matter of Superior 
Drop-forged Tools. 


J. H. WILLIAMS & CO. 


SUPERIOR DROP-FORGINGS 
57 Richards Street, Brooklyn, N. Y. City 





Western Warehouse: 
40 So. Clinton St., 
Chicago, Ill, 


Factories: 
Brooklyn be - S. A. 
Buffalo 
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Be As 
Good As Our Product 


It is not only the aim of the 
Corbin Screw Corporation to 
furnish their patrons with 


Automatic Screw 


Machine Work 


of the highest quality, but also to 
make deliveries within the shortest 
possible time. 


Remember! When placing an 
order with the Corbin Screw Corpora- 
tion you are placing it with a Com- 
pany which for years has been known 
to give equal consideration to 


Quality and Service 


We realize that the satisfaction of our 
patrons is dependent on the one as much 
as upon the other. And therefore we 

' have adhered strictly to a single standard. 


Corbin Quality and Corbin Service are 
By-words in the trade. 


Estimates cheerfully furnished on re- 
ceipt of blue prints and specifications. 


We carry in stock a most complete line 
of United States Standard Cap and Set 
Screws as well as S. A. E. Standard Cap 
Screws. An unequalled stock of ASME 

_ Standard Machine Screws always on hand. 
Prompt shipments assured. 
Your inquiries relative to Machine 
Screws, Nuts, Thumb Nuts, Thumb 


Screws, Stove Bolts, etc., will receive 
our immediate attention. 


The Corbin Screw 
Corporation 


The American Hardware Corporation, Successors 


New. Britain, Conn. 


BRANCHES: 
New York 
Chicago 

Philadelphia 


Makers of 
Corbin Brakes 


and Corbin-Brown 
Speedometers 
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Special 


We make special Steel Gem Casters for hard- 
wood floors, with feltoid, leather, vulcanized fibre 
wheels, etc. 

They are all built of steel. In strength, quality 
— workmanship equal to highest Schenck stand- 
ards. 

Smallest caster carries 1,000 pounds on smooth 
floor, which it will not scratch. 

Write for our colored catalog. 


M. B. SCHENCK CO. 


MERIDEN, CONN. 
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OUR ‘“‘FEET’’ 


VS. 
YOUR ‘‘HANDS’—WHICH? 


That’s the all-important question. 

Wouldn’t you rather put “OUR FEET” 
viz, HARPER HANDY CASTER 
TRUCKS under your stock of STOVES 
and so sell them, than have left on YOUR 
HANDS a lot of the big, hard-to-show, 
but best paying ones in your stock?—of 
course you would! 

A set of 4 of these feet will only cost 
you 75c., and they won't wear out—dont 
forget that. 

Ask your Jobber for the H.H.C.T. and 
if HE “balks or shies” ask us and ga 
get ‘em sure. 


Chicago Hardware Foundry Co. 
North Chicago, Illinois 
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THE Wire Goops COMPANY 
Worcester Massachusetts USA 
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CHAIR 
TIPS 


No. 12. 


1 Inch 


For The Sharp Ends 
of Rocking Chairs 


have quickly found favor with 
the trade. A positive protection 
against the sharp ends of rocking 
chairs. Durable.and easily fitted 
to the rocker. 
Catalog, prices 
and terms on re- 
quest. 





Elastic Tip Co. 
370 Atlantic Ave. 


Boston Mass. 





No. 13. 





% Inch 
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Horse -Shoe Brand 
Wringers 
Warranted as to quality 


Warranted to give satisfaction 
Warranted as to price 











Plain 
Bearings 
and 
Steel Ball 


Bearings 


Enclosed 
Cog 
Wheels 





Size of Rolls 
10x 1% inches 
11x1% inches 


Plain Bearings Steel Ball Bearings 
‘ BE No. 860BH 
No. 341B No. 361E 


WE MAKE THE LARGEST VARIETY OF 
WRINGERS IN THE WORLD 


Send for our new Price List 


The American Wringer Co. 
NEW YORK CITY, U.S. A. 








Sell More Mats 


You can do it with a stock of Glen 
Steel Door Mats packed in individual 
paper cartons. 

In the first place, our unique method 
of packing enables you to display Glen 
Steel Mats on your shelves where 
your customers can see them. This 
alone means quick turn-overs and in- 
creased profits. Not only can they be 
displayed to advantage, but they are 
always neat and clean. Occupy but 
very little space. 

Write for prices and particulars. 


McKINNEY MFG CO. 


Pittsburgh, Pa. 












Will Make 
Y our Stove 
Pipe Business 


More 
Profitable 


Smith’s Double Lock Stove Pipe will do 
this because, in the first place, it can be nested 
which saves freight; secondly, it requires no 
tgols or special knowledge to put it together; 
thirdly, its quality is guaranteed and satisfac- 
tion is assured; fourthly, it saves time of mak- 
ing, hammering or riveting. 

Send for a model, it will convince you of its © 
possibilities. Write at once. | 

Your jobber carries Smith Double Stove 
Pipe. Place your order with him today. 


THE OHIO STOVE PIPE & 
MFG. COMPANY 


NEW PHILADELPHIA, OHIO 

















Arouses Enthusiasm 


The Laundry Queen has succeeded 
in arousing the enthusiasm both of 
the Hardware Dealer and the Buyer. 
They sell well and work well. 


Many new and exclusive selling 
features. Machinery not attached to 
tub. Tub without legs in steel frame. 
Patent wringer moves to any posi- 
tion, rolls reversible. Electric or 
power drive. 


Write for details. 


Grinnell Washing Machine Co. 
U. S. A. 


Grinnell - Iowa a 
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NORTH WAYNE 
BILLBOARD 


Lawn King Grass Hook 


° aving e 
King of the Lawn Jit iow Ground 
King of Grass Hooks | Full Mirror Polish 
Grass Hook DeLuxe 
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Priest's 
— Bargains in lin Clipp ers 

WEED SCY THES a clipper proposition offered 


to the trade. It’s a prop- 
osition that pays and pays 
CORN IHOOKS big—because it satisfies. 
GRASS Our proposition is that 
you stock Priest’s Clip- 
CORN pers! 
WetKNIVES ese 
BREAD 
American Shearer Mfg. 


NORTH WAYNE TOOL CO. ss titn teste AR 


HALLOWELL, MAINE 
Sales Office, 1408-9 Ford Bldg., Detroit, Michigan Wiebusch & Hilger, N. Y. 
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Brass Bound 


PRICE 
CARDS 


Time Savers — Energy 
Savers—Money Savers 


Study This Ad 


egnenainl! SOTLTALREALTALALLPU ERATE 
it aT HTT 






ing anything else, ultimate 

profits must be judged by two 
main things: goods-made-right and 
goods-priced-right. Better keep 
away from the manufacturer who 
offers one without the other. 


L selling lawn mowers, as in sell- 







“But,” you ask, “how may we de- 
cide when most manufacturers offer 
both these things?” Answer: Study 
each individual system of distribu- 
tion. Decide according to the mer- 
chandising method that you think 
best and safest. 


Consider the Elwood System—di- 
rect from factory to dealer—time and 
money devoted to perfection of the 
products themselves—right goods, 
right shipments, right prices—right 
treatment for both dealer and con- 
sumer. 


Elwood Lawn Mower Mfg. Co. 
Elwood, Indiana 








There are nine styles, all with 
heavy cardboard body, linen bond 
facing and brass edging for pro- 
* tection. 10 percent. discount on 
orders for 2 doz. cards—send for 


descriptive circular and sample 
card. 
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Hardware Age Book Dept. 
239 W. Thirty-ninth Street, New York 
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Worcester: 
Brand Window 
Screen Cloth 


Woven. of _ specially 
prepared wire on mod- 
ern looms of our own 
design, which insure 
highest quality and 
uniform mesh. 


— Pg 
Beene AEE ER 
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Black, Galvanized 


and Bronze finishes. 


Standard sizes. in 
stock. 





Wright Wire Company 
WORCESTER, MASS. 


Boston New York Philadelphia Chicago San Francisco 











li: CTS. A ROD 4 


Big, bright, close woven. 
SOLD DIRECT on 


7 ies 
wee tee 2sty rod 
of Fence and 54 styles = 
of Gates. Send for our 
, handsome four-color 
Catalogue. It willsave Fi 4 
Money, Time and Freigh 







This Isn’t Competition, 
Mr. Dealer 


Such ads as these, always appear- 
ing in publications read by the farmer, 
look like real competition, but they’re 
not—not if you have the remedy. 





We can give you a real cure for 
such catalog-house competition on 
wire fence. You do not have to sac- 
rifice either profits or quality to use it. 

Write us for the facts. Get posted 
now, ready for business next spring. 
Be sure to mention that you want 
prices on competitive woven - wire 
fencing. 


Keystone Steel & Wire Company 


Peoria, Illinois 

























Competition forbids increas- 
ing profits by raising prices, 
but it doesn’t forbid increas- 
ing sales by selling a bet- 
ter line. More sales mean 
bigger profits——you give 
more and get more when 








you sell 

















Made a little different— 
a little better than others, 
cost no more, sell easier and 
oftener. Our catalog shows 
a long line of profit makers 
—pumps of special desigr. 
construction and adapta- 











bility. 
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“Perfect” 


Hex. Netting 


Farmers like 
it for their big 
jogs. In small 
or large quan- 
tities, they can 
depend on it to 
be “perfect” — 
every bit of it. 
The Hex. Mesh 
is uniform in 
size and shape. 
The wire is 
smooth and 
strong. 


Stock now. 
Your jobber can 


supply you. 
Made in U.S.A. 











The Ludlow-Saylor 
Wire Company 
ST. LOUIS MO. 
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Na! /0 NEY Carrier 


Lightest draft Fork Carrier made. 7-in. Roller 
Bearing Sheaves. Wide mouth permits the lift- 
ing pulley to carry near track. Made extra 
strong. Big seller. Good profit. 





We make the largest line of Haying Tools in 
the world. Send for New Catalog. 


LF The Ney Mfg. Company 
No. 170 CANTON, OHIO 























Increased Profits 











DIAMOND : 
EMBOSSED on Sash Cords 
BOX 
Our “ALBA” and “STAR” Brand Sash 
STRAPPING Cords make quick sales, satisfied cus- 





tomers and MONEY FOR YOU—and 
they will back up your statements every 
time. 






Twice the strength of other strapping 
sheared from sheet. 





Stand more strain than heavier cords 
and work freely. 











The quality is there—the prices are low 
because these cords are made for wear 
and have no spots or fancy frills that 
increase manufacturing cost and add 
nothing to their stength. 


300 feet to a coil—20 coils in a case. 
Each coil on an individual coil holder. 
Double wound if desired. 


Acme Barbed Box Straps 


The original Acme Strap—made of best 
steel with sharp penetrating prongs. 


a al 


Above Illustration is Our No. 7 Strap. 


ACME STEEL GOODS CoO. 


2834-2840 ARCHER AVENUE........ CHICAGO, ILL. 







We will be glad to send you prices and 
samples—write now. 











“STAR” 


ESTES MILLS 


FALL RIVER, MASS. 















SASH CORDS 





CLOTHES LINES 







SO: SO WOCOe BOPORE ; «go ccvcccnaveccds New York City 
oe ee re Se ee ree Atlanta 
310 California Street boa he ss ee San Francisco, Cal. MOPS 
5 ey Moen Gi GG, «ccc a 0's oe cen ee 
. ae Anges WICKING MACHINERY WASTE 






J. E. Beauchamp, Canadian Representative, Montreal 














Tubular Rivets and Bifurcated Rivet 
eacmmes TUT Wf 


Box. 12 Boxes to Carton 


TRTITIIT TT 


SLOTTED CLINCH AND TUBULAR RIVETS FOR MANUFACTURERS 


AUTOMATIC MACHINES FOR SETTING TUBULAR 
OUTSIDE PRONG AND SLOTTED CLINCH RIVETS 


JUDSON L. THOMSON MFG. CO., Waltham, Mass. 
CARTON ASSORTED RIVETS Chicago Branch: 316 North Michigan Ave. 
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WE OFFER—QUALITY—SERVICE—PRICE 
in SMALL RUBBER SPECIALTIES 


If you are a Hardware Mfgr. making any hardware specialty and 
have use for any small rubber moulded pieces—send us a sample and 
get our prices. ‘ : 

_ If you are a retailer selling gauge glass washers, fuller balls, rubber 
rings of any kind or size or have a call for any of the thousand and one 
small rubber moulded goods on the market, get our prices, by postal, 
telegraph, letter; or, tinkle our telephone. 










WE OFFER QUALITY—WORKMANSHIP—SERVICE—PRICE. 


STRONG MACHINERY & SUPPLY CO., 
48 Franklin Street, 7 Ee Ge 











INSURE 
YOUR PROFIT 





EST 
REY 


Satesanaetll 





“Success” 


The 


Means 
“success” TQ Yours 


BUCKET 
SPRAY PUMP 





Write for 44-page 1915 Catalogue of 
Spray Pumps, Nozzles and Accessories 


THE DEMING COMPANY 
SALEM, OHIO 


Hand and Power Pumps for All Uses 
Chicago Pittsburgh 
Henion & Hubbell Harris Pump & Supply Co. 


New York 
Ralph B. Carter Co. 























Patented in U. 8. 


and Foreign 
Countries 


Cary’s “Everlasting” 
Flexible Steel Mats 


The only Steel Mat on the market 
that will make both Pleased Cus- 
tomers and Large Profits for you. 





Write for details of revised prices 
and you will surely be interested 


Cary Manufacturing Co. 
Manhattan Bridge Plaza 
Brooklyn New York 
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BLACK DIAMOND HILE WORKS 


ESTABLISHED 1863 INCORPORATED 1895 


Twelve Medals of Special Grand Prise 


Award at GOLD: MEDAL 
INTERNATIONAL Atlanta, 1895 
Expositions 





Copy of Catalogue will be sent free to any interested File User upon application. 


G. & H. BARNETT COMPANY Philadelphia, Pa. 


Owned and Operated by Nicholson File Co. 

















One Day’s Trial of a 


Grant Noiseless 
Riveting Machine | 


resulted in an order being placed 


for 12 more machines. THE CH AMPION 


A few reasons Double 


A iw Floor Hinge 


(1) Noiseless Opera- 
tion. 






(Patented) 


(2) Spin Well Pol. This handsome hinge of few parts has 
sne 


a. ew eS the “call” and deserves it. 
ty ieee.’ Mecken The entire weight of the door rests on 
ee a ball bearing and allows the door to 
(4) Do not mar swing freely and easily without jar or 
oune- noise. 
” aes aa And all a carpenter has to do to attach 
rete this hinge, is simply saw out a rectangu- 
Tne Ghereien lar piece at the bottom corner of the door 
— and make a slight mortise for the strap 
ithe ccke of ends of the hinge. No wonder it sells. 
quality, output and Send for our Catalog of Profitable 
cost reduction send - as 
for catalog. Hardware Specialties. 


The Grant Mfg. and Machine Co. The Champion Hardware Co. 
Bridgeport, Conn. GENEVA, OHIO 














The James Swan Company, Factories at Seymour, Conn. 


MANUFACTURERS OF 
MECHANICS’ TOOLS 
. Augers, Auger Bits, Chisels, 


Drawing Knives, 
Gouges, Hollow Au- 
gers, Gimlets, Boring 
Machines, Screw 


| Drivers, High Grade 

Tools. Look 

for the Swan. 

wl 4 Send for Catalog 


New York Office—100 Lafayette St. 
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ORDER STANLEY No. 5000 | 
“Twinrold”’ Self-Tightening 


COILED DOUBLE—Pat. Sept. 26, 1911 & Nov. 5, 1912 


BOX STRAPPING 


THE STANLEY WORKS, 
NEW BRITAIN CONN. 


pee Pe ee 





See page 77 also Front Cover 

















“GUARD 
THAT MUD GUARD” 


WITH A 








IT 


GRIFFIN 


[HOLDS 


GARAGE 


THE 
Every Worcester 


DOOR 
Blount Improved 


DOOR Door Check is guar- 
anteed. Guaranteed as 


HOLDER a as ig 


Guaranteed abso- 











MAKES GOOD 























lutely, and we want 
OPEN ee to replace 
any detective part at 
PATENTED a Sees any time—because we 
. x are here to make 
Simple, Strong and Serviceable good. : 
GOOD CUSTOMERS BIG PROFITS Information today. 
66 DEALER FIRST [5°99 The Worcester Mfg. Co. 
GRIFFIN WAY WORCESTER MASSACHUSETTS 
THE GRIFFIN MANUFACTURING CO. 
37 Warren St. ERIE. PA 17 E. Lake St. 
New York ? , hicago 























Cary’s Superior Metal Joint Fasteners 


Write for samples of our Latest Keen Saw Edge 





DIVERGENT 
Fasteners, the result of our own patent process, ial 
and you will put them in stock, for they exceed r3 
all others in quality. Also see our superior Plain PARALLEL 
Edge Fasteners. : | ‘aa! CORRUGATIONS ss 
Packed in cartons of 500 and 1000 and in bulk. Saw Edge Plain Edge 


Put up in coils wound right-hand and left, tor use with automatic driving machines. 
Large stocks always on hand—immediate shipments. 
Also makers of Cary’s Universal and Wire Box Straps, Box Fasteners, Seals, Clasps, etc. 


CARY MANUFACTURING CO. BROOKLYN. NEW YORK 
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FLASHLIGHTS 
or BATTERIES 


Bearing this seal 





insure best satisfaction to user, 
provide greatest profit to dealer 
and give him fullest guarantee. 


We have a special 


New Year 
Proposition 


Lower prices during Jan- 
uary— you can double 
your sales and your profits 
with our line. 


Write us at once about it. 


Anglo-American Co. 
Pittsburg, U.S.A. 

















The (riginal GREEN RIVER 





SCREW PLATE 











Simplicity and ease of adjustment are the distin- 
guishing features of the “GREEN RIVER” Die. 


It is all done from the face of the Die and without 
removing the Die from the Stock. 


The cup-head screw on the right acts as a hinge, 
holding the Die halves together. 


The size is regulated by the taper-head screw on the 
left ; driving it farther down opens the Die to a larger 
diameter ; backing it out closes the Die to a smaller 


diameter. 





Sectional View Showing Hinge 
Screw at Right and 
Screw at 


The whole Die and guide 
when in wuse is clamped 
firmly in the Stock. 


poration. 


Wiley & Russell 
Mfg. Co. Div. 


Greenfield Tap & Die Cor- 


New York, 28 


Warren St.; Philadeiphia, 


ft. 545 Washington Bivd. 






























LAVA ARLULL HULU ONTEA TAT 


This Beats 
the “YANKEE” No. 30 


For overhead work—or any 
places out of reach —and all 
ordinary work, the New 
“YANKEE” Nos. 130 and 131 
are better than any tool made 
for this purpase. 





ne 


The spring in the handle holds 
the tool extended in any posi- 
tion—keeps the bit in the 
slot — drives the handle back 
quickly for the next thrust. 


Show them to the mechanics 
— they are quick to recognize 
their value. To see one is to 
want it. 


Your jobber can supply you. 


NORTH BROS. MFG. CO. 


PHILADELPHIA, PA. 

















Getting the Right 








Line 


HERE are a number 
Ter salesmen 


who 


wish to carry a side 
line — but what line, 
that is the all-important 
question. A small ad- 
vertisement in the 
Opportunity Exchange 
Department paves the 
way to get in touch 
with many firms who 


require such men. 


The 


cost is small compared 


with results. 


50 words, $1.00 


That’s all. 


Opportunity Exchange, 
HARDWARE AGE 
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Y/ EMPIRE 

A ball-bearing, 
strongly made power 
grindstone, built to 
run by gas engine. 
Especially adapted to 
farm or machine shop. 
Cast-iron frame and 
trough that will not 
rust out. Genuine 
Berea stone. One of 
the many fine models 
of CLEVELAND 
GRINDSTONES. 


CLEVELAND 
Grindstones 


Sold only to Hardware and Implement 
Dealers 

“Quality is the best policy.” Honest 

Cleveland Grindstones, quarried from 

the only genuine Berea rock, will foil 

the Mail Order House every time. 

They have been standard for years— ; 

no flint spots nor soft spots. Guar- F 

anteed to you and to your customers. SS 

Let us help you to beat out Mail = 

Order competition. Write us for our § 

great business boosting book, “How & 
§ 

f 









to Keep Mail Orders At Home.” 


The Cleveland Stone Co. 


Leader-News Bldg. 
Cleveland, O. 


% 
% 
S 
S 
iA 
SZ 
Sm 

















MILA ae 


Styles and Sizes 
One Quality 


The most popular moderate price three-jawed 
manufactured. 


Goodell-Pratt Company 
a7 , 


Greenfield, Mass. - . i 














G6 
Standard ’”’ 
Machinists’ Bench Vise 


ATHOL MASS.U S.A 


oO 
U 
ud 
y 
x 
YL 
a 
2 
a 
© 
> 
a 
—¢ 





@ Like other styles of Standard vises, this is 
made of the best quality material, has tem- 
pered steel jaws, smooth or check face and is 
designed to bring the greatest strength where 
it is needed. It is fully guaranteed against 
defects of any kind. @In 10 sizes with jaws 
opening from 2 to 10% inches. @ Full par- 
ticulars on this and a full line of Standard 
and Quick acting vises will be sent on request. 


Athol Machine Company 
Athol, Mass. 








TWO Of 
HAMMER’S 
Best Sellers 





Hammer patented malleable iron hand 
lamps represent the best value on the mar- 
ket. They will prove a profitable item in 
your store. 

The Clamp is strong—built like an I- 
beam. Quick-action screw, universal- 
jointed face plate. Great seller. 

Hammer goods include many Specialties 
of Malleable Iron, including: Adjustable 
Clamps, Hand Lamps, Hanging Lamps, 
Engine Torches, Oilers, etc. 

Write. 


Hammer & Co., Branford, Conn. 
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Only the Institution that Serves 
Has the Right to Survive 


QW 


CCA 








Trade papers are as different in their character as men, and 
the trade paper that renders a useful service to its readers is 
entitled to the consideration of every man whose interests are 
centered in the field which that paper is serving with its brains 
and energy. 


Every man engaging in business should, for his own sake 
and success, strive to become a leader in the broad acceptance 
of the term. This not only involves frequent self-examination, 
but necessitates a study of other men’s methods and a never- 
ending investigation of business conditions. 





For example, Selling is a Science and in a large measure is 
the basis upon which a business firm must depend for its profits. 
So in every progressive institution business conditions are 
studied with the greatest care by a man who is an experienced 
student of this end of the business. 


The purpose of HARDWARE AGE is to assist hardware 
merchants to take their places as business men with manufac- 
turers and bankers. During the last ten years the advance- 
ment in this direction among hardware dealers has been 
remarkable; and in all fairness to them it must be said that 
this advancement has made the growth of a paper such as 
HARDWARE AGE possible. 


HOON 


HARDWARE AGE is considered to-day the best and most 
accurate trade paper in the hardware field, because its sub- 
scribers are the more progressive merchants who are not store- 
keepers but business men—consequently expecting a paper of 
a high standard, it is produced for them. In other words the 
subscribers of HARDWARE AGE are students of the hard- 
ware business. 





HARDWARE AGE comes from the press every Thursday. 
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HARDWARE AGE 
239 West 39th Street New York City 
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; STEVENS RIFLES= 
: ARE THE 
= é< y ° 99 
: The Stevens Bull’s Eye Kind 
=| :. ‘Favorite 1s 
= easily the most ei . EASY TO SELL Because they are: 
t 
curate shooting siete Accurate Shooters 
known small caliber Single Shot : 
= Rifle in America. We have been Popular Priced 
; making it for a score of years, it Favorably Known 
: : leads all others in popularity and Well Advertised 
= sales. 
3 No. 27 ‘‘Favorite” with 24” Full 
| No. 70 Onnganemetts > aandas 
““Wisible List Price $6.00 


No. 17 ‘‘Favorite’’ with 24" 

Round Barrel for .22, .25 

and .32 Rim-Fire Cart- 
ridges. List Price $5.50 


Nos. 27 and 17 have 
Automatic Ejector in 
22 caliber only; plain 
extractor in other 
calibers. Equipped 
with Rocky Mountain 
Front and Sporting 
Rear Sights. Weight. 
4% lbs. Blued 
Frame and 
Barrel; Gen- 
uine Walnut 
Stock and 


F ore-end. 


1 Loading’ Repeat- 
ing Rifle—.22 caliber 
: —most accurate .22 
caliber Repeater in the 


world. 


Absolutely Safe 


You see the cartridge as it enters the cham- 
ber--you know when it is loaded and you 
know when it is empty. Shoots 15 .22 Short, 1] 
22 Long-Rifle, or 13 .22 Long cartridges, and will 
handle all three without adjustment—you can mix 
them up. Splendid for target and small game shooting. 
Has 20" Round Barrel; Rocky Mountain Front and Sporting 
Rear Sights; Genuine Walnut Stock. 

THESE RIFLES ALWAYS IN STOCK FOR PROMPT SHIPMENT 


No. 27 
No. 17 








No. 70 














SPORTING GOODS DEALERS: 


























ee comTenrs | On request, we will furnish 
= 7 ; FREE, transportation prepaid, a 
eS | | good sized quantity of Strong Ma- See re 
e 7 : ps3 : “49 SHOTGUNS-PISTOLS 
I STEVENS |] tila Envelopes, size 514” x 34 Sc wor 
= - . a a ee a s mz tre Worl 
1 RIFLES, “#) (small reproduction of same shown 
: “t on the lef . 
j #4 homme oe > | Something to Help You 
name an . 
¢ and address. Dealers find Advertise Yourself: 
these envelopes useful in a variety 
f ° 4 ‘ Mr. Dealer, here is a small repro- 
of ways, as for putting up air rifle duction of one of our Magic Lantern 
shot ° Slides. We will send a complete set 
, small screws, nails, etc. tty souk eeinn: babes Gea 


the blank space. Take advantage of 
this in the Movies in your town. 


WRITE FOR A SUPPLY. Write to-day. 


2a J. STEVENS ARMS AND TOOL CO. 


| 225 BROADWAY CHICOPEE FALLS, MASS. 
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HATS WHAT BUILD 
T is “the come backs” that build up almost BUSINE. 55 


every legitimate business. Surely no paint 
business could continue if it were not for the B / 
customers who' buy again and again—the } GG EP 
customers you can count on. The more of 
these you can cultivate and convert the bigger A N dD 
your business will be—and the faster it will 


grow. It pays and pays big to handle paints 
so good that the first sale is but the beginning B / GS GE. 
of a lifetime habit of buying. You will sell that kind if 


you handle 


SS ER is aE EE Se 





MONARCH PAINT 


100% PURE -.. 


“The kind that brings ’em back”’ 


Friendship is the greatest asset 
in business—not alone the friend- 
ship for yourself, but the 
deep seated regard 
for your goods. 





Let us tell you how we help 
make a “come-back” of every cus 
tomer. Drop us a postal to-day. 


MARTIN “SENOUR Co, 


tt At 
CHICAGO, MONTREAL "LINCOLN and heures 














The Best Sliding Door E Hi 
Latch on the Market ncourage rim 


Some bright boy in your store is show- 
ing a keener desire to know about the 
goods around him than is usually 
found in youngsters. 


This boy is of the stuff that makes 
real merchandisers. Properly tutored, 
he'll develop into a big, broad-gauged 
Made of best grade malleable iron. man able to lift many of the burdens 
Not affected by sagging or warping. you now carry. 

Closes surely and easily. 








Encourage his continued interest, 
Reversible. add fuel to his ambition and make 
him more valuable generally, by giv- 
ing him a personal subscription to the 
Hardware Age. 


Can be opened from either side of 
door. 


Padlock through holes gives per- 


fect security. In many cases a Hardware Age sub- 
scription has been an important factor 
ALLITH-PROUTY CO. in bringing boys from the ranks. 


DANVILLE, ILL. 
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HELLER’S PIVOT DOOR CABINETS 




















SEND FOR CATALOG No. 24 THE SHELVING WITH BRAINS 
W. C. HELLER & CO., MONTPELIER, OHIO 





















AMO, Be OS Ge " 
et SORE Hh eS ae a 
aoa ° eo rn 
avy te Lee t. Sete ot : a “288 
idhest Efficien Pio) (oo 
~sS ea Py yey x <: ra =," A 
Si ei kao 
ad a Be a 
Even though we sell all “Detroit” Tools on a- “guaranteed good” Raa Bi 
basis, mighty few buyers ever come back for their money. A 
reorder is the rule. If you do not carry “Detroit” products you dor 
are missing an opportunity to make good profits and satisfied ea am 
customers. Get a stock and push them. The number of friends er oa 
. 7 ' - he Apts o ae: 
they make will surprise you. May we send you Catalog “T”? ae fare 
et fs . P28 
To-day? "ie & 
ee | 
D it Twi Drill Cc 
etroit Iwist Dri O. 
t * 
718-730 Fort Street Detroit, Michigan 
414 First Ave., Pittsburgh 9 So. Broad St., Atlanta, Ga. ae. i ay AR Ce.. ae 
6 Market St., Philadelphia 86 Marietta St., Atlanta, Ga. o. nton “7 7 
png St.. New York oe ae St., New Orleans, cago, Ill. 
: 522 
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Stanky Tools. 














Stanley Extension Bit Holder 


The Stanley Extension Bit Holder will be found to 
be a very useful-tool for Electricians and Plumbers, as 
well as Carpenters. 





4 


Used in connection with a Bit Brace it will extend 
the bit, enabling the user to bore through walls, floors, 
etc., where the ordinary bit will not reach. 


The socket in which the bit rests and the shank for 
its entire length are of one piece of steel. 





Note how the shape of the socket conforms to the 
shank of the bit. This form of construction, together 
with the improved lock nut, makes it impossible for 
the bit to work loose while boring. 


Made in six different lengths, namely: 12, 16, 18, 
20, 24 and 30 inches. Any length holder will follow 
up a %-inch bit. 








Let us send you a supply of special circulars 
(envelope size) calling attention to these valuable 
selling points. 











STANLEY Rute & Leve. Co. gees 
New Britram, Conn. U.S.A. sissies 























— 
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How Many Builders 
Do You Know? 


You can yank in some mighty valuable 
good will that’s going to increase the fig- 
ures on your deposit slip at the bank, 
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with a line of 

























































































“National” Builders’ Hardware 
























































The task of supplying new buildings with various hard- 

















ware needs places your builder friend in a responsible posi- 




















tion. He won't experiment with an uncertain line. And 























he won't spread his purchases among several lines. 


























He's going to find the right goods and stick to them for 



































all his jobs large and small. 
































Here’s where you come in with the Line of Quality. 
There is an air of clear-cut individuality, a beauty of com- 


bined simplicity and dignity about National Builders’ Hard- 
























































ware that your customer will recognize in a minute. 

















As we have eliminated jobber handling, you get prompt 
shipments, the right stuff and all the profit that rightly 
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belongs to you. Write for our plan—today. 


































































































National Mfg. Co., Sterling, Ill. 
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GOOD LUCK WINDOWS 


Artistic Displays of Horseshoes and the Tools Used with Them 
By “THE ASSISTANT MANAGER” 
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Horseshoes grouped about a picture of “The Horse Fair” in a most attractive display in San Diego, California 


have good luck. 
Crack a wish-bone and retain the long part, 
and lo! your wish is in the running. 
Revel in the possession of a rabbit’s foot, and 


pre: D a pin and pick it up and all day long you'll 


' Opposition to your desires dwindles like frost around 


a steam hose. 

Some way or other luck seems to light more fre- 
quently on prepared perches. 

Swastika and Billikin had their day, and a hunk 


of garlic on a string around a kid’s neck has for a . 


long time perpetuated health at the price of awful 
smells. 

These omens of success are, however, only local 
or national. The universal Simon Pure luck pro- 
ducer of the ages is a horseshoe.: In America it 
has been the front door ornament of the frontier 
since long before Daniel Boone broke William Tell’s 
shooting records, and it has been regular hardware 
stock since trading post days. 

To say that horseshoes are not lucky would bring 
a storm of protest, if not a stream of unlucky moons 
over my right shoulder, but even horseshoes are not 
lucky enough to build business if they are packed 


41 


away in back cellars with never a chance to bask 
in the concentrated sunshine that radiates from the 
selling force. Human intelligence and push with a 
big “P” must get behind any line of goods if they 
move at a profit. 

Some men sell horseshoes like the devil solicits 
members for the Pearly Gates. They put their stock 
as far from the salesroom as the law will permit, 
and condemn the line thoroughly when some notori- 
ously poor-pay blacksmith gets from them a line of 
credit as long as a hard luck story. 

Horseshoe business began to get a hump on itself 
a few years ago when shoes of the Neverslip variety 
began their horse-sense appeal to the public. These 
goods appealed to the public because a small wrench 
and a little elbow grease accomplished much that 
had required the services of the blacksmith and the 
equipment of his shop. 

Farmers took to the new shoe like women to a 
special sale, and when they learned that Dobbin 
wouldn’t kick them off the place when they “cob- 
bled” him, they came to the conclusion that a little 
home blacksmith shop was in order. This has been 
one of the causes for the increased sale of anvils, 
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The general blacksmithing is given a good boost by the Pacific Hardware and Steel Company 


vises, hammers, tongs, forges, drills, borax and iron 
to his majesty King Hayseed. The fellow with an 
eighty-acre farm has become a customer that beats 
all hollow a retired man with an eight-room house. 
Plow sharpening, buggy repairing, bolt threading 
and home manufacturing of a dozen kinds have fol- 
lowed horseshoeing, but the purchase of all these 
items gets its jump-off from horseshoes. 

Some of the most artistic window trimmers in 
this country have seen in horseshoes something 
more than cold black iron. In San Diego, Cal., one 
trimmer has fitted the famous painting “The Horse 
Fair” to his uses and-in a display for the Pacific 
Hardware & Steel Company has produced an effect 
that takes horseshoes from the commonplace and 
puts them up where they belong, among the great 
items of hardware. 

This display deserves more than passing notice. 


G. W. Luetkemeyer Speaks to 
Cleveland Association 


NE of the most interesting monthly meetings of 

the Cleveland Retail Hardware Association was 
held recently. The speaker of the evening was 
G. W. Luetkemeyer, president of the Luetkemeyer 
Company, Cleveland. He talked on the “Cost of 
Doing Business.” Among the points he brought 
out were these: 

“In making prices on an article carrying different 
sizes or numbers, arrange to have your selling price 
carry a certain percentage of profit over delivered 
cost. It some cases it may be well to make a leader 
on the best selling sizes, reducing regular percent of 








The center panel with its border of horseshoe nails, 
and the arrangement of the shoe panels, is unusual, 
and the effect is wonderful. Shoes, nails and calks 
are all that is used, but the good luck of the subject 
certainly seems to have done the work. 

In another display this same trimmer has given 
the general blacksmithing line a good boost. In 
this window the half circle of horseshoes is sup- 
ported by a wealth of those sturdy materials which 
are always in demand. 

From these two displays we can all catzh an in- 
spiration. No hardware is so common that it can- 
not be artistically displayed. No line is such a 
good natural seller that it will continue to develop 
new business without the help of the sales force. 

If your blacksmithing supplies have not been 
featured this year pour in two fingers of this when 
you mix your New Year’s resolve. 


profit and adding it to the other slower selling 
sizes. On goods bought at discount and sold net, 
it is best to figure net prices on discount basis. 
Leaders and slow selling items should be given con- 
sideration and prices made accordingly.” 

The speaker furnished the members with elab- 
orate tables for figuring out the selling price on 
goods based on various percentages of cost of doing 
business, and various percentages of net profit. 
Following the talk a question box was opened and 
Mr. Luetkemeyer answered a large number of ques- 
tions on the subject which he had discussed. 

The Cleveland association continues to prosper 
and received four new members at this meeting. 
The new officers will be elected at the next monthly 
meeting in January. 
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HARDWARE AGE FOR 1915 


T is not an extremely uncommon sight in the business world to see 
a fellow set the brakes on achievement and skid over the curb to 


oblivion—on a reputation. 


There are several very old manufacturers of hardware who are little 
known in new stores because they labor under the impression that every 
one knows them. These men are skidding over a new hardware store 


that is born in the United States every day. 


Hardware jobbers sometimes get so cocksure 
of their prestige that far away competitors 
often sell big orders in the home town of the 
wholesaler who kids himself along under a 
national distributor’s letter-head. 


You probably know a few hardware retail- 
ers who advertise “In Business Forty Years,” 
while their sales floors are littered with lawn 
mowers in February. 


Old commercial tailors tell us that “Reps” 
are always liable to rips. 


It has been our experience that reputation, 
like old mahogany furniture, needs a new finish 
occasionally. Some folks pack their reputations 
in moth balls to keep them fresh, but live wires 
in hardware have never taken kindly to this 
idea. They know that in this day of competi- 
tion a business won’t last as long as the pro- 
verbial snow ball in Hades if its motive power 
is a much encrusted name made in the years 
gone by. It takes elbow grease to keep a name 
plate shining. 


These things do not apply alone to the manu- 
facturers, jobbers and retailers of hardware. 
They are just as true of a hardware publica- 
tion. 


HARDWARE AGE was founded in the late fif- 
ties to encourage hardware manufacturing in 
the United States. How well it has succeeded 
is evidenced in 100 per cent. of the states in 
the Union. Once the establishment of Ameri- 
can hardware factories was accomplished it 
became the duty of HARDWARE AGE to help sell 
their product. It was the first publication to 
recognize the retailer as the strongest link in 
the present method of distribution, and in a 
thousand ways it has strengthened his buying 
and his selling campaigns. 


On the brink of this new year HARDWARE 
AGE occupies the enviable position of the lead- 
ing hardware publication in the world. It is 
read and used by practically all the best hard- 
ware merchants of the greatest country in the 
world. If HARDWARE AGE sailed into this new 
year under the impetus of “things it has done,” 
it would go a good long ways, but without fresh 
motive power the going would be as rough as 
a dead ax’ wagon on a corduroy road. 


Things Hardware Age Will do in 1915 Is 
More to the Point 


First, last and all the time we want you to 
know and feel that HARDWARE AGE is dedicated 
to the retailer. To the retailer, we as pub- 
lishers have dedicated its reading pages, as 
well as our personal influence, and if other 
interests conflict, then those interests must be 
set aside for the very good reason that as the 
retailer grows in importance and strength so 
will HARDWARE AGE grow. To every intent 
and purpose our interests are mutual—we must 
go forward together as partners helping each 
other in every possible way. 


HARDWARE AGE will work hard for harmony 
in the trade, but harmony only when the retail 
subscribers to this paper are given a square 
deal. 

HARDWARE AGE believes that a retail mer- 
chant should be privileged to buy wherever he 
can purchase goods to the best advantage, and 
will combat vigorously any obstacles that are 
put in his way. 

HARDWARE AGE will continue to maintain 
branch offices in Chicago, Boston, Cleveland, 
Cincinnati, Pittsburgh and San Francisco, and 
from those points market reports will continue 
to give hardware happenings and the trend of 
affairs. Twelve trained men will continue to 
call on the six thousand manufacturers in the 
United States who make goods sold in hardware 
stores. Last year these men illustrated and de- 
scribed in HARDWARE AGE eleven hundred new 
items of hardware, and the well-informed read- 
ers of HARDWARE AGE were first under the wire 
with scores of new goods before the profits were 
cut by competition. In 1915 we will beat last 
year’s splendid record in this department, be- 


‘ cause our follow-up campaign on new goods is 


better systematized, and because manufactur- 
ers are realizing, even more than in the past, 
the power of HARDWARE AGE as a news medium. 


HARDWARE AGE in 1915 will contain over 100 
pages on the problems of the clerk. This will 
appear in the Man Behind the Counter Depart- 
ment. Already 50 pages of this material is 
prepared. It comes from 30 different states. 


In 1915 Washington business news will be 
given a page in every issue of HARDWARE AGE. 
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We will continue to keep a regular representa- 
tive in the Capital City, and he will boil down 
Washington news to give our readers business 
legislation in a nut shell. 


In 1915 we will print a series of articles on 
builders’ hardware. The plan is to teach more 
men how to figure intelligently from blue prints. 
These stories will begin with the most elemen- 
tary details and gradually go up the scale until 
students of HARDWARE AGE will be able to fig- 
ure intelligently on either mansions or sky 
scrapers. 


“The Assistant Manager” will give mer- 
chants at least 60 stories, and in each one will 
get right down to brass tacks on some specific 
item of hardware. This writer, whose articles 
appear exclusively in HARDWARE AGE, persist- 
ently refuses to pull down the blinds on bad 
business practices, yet every one of his stories 
puts home one or more fundamental business 
truths that help our readers to tighten up the 
traces in their stores. 


HARDWARE AGE will give most complete re- 
ports of State and National conventions, and 
will do all in its power to strengthen the Hard- 
ware Association movement. 


The editorials of HARDWARE AGE will be full 
of broad, unbiased thoughts on the bigger 
things that affect the trade and the nation. 


The paper will contain more illustrations of 
window trims, show case displays and business 
building kinks than ever before. The illustra- 
tions will be big enough and clear enough to be 
copied. 


“Next Week’s Window Department” will be 
continued, and already sixty new window sug- 
gestions have been approved and illustrations 
are being prepared to fit the selling stories that 
will go into this department. 


Stories are already assigned to American 
writers best suited to handle the subject on over 
a hundred items about which most hardware 
salesmen are not as fully informed as they 
would like to be. 


The information department of HARDWARE 
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AGE will be open at all times to subscribers. It 
answered over a thousand letters in 1914. 
These questions were mostly from readers 
who wanted the names and addresses of the 
makers of certain hardware. In most cases the 
names of six or eight competitive manufactur- 
ers were supplied. 


Advertising is recognized as a modern neces- 
sity. In HARDWARE AGE the editor of “Pub- 
licity for the Retailer” will criticize or com- 
mend at least two hundred retailers’ advertise- 
ments during the year. This service is at your 
disposal at all times. 


The legal department of HARDWARE AGE will 
at all times be glad to answer legal inquiries re- 
lating to any questions which may arise in your 
business life. 


Things worth knowing about hammers, files, 
axes, planes, auger bits, saws, linoleum, pack- 
ing, wheelbarrows, shovels, pocket knives, dyna- 
mite, chisels, enameled ware, fishing tackle, 
razors and a score of other common items will 
be handled by writers with a broad practical 
knowledge of modern goods and splendid ad- 
vantages for research regarding the origin and 
improvement of these items. 


HARDWARE AGE will be better, bigger, 
broader, stronger and more useful in 1915 than 
in any year of its history because the men in 
the hardware business have made great strides 
in recent years and the demand for a great and 
useful publication devoted. to hardware was 
never so great. 


The past is secure. The editors of HARD- 
WARE AGE realize that the future will be what 
they make it and no effort or expenditure will 
be too great for 1915. 


A trade paper’s value rests in its ability to 
make a dollar or save one for its readers. Every 
issue of HARDWARE AGE in 1915 will contain 
many business building and expense reducing 
stories. Not fiction, but facts gathered first- 
hand from the hardware stores and markets of 
every State in the Union. 

THE EDITORS. 




















HARDWARE AND IMPLEMENT MEN 
MEET IN OKLAHOMA CITY 


Speeches of the President and Traffic Manager—Favorable Report 
Made by the Secretary-Treasurer 


ware and Implement Association was held in 
Oklahoma City, December 8, 9 and 10. 

The president, Frederick Pfaff, in his address 
stated that he thought that the “Buy a Bale of 
Cotton” movement was a mistake. In his absence 
his address was read as follows: 


Gentlemen : 

The past year has presented many difficulties to the 
merchants of the state, and it reflects much to the 
credit of their business intelligence that they have 
been able to properly overcome these difficulties in a 
great measure. 

The spring of the year started off with great prom- 
ise, and everything pointed to peace and prosperity in 
all lines for this great country of ours, and no doubt 
all would have been well had it not been for the ter- 
rible war that is raging over such a great part of the 
world at present. This has acted as a check to the 
business. of the country, and especially in that part 
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Frederick Pfaff, president 


of the country that depends upon cotton as its chief 
crop. 

I think the “Buy a Bale at Ten Cents” was a great 
mistake. It tended to establish a false value on cot- 
ton, and many farmers are holding their cotton for ten 
cents, believing that those behind the movement knew 
that the value of cotton was ten cents, and that it is 
bound to bring that much. In my opinion cotton would 
not have been worth ten cents this year even though 
there had been no war. A factor as great as the war, 
or even greater, for the cotton market at present is 
overproduction. 

This matter of overproduction of cotton has brought 
those of us living in the Cotton Belt face to face with 
a very serious situation for the future. It is plain to 
be seen that if our business is to prosper there will 
have to be a change in the crop raising; there will 
have to be a much smaller acerage of cotton and a 
much larger acreage of foodstuff, and this foodstuff 
should be fed by the farmer if he is to get the best 
value out of it. 


The time has come when the business man and the 
farmer must work together for the best interests of 
all concerned. It is up to the business men to do all 
in their power to get the farmer to use more progres- 
sive methods of farming, and it is up to the farmer to 
adapt himself to these changed conditions. 

I have long been advocating the idea that our coun- 
try will be much more prosperous when our farmers 
produce more dairy products and more poultry. My 
observations during the past few years tend to strength- 
en my ideas on this point. I find that the farmers 
living around my home who are not too important to 
look after the dairy and poultry interests on the farm 
have been making money and have been able to 
keep out of debt. I believe the dairy and poultry lines 
are the most profitable of any on the farm, and that 
the sooner more farmers take to these lines the sooner 
our country will get out of debt. The discussion of these 
matters will not bring results as long as they are 
only discussed in our business men’s meetings. To get 
results we must take the matter up directly with the 
farmers and if they cannot be brought to.take a sen- 
sible view of the matter in any other way they should 
be refused further credit. 

It has been demonstrated that a one crop country 
is not a prosperous country. There is no excuse for 
the various localities of Oklahoma devoting them- 
selves to any one crop. As long as crops are not diver- 
sified we are going to find business dull and accounts 
unpaid. It is in the power of the business interests to 
force a change, and it will be their fault if the change 
is not brought about. 

There are some matters in the way of legislation 
that will be brought before the legislature during its 
coming session, and when the proper time comes every 
member of this association should go after your rep- 
resentatives and senators and see that they vote right. 

I want to again encourage everyone who has not 
already done so to take out some Hardware Mutual Fire 
insurance. My experience with this kind of insurance 
is that it is absolutely safe and only costs about half as 
much as the Old Line insurance. 

I want to commend the untiring efforts of my asso- 
ciate officers in laboring to make the association better 
and stronger. It matters not how hard the officers 
work, the association cannot be brought to its highest 
point of efficiency unless the individual members do a 
little work between conventions. 


An address was made on “Our Freight Audit,” 
by B. W. Bridges, traffic manager, who said: 


Mr. President and Gentlemen: 

The subject of freight is of vital importance to every 
man in business who has to contend with the question of 
transporting any of his wares from or to points remote 
from his location. The amount of freight charges paid 
on any particular consignment of goods up to the legal 
rate is a correct and proper item to be added to the cost 
of your merchandise, but all freight charges in excess 
of the legal rate is an undue burden upon you, and in 
many lines which are handled upon a basis of close 
margins of profit, you are eliminated from much closely 
competitive business before you ever unpack the goods, 
and no doubt wonder why or how Bill or Tom can sell 
the same goods you are offering for less than the price 
you deem requisite to make a profit. No doubt Bill 
or Tom know what the legal rate is, making it their 
business to know, and then pay no more, and in this 
way they secure a decided advantage in competitive 
business and secure the best class of the trade and you 
get the ones, ordinarily, you would prefer not selling. 
If you are not inclined to go into the matter of freights 
to the extent necessary to handle these questions per- 
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sonally, you can at least save part of your ultimate 
losses by having the association check up your bills and 
recover what excess you have paid. 

The amount of overcharge collected on one shipment 
was $53.72, an amount large enough to exert a strong 
and healthy influence. It is simply a question of there 
being two rates provided, and it is but natural for the 
railroad agent to use the highest rate and get all the 
money hecan. The earnings at 8 per cent. of this $53.72 
for the time it was wrongfully held by the railroad 
would be enough to merit consideration. One freight 
charge was collected December 2, 1909, and the refund 
was made November 26, 1912, nearly three years the 
railroad had the use of $24, but they did not pay the 
claimant any interest for that time. 

If you deal in implement castings (most of you do), 
how can you make your customer the right kind of a 
price if you are paying 115% per cent. more than 
the lawful rate on the castings you buy, as was done 
in one case? 

No doubt many of you can recall cases where a $2.50 
come-down in your price would have enabled you to 
sell a farm truck, but you could not make the cut; 
perhaps your cost was based upon freight paid. 

We found examples of how careless and indifferent 
some jobbers are working. In one case the dealer paid 
a rate of $1.91 on 461 pounds, when in reality there 
was only 64 pounds which was subject to that rate, 
and as will be noted, the shipment if properly packed 
would move under five separate rates, four class rates 
and one commodity rate; the money value of this in- 
voice was less than $31, showing over 10 per cent. 
more cost than a like shipment if properly packed. It 
makes no difference how many packages may be in a 
shipment or how small, so long as the package is suffi- 
ciently strong to safely carry the contents to its des- 
tination. 

Such errors as these will be made just as long as 
mere man has to do with the assessing of freight 
charges; they are not all made wilfully; they result 
from a variety of causes. Some tariffs are so compli- 


cated, intricate and contradictory that even the very 


men who are responsible for their being in existence 
are unable in many instances to construe them cor- 
rectly, and as they are intended to be construed, that 
is the general freight agents and traffic managers of 
the various railroads, much less the lesser light, the 
local agent who in most cases has so much to do that 
he does not have the time necessary to consult the 
tariffs to see if the shipment is billed into his station 
at the correct and lowest rate applicable and simply 
lightens his work by billing the shipment to the con- 
signee at the figures supplied him by the W/B, with- 
out making any attempt at revising the rates. 

There is no reason why the carriers should be per- 
mitted to retain any charges above the legal rate; if 
by chance or accident they should deliver a shipment 
to you without collecting sufficient freight charges at 
the time of delivery, it is not long before they are 
calling upon you to pay an undercharge to make up 
the deficiency in the original collections. 

Some of the railroads will plead statute of limita- 
tion when overcharge claims are filed on bills that are 
over two years old, but these same roads do not hesi- 
tate to try to collect any undercharges they find, even 
though they are as much as four years old. Here is 
one undercharge of 12 cents paid by me for the ac- 
count of one of the members of this association, same 
being paid September 4, 1914, on shipment moving 
September 29, 1910, about four years before they col- 
lect the undercharge. The fact is that there is no 
limitation to run as regards overcharges and under- 
charges, they being governed by the Act to Regulate 
Commerce, and this act recognizes no limitations. 

The railroads look well after their interest in the 
matter of collecting undercharges due them. It is 
then up to you to look to your own interest and re- 
cover from them all that they have unlawfully col- 
lected from you. The overcharges that are collected 
every year within the United States amounts to the 
‘enormous sum of $100,000,000, and 2 large percentage 
of this amount collected in vears past has never been 
refunded to the people from which it was collected, and 
to those only who have made them dig ur. 
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There are but few, if any, of you who do not have 
some equity in this vast sum, and the railroads will 
never voluntarily return it to you. If you ever get 
what is yours you-will have to go after it, and the 
sooner you get started the sooner will you get results. 

That the railroads look after their revenue or under- 
charges will be clearly shown by such as this bunch 
of undercharge bills collected. The smallest one is for 
1 cent and the largest $1.65, and only four of them 
that are for amounts in excess of 50 cents, the most 
of them being for amounts of less than 25 cents. If 
it is worth while to them to collect such small amounts 
as this, it is of just as much importance to you to 
collect from them the overcharges which they have 
unlawfully collected from you, especially so when their 
undercharges will show the relation of less than aver- 
age of % of 1 per cent. of the actual overcharges 
which they collect. When the railroad solicitors are 
patting you on the back and urging their good offices 
and intentions and arguing that they realize that small 
overcharges are made and are profound in their re- 
grets that the practice apparently cannot be overcome, 
but that the small overcharges made are more than 
offset by small undercharges which they make no effort 
to collect. Let us see how that will work out. In 
revising 15,392 freight bills on which freight charges 
amounting to $129,994.56 was collected, there was 1277 
on which there was overcharges amounting to $2574.48, 
which shows an average overchange of approxi- 
mately $2.02 on the overcharged shipments. 

Of the 15,392 shipments, 54 were found’ to be under- 
charged, aggregating $9.07, an average of a little less 
than 17 cents per shipment. Which would you prefer 
—the undercharges or the overcharges? I have not 
yet been able to find any system of mathematics by 
which I could offset a debit of $2574.48 with a credit 
of $9.07 and strike a balance. Urge them to collect 
all of their undercharges; that is their lawful duty and 
it is also their lawful duty to refund all overcharges, 
but it is only rare cases where this is done until they 
are forced to do so. They will also tell you that it 
is their desire and that for many years past they 
have been working themselves overtime to so sim- 
plify matters that there will be an end to these small 
claims. 

Now let us see how much fact there is in this. In 
Western Classification, No. 43, effective November 1, 
1907, there was a confusing item that has been the 
cause of more small claims, perhaps, than any other 
commodity which is moved in the same quantity. 
Under informal complaints No. 26,265, November, 1911, 
and No. 26,508, December, 1911, and No. 28,016, March, 
1912, claims were submitted to the Interstate Com- 
merce Commission for a ruling as to the correct rates 
to apply, and all of these claims were paid and it was 
agreed by all the interested carriers and the chairman 
of the classification committee that the claims as filed 
were correct, yet the current issue of Western Classi- 
fication, being No. 52 and effective November 1, 1913, 
still carries the same item unchanged and unaltered; 
as a result, 19 out of every 20 shipments of this article 
are overcharged in the relation that $1.87 bears to 
$1.15. Why don’t they change such things in a period 
of seven years or more? This is only one of many 
similar instances that might be cited, which certainly 
shows their extreme anxiety to simplify the tariffs. 

There are quite a number of the members of this 
association who are in a most peculiar position com- 
pared to their fellow-members. Those of you who are 
located at points along the M., K. & T. Railway Com- 
pany enjoy the peculiar distinction of doing business 
with a railroad whose powers and authority appear to 
be greater than the various courts of the State of 
Oklahoma or even the Supreme Court of the United 
States. None of the courts deny the right of represen- 
tation before them to any person, and they only re- 
quire that such representative be qualified to repre- 
sent such person, but the M., K. & T. Railway Com- 
pany deny you the right of representation and de- 
cline to negotiate with either your agent or attorney, 
or anyone but the actual claimant personally. It 
might be well if those of you who are affected by this 
despotic powerful combine should take the matter up 
with your attorney-general and ascertain if this prac- 
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tice is to be permitted to continue, it being in direct 
contravention to the constitution of Oklahoma, as well 
as the constitution of the United States. If this prac- 
tice is to be permitted to continue, then there is little 
need of filing any claims against the M., K. & T. Rail- 
way Company, owing to your inability to handle them 
personally. No trouble is experienced with any of the 
other lines in this way, and it would be a good lesson 
to the M., K. & T. Railway Company and those con- 
trolling its affairs if a few cases were brought to the 
attention of the federal authorities where there has 
been a violation of the act to regulate commerce in 
that excessive and unlawful charges have been de- 
manded and collected and let the federal authorities 
prosecute them for such violations. 

Disappointment must be expressed at the small num- 
ber of members who have sent in their bills to be 
checked, but it is to be hoped that there will be more 
activity along this line from now on. 

Out of the bills that have been sent in there have 
been claims amounting to about $1400 filed, some of 
which have been declined on account of statute of limi- 
tation. Some have been canceled for the reason that 
I was unable to secure some necessary information 
from the member for whom the claim was filed. 

The total amount collected to date is not as much 
as I had hoped to be able to report, but when you 
take into consideration the age of the bills on which 
some of these claims were made, due allowance must 
be made for the time it will require the carriers to 
delve into their old records to properly check this class 
of claim. 

Save all of your bills of lading and send them in 
with the freight bills. They will in many cases enable 
the freight bill to be translated into an understandable 
language. 

You all have scales in your stores. Weigh all ship- 
ments and record the weight in a book to which you 
can refer at a later date, and say definitely and posi- 
tively that you received so many pounds freight on a 
certain freight bill. This will save you many times 
the cost of securing the data; give it a three months’ 
try-out and stand on your weights thus obtained, and if 
at the end of that time you find that it does not pay 
you can discontinue, but there will be a very few who 
will stop when once they get started. Shortages are 
often located through discrepancy in weights. 


A resumé of the year’s association work was 
presented in the report of W. P. Porch, secretary- 
treasurer. 


Mr. Porch said: 


. * Gentlemen of the Convention: 

While this meeting marks the 
close of an eventful year in the 
business world—a year filled with 
more changed conditions and new 
sensations than have befallen us in 
the past—I find very little of the 
sensational to report in connection 
with our association work, unless it 
be that we have made rather un- 
usual progress against such odds. 

Acting on your instructions at 
the 1913 convention I closed a con- 
tract with one of the most effi- 
cient and reliable traffic men in the West to take 
charge of our freight audit. This department was 
put in operation in June, and while only about 50 mem- 
bers have sent in bills to date we have already returned 
to members almost $100 and have many claims in course 
of collection. This service costs you absolutely nothing, 
and the money recovered from it is simply found, so I 
urge that every member take advantage of it. Mr. 
Bridges will tell you all about this work later in the 
meeting. 

The second addition to the benefits was the admission 
to the state of the Minnesota Mutual, which now be- 
comes a part of our association, paying a license in the 
State, removing the last objectionable point in connec- 
tion with this insurance and placing our company on 
equal legal footing with all others operating in Okla- 
homa, while we can show that there is not another that 
compares to it in financial strength or prompt settle- 
ments. In securing the admission of this company we 
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had to fight the full strength of the old line interests 
and had no show of winning except through the untiring 
efforts of T. J. McComb, who represented us, and the 
square dealing of our insurance commissioner, A. L. 
Welch. I hope that our resolution committee will re- 
member these two gentlemen before the close of the 
convention. | 

The dealers over the state are showing a greater in- 
terest in the association and its work than ever before, 
so that we have come to believe the introduction of “the 
Trenton idea” and organization of local clubs is the 
next proposition that demands attention of the associa- 
tion. This matter will be taken up and thoroughly ex- 
plained by Secretary McCullough, of the manufacturers, 
and A. W. Kavanaugh, our most enthusiastic worker in 
this association. 

I had the pleasure of attending for the first time the 
national convention at Indianapolis and learned a great 
deal which I am endeavoring to work in to advantage in 
this association. 

Our membership is in fine condition, but not increas- 
ing as fast as we like, fifty-six new members having 
been taken in since last convention and only a few 
dropped out from change of business. A personal can- 
vass of quite a few towns was made by the secretary 
with fair results, and I would recommend that this be 
continued to as great an extent as can be arranged by 
your secretary in 1915. 

The exchange department has made good, especially 
during the early months of the year, when quite a vol- 
ume of implements was moved through this medium. 
This service does not amount to much after June 1, as 
the dealers get too iazy to send in lists in hot weather, 
but we hope they will do better next season. 

The grievance committee has had so little to do in the 
past year that it has almost gone out of existence. Only 
two complaints have come in, and one of them had been 
referred to Secretary Hodge of the Western Association 
at the same time, the dealer being a member of both as- 
sociations, so that we let Brother Hodge work that one 
out and furnish us with the records. It was a hard 
case and there was no way to settle it in a satisfactory 
manner as there was not sufficient proof to show just 
how bad a violation it was. The other complaint was 
threshed out here and seemed to be no violation on the 
part of the jobber, although it looked bad on the sur- 
face.. Of course we are glad to have this clear record, 
and it looks good, but I am not convinced that the deal- 
ers kept a close lookout. 


New England Association Gives 
Dinner 


bes New England Iron & Hardware Association 

held a largely attended dinner at Young’s 
Hotel, Boston, December 15. Frederick H. Curtiss, 
chairman of the Boston Federal Reserve Bank, gave 
an interesting and instructive address on the or- 
ganization and workings of the Federal Reserve 
Banks, and one of the members of the association, 
William Q. Wales, read a paper on traveling sales- 
men. 

This will probably be the last monthly meeting 
and dinner of the association before the annual ban- 
quet, the date for which has not yet been selected, 
but it may be expected, as usual, the latter part of 
January or early in February. 


Shades of Audubon 


LADY selecting a hat at a milliner’s asked cau- 
tiously: : 

“Is there anything about these feathers that might 
bring me trouble with the Bird Protection Society?” 

“Oh, no, madam,” said the milliner. 

“But did they not belong to some bird?” persisted 
the lady. 

“Well, madam, returned the milliner, pleasantly, 
“these feathers are the feathers of a howl; and the 
howl, you know, madam, seein’ as ’ow fond he is of 
mice is more of a cat than a bird.”—Exchange. 














TAKING TOLL FROM THE SATURDAY 
SPECIAL 


O the average kid a week bereft of Saturday 
rE would be like a cake without frosting. Sat- 
urday to him is a regular weekly holiday, the 

top layer of his seven days. It’s the day when he 
pulls off that long-delayed scrap with the cross- 
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She will come across with the right answer! 


eyed galoot who called him “Teacher’s pet,” and 
comes forth battle-scarred and bloody to his plunge 
in the old swimming hole. What cares he that his 
left eye is framed in black, and that the buttons 
are missing on his hickory shirt. He knows he’s 
booked for a regular weekly whaling before sun- 
down, and familiarity has bred contempt. Then 
there’s the great championship ball game, between 
the East and West Siders, and our “little Willie” 
is booked for the mound. If he wins his game he’s 
a hero; if he loses it means a scrap every day for 
the next week, so his heart is light as he sails in. 
There’s also a.back alley marble game for keeps, 
a rope-walking exhibition on the family clothes 
line, and a circus in the barn, so, if dad don’t butt 
in and sidetrack him on the wood lot, it’s altogether 
a special day with a big “S.” 

Why, there wouldn’t be a bright spot in a month 


of Sundays if it wasn’t for good old Saturday. 


looming up in the weekly finals, as a safety valve 
for pent-up feelings, and walled-in exuberance. 

To be sure, mother never falls for Saturday in 
the same manner the youngsters do—there’s just a 
little too much doing on the home grounds when 
“the meanest kids in town” call the roll in her 
back yard, but it’s in the calendar to stay, so she 
just oils up the buggy whip and keeps her weather 
eye peeled for trouble till night comes to her rescue. 

And the farmers around the average town—Sat- 
urday means as much to them as it does to the 
cooped-in school kids. Nothing but a circus or the 
county fair has any edge on the last day of the 
week. They begin stringing into town with the 
morning sun, and by 10 o’clock the hitching places 
are all taken, and every able-bodied tiller of the 
soil in a radius of twenty miles is doing the parade 
act on the main street. There are white horses 
and bays,: pintos, calicos, and even the long-eared 
fathers of the forty-two-centimeter kick, repre- 


sented at the halter conference, while old grangers 
with whiskers, young ranchers with fuzz, agricul- 
tural school products with glasses, and hired men 
in overalls congregate on the corners to talk corn 
and hogs, and give statesmen pointers on how to 
run the Government. 

The farm women are all there, too. Wives, 
mothers, daughters and sweethearts, rigged out in 
everything from calico to silk, and they are carry- 
ing their weekly load of butter and hen fruit to 
feed the poor town folks. Busy? Why the old town 
that has snored peacefully for the six preceding 
days, it now wakes up and fairly hums with busi- 
ness. Our country cousin may have blown into 
town primarily for a good time and a shot at our 
noonday menu, but his old spring wagon always 
carries its snack of groceries and a bunch of hard- 
ware as he hits for home about sundown. 

The druggist, the racket store and the dry goods 
man got wise to the farmers’ weekly raid, way 
back in the seventies, and began trotting out a few 
special prices to pull business their way. Then 
the grocer took a tumble, and stuck a 49-cent ticket 
on his 50-cent baking powder, and shaved a few 
pennies off the price of sugar for “One Day Only.” 

Did it pay? Well, two years ago, when I dropped 
back into the old burg where my Saturdays origi- 
nated, I found the old merchants who had played 
the game living on “easy street,” and the younger 
generation still reaching out after the trade with 
the Saturday Special. It seems to have been a 
winner for every line that has tackled it, even to 
the hardware line. Yes, it’s true; even the old 
dyed-in-the-wool dispenser of stove pipe and barb 
wire has finally opened his eyes and pitched his 
hat into the ring. The Yakima Hardware Com- 
pany, of North Yakima, Wash., has put Saturday 
on their weekly map as a day of specials. Every 
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The long delayed scrap with the cross-eyed galoot! 


Thursday their big windows are nicely decorated 
with some standard article, advertised with show 
cards, and in the daily papers, at a reduced price 
for the following Saturday only. Three weeks ago 
a regular $1.50 metal-trimmed casserole sold for 
a dollar. Last week aluminum and steel roasters 
had their turn, and this week they’re swapping sil- 
ver for gold, and the big window is filled with 
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beautiful silver-plated ware at prices that com- 
mand the shopper to stop and take notice. 

Even the bargain-loaded townspeople are form- 
ing the habit of watching for the ads of this enter- 
prising hardware firm, and taking advantage of 
their profit-sharing specials, and the Yakima Hard- 
ware Company don’t seem to be worrying about 
losing money on the deal, either. Just drop in and 
ask genial Mr. Hathaway if he thinks the Satur- 
day Special is likely to bankrupt the concern, and 
take in the wise smile that accompanies his em- 
phatic “Not on your life.” 

Of course, the firm don’t figure on making their 
regular margin of profit on specials; in fact, they 
don’t figure on very much in the way of direct 
profit, yet they always sell at a price that insures 
all overhead expense, and leaves a little for the 
credit side of their ledger. The main idea with 
them is to get the people in the habit of coming to 
their store to trade, and by judicious display of 
their stock, to sell other lines bearing larger 
profits. 

Nothing is put into these sales except high- 
quality goods; articles that are easily recognized 
as of good quality, and cheap at the prices asked. 
They are careful to make the advertised prices on 
the sale day only, and Saturday night the unsold 
goods go back into stock bearing their regular 
price marks. 


The Valley Hardware Company, of this same: 


town, also works occasional specials with equally 
good results. 

If you haven’t tried this little business rejuvenator 
it’s time you set your alarm for next Saturday, 
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All congregate on corners to talk 


and took a first hand observation of what it can 
accomplish. Hard times are made, not born, and 
we are each the architects of our own success. 
Perhaps the Saturday Special is the required key- 
stone of your desired hardware success. There’s 
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no harm in giving it a trial, anyhow. There’s no 
additional expense attached, since a special can be 
made of any line you have in your stock, and will 











The Saturday Special has got the angle worm skinned 


serve its purpose as well as if bought with that 
idea in view. Don’t be a flirt. Make your atten- 
tions plain and serious. The special is a coy little 
miss, but if your attentions are honorable she will 
come across with the right answer. 

The field for this particular line of advertising 
is unlimited. There’s a new tool to specialize on 
this week—some motor accessories next week—fish- 
ing tackle the next—then coffee percolators, copper 
boilers, sporting goods, and so on through the en- 
tire stock. Keep the specials well advertised, and 
close the sale promptly when Saturday night comes. 
Your patrons will soon begin to watch for your 
next move, and every interested customer means 
increased business. You’ll soon find out that people 
won’t walk out with the advertised special only. 
I know, for last week “my cook” and I went in to 
get a dollar roaster at one of these sales, and it 
cost “yours truly” several big iron dollars before 
he made his get-away. I know I’m easy, but there 
are others, and the old motto, “What man has done 
man can do,” still holds good. You may not be able 
to sting me for another roaster with its bunch of 
trimmings, but there’s still good fish in the sea, 
and the Saturday Special has got an angle worm 
skinned to death as bait. 

It’s an open season, and there’s no license re- 
quired. Be a good sport. Get out your assort- 
ment of special tackle; wipe off the dust and get 


Here’s luck to your first cast. 
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TRAMP, TRAMP-STAMP, STAMP | 


As Soldiers March and Slay, New Issues or Overprints | 
Appear, Each Telling an Absorbing Story 





By FRANK L. COES 


EDITOR’S NOTE.—This story, which appeared in 
the December number of Boys’ Life, gives us a peep 
into the boy nature of the big Worcester wrench manu- 
facturer. One of Mr. Coes’ hobbies is stamps and his 
collection is wonderfully interesting. He is a busy 
man, but not too busy to share his stamp treasures with 
the Boy Scouts through their official magazine. We 
are reproducing this story in HARDWARE AGE for the 
sons of our merchant subscribers. 


the Eastern Hemisphere, is brought a little 

closer to us by the two pictures which appear 
at the top of this page. We are lucky 
to be able to print them for you. 

Look sharply at the one in the up- 
per left-hand corner. You will see 
that over the regular stamp has been 
printed the word “Belgien” and the 
value. Do you know what that means? 
It means that Germany is running the 
posts of Belgium as a part of her 
own postal system. 

Of course there’s a big thrilling 
story back of this—two of them in 
fact. First, so the London papers 
tell us, the New World is able to see 
these “conquest” stamps because an 
enormous quantity of them—all an 
adventurous Belgian could carry— 
were taken by him to London after 
many hours of hard riding through battle territory, 
and many hair-raising escapes. Where did the Bel- 
gian get them? The tale is that they were taken 
from some German soldiers who were a little dazed 
from too much celebrating over the capture of the 
great city of Antwerp. 

Interesting, isn’t it, that we should have in our 
office (and be able to reproduce for you in Boys’ 
Life) a stamp of such great current interest? Stop 
and think what it means—for that is the other 
thrilling story. It enables us to see one of the first 
results of a big historical fact which other boys in 
all the years to come will read about in their his- 
tories. The big historical fact, of course, is the 
invasion of Belgium by Germany. It doesn’t seem 
that it could be hard for anyone to forget that it 
took place in the year 1914. But I suppose that 
along about 1988 or 2022 a lot of boys will “muff” 
that date in an exam. And it will seem a long, long 
time back for them. 


These Are Great Times 


i ge War of the Ten Nations, now. raging in 


Great times we’re living in now, boys. Ten 
nations are at war—all of the great nations of the 
world except the United States of America. The 
greatest battles the world ever saw (and you know 
there have been a lot of very great ones) are being 
fought right now in our own lifetime—thousands 
of men, old and young, are being killed or wounded 
every day, and at home millions of relatives and 
friends are weeping; the maps of three, and pos- 
sibly more, continents will have to be changed as a 
result. All this is happening NOW—and (how won- 
derful it is!) this shocking history is coming to 
us every day straight from the scores of battlefields 
in various parts of the world. When 1988 comes 
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you may be telling little boys—perhaps your own 
grandsons: “I remember when Belgium was in- 
vaded at the beginning of the great War of the Ten 
Nations—that was in 1914. I was a boy then, like 
you are now.” 

Look at the stamp again. That will help you to 
fix it in your mind. It is one of the first “official” 
results of that invasion. Conquerors usually “run 
things their own way.” The word “Belgien” on 
this stamp means the Germans are running the 
postal system in Belgium— in the little country 
which other nations, including Germany, had prom- 

ised not to invade. Germany, not only 
Be , runs” the Belgian post now, but it 
will not carry any letters that are not 
written in the German language. 
What do you suppose the Belgians do 
who can’t write in German? 


To Help War’s Victims 


I said above that in these great 
wars thousands are killed and wounded 
every day. Other thousands are 
taken sick. You read about that in 
the November Boys’ Life. 

Can you imagine anything more 
terrible? It’s fine, though, that the 
people who remain at home are 
trying so hard to take care of the 
victims of the war. Whole train- 
loads of wounded and sick soldiers are sent back 
from the battlefields. The regular hospitals are 
filled with them, and churches and schoolhouses 
and other public buildings, as well as thousands 
of homes, are turned into hospitals—and the 
wounded and sick soldiers fill them, too. Then, while 
the men are fighting, or are lying on cots in 
hospitals, their wives and children often are in need 
of food and fuel and clothing—for the man, as a 
rule, is the one in the family who provides these 
things. 

Well, as I said, other people are trying to help 
these helpless victims of war. The governments do 
what they can, too. Of course it takes millions— 
yes, billions—of dollars to carry on the war, so the 
governments of countries at war haven’t much 
money left to help take care of the wounded and 
sick soldiers and their families. But these govern- 
ments have ways of getting money from the people 
for this humanitarian work. One of the most in- 
teresting ways is shown by the stamp in the upper 
right-hand corner of this page. 

The plan is to let people pay something extra for 
their postage stamps—and that something extra 
goes to buy medicine and bandages and pay doctors 
and nurses and help to provide for the families 
whose breadwinners are on the battlefields, or in 
the hospitals, or buried. 

If you will look close, you will see that this is a 
regular French i0 centimes stamp with a Red Cross 
and 5 cents overprint. This stamp, good for only 
10 cents postage, sells for 15 cents. The 5 centimes 
goes to the relief work of the Red Cross. 

You see, this is another stamp change caused by 
the war. Similar changes have been made in Aus- 
tria. There the 5 heller stamps sell for 7 heller, 
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and the 10 heller for 12 heller; the extra 2 heller in 
each case go for orphans of the soldiers. In Bel- 
gium two sets of special charity stamps have been 
issued—they are not good for postage, but the 
money that comes from their sale goes for Red 
Cross work. 


Changes in the Colonies 


The war, you know, is being carried on in many 
of the colonies of the warring nations. Since most 
of these colonies have their own issues, results of 
the war are being recorded there, too. An instance 
is the German Samoan stamps, over which have 
been printed “G.R.I.” in the new value in English 
money—signifying an English victory over the Ger- 
mans there. The same, it is said, has happened in 
Tegoland. 

There will be many more stamp changes as the 
result of the present great war. The boy who has 
new or altered stamps, and who keeps them in the 
proper places in his stamp book, will be able to tell 
the boy who doesn’t a hundred things about this 
war that the other boy never thought of. 


A Tiny Island’s Stamp 


Heligoland is a tiny little speck on the largest 
map, and I suppose most people never noticed it. 
But it is a highly important place, and it may be 
a deciding factor in this war. If it is, it will be 
because some statesmen had foresight and others 
did not. 

Back in 1807 Great Britain came into possession 
of Heligoland, which then had on it only a little 
town with about 1,500 people. About all were 
Frisians (except a small garrison of English sol- 
diers) and they spoke a kind of German. Things 
went along quietly until 1867 when, on April 15, 
these stamps were put into use. Probably because 
most of the natives spoke German while the soldiers 
were English, the values of the stamps were stated 
in the denomination of each country. 


An “Uneven” Trade 


Twenty-three years after these stamps were put 
into use some stateman saw fit to make a trade of 
territory with Germany. (It would be a queer 
thing if we should find out that some German 
started the idea.) Anyway, the trade was made, 
and for this little speck of an island hardly two 
miles long and a mile wide, Germany gave England 
600 miles of African sea coast in Somaliland and 
Zanzibar. Zanzibar alone had 650 square miles, 
and the Somali coast is 600 or more miles long—I 
don’t know how far back it goes. So Germany got 
her little island, which was really washing away 
fast and not much to look at anyhow. 

But the Germans immediately began to change 
things. They walled these sides that were wash- 
ing away, they built forts, a breakwater, a wonder- 
ful lighthouse, and balloon sheds, and from a little 
fishing hamlet the population rose to as many thou- 
sands as there were hundreds, but the increase was 
ali soldiers. 

The little island grew to a naval base, a balloon 
base, a fort as strong as Gibraltar, and nearly as 
important. If you look at your map you will see 
that, in a way, it controls the mouth of the Elbe 
river, and if your map shows water depth, you will 
see that the ships must come up closer to the island 
than the coast line would indicate—that is, the 
ships in following the channel must go closer to the 
island than they would if the water were deeper. 


Funny Things to Eat and Wear 


I saw the little island three years ago—that is, 
as much of the island as a civilian can see, and that 
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is not very much. But I saw the queer natives, the 
Frisians, and such funny things to eat and wear 
you never saw. I think they eat fish in some form 
or other nine meals out of ten. But the guns and 
the mines On and around Heligoland are more im- 
portant than the people now. 

Do you know what other stamps have a double 
value printed on them? There are several, but the 
reasons for a double value are not always the same. 
Stamps of this kind are pretty widely spread, and 
that may mean a long search for them. 


Stamps of the Countries at War 


Do you know all the current stamps of the coun- 
tries that are at war? If you will look over your 
catalogs and your stamps, you will see that with 
the exception of Germany and Russia, all the stamps 
show in one series or another the effect of the 
changes caused by war, by the death of a sovereign 
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Stamps of the warring nations which bear pictures of 
heir rulers 


or the change of a government. France, for ex- 
ample, shows the changes from a Republic 1849, 
to a. Presidency 1852, to an Empire 1853-70, and 
back to Republic 1870. 

Do you suppose any country has as terrible a 
record in dead rulers as Servia, which, in a way, 
is the cause of all the present trouble? Examine 
your Servian stamps as they run back to Michael 
III—they will unfold a lot to you. 

The German series, as you know, dates to 1871 
when William I was crowned as Emperor of the 
German States. There are eighteen of them, I 
think, including the “free states,” and with a won- 
derful mixture of reigning families and postal serv- 
ices. Except for the minute pictures on the marked 
values of the 1900 German stamps, there has been 
no portrait of the German ruler on the stamps. 

If you look again at the two “Belgien” stamps, 
you will recall that there is another series, not so 
very old, that has its reason for existence in war- 
time change of territory. That is the Alsace and 
Lorraine series. These were issued for the terri- 
tory taken from France in 1870 and were supposed 


- to be used only during the war, but they really 


were in circulation much longer. 

Perhaps the Russian stamps show the same idea, 
and only the commemorative issue of 1910 had any 
portrait on them. The whole history of Russia 
from Peter the Great is found in the 1910 issue. 
And the portrait of Nicholas II on the five-ruble 
stamp is a beautiful example of modern engraving. 
Do you know the value of a ruble or of a copeck? 

When the war is finally ended there will be a re- 
made map of Europe, with new stamps probably, 
and perhaps some with double values to commem- 
orate the changed governmental lines. Perhaps one 
or more kingdoms will be dissolved and their stamps 
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will disappear. No one knows, and in the mean- 
time let us learn more of the countries as our 
stamps show them. 

There are so many things about these countries 
that show on stamps that it is impossible for me 
to tell you of all, or even hint at some. However, 
there is one thing you can do at small expense. 
Complete the current sets of the countries fighting 
and learn the names of their rulers and the other 
things that go to make up their present history. 

I am going to ask you one or two questions, 
which you can think over until I write again. Have 
you any idea of what Peter the Great did for 
Russia? What are the pictures on the 1914 three 
and five-franc stamps of Switzerland and the 1913 
commemorative issue of Turkey? There are three 
of these last in three values, of the same plate. 


Coming Hardware Conventions 


ILLINOIS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Chicago, January 12, 13, 14, 15, 1915. L. 
D. Nish, secretary, Elgin. 


MISSOURI RETAIL HARDWARE ASSOCIATION AND 
MISSISSIPPI VALLEY IMPLEMENT AND VEHICLE AS- 
SOCIATION will hold their annual convention in St. 
Louis, January 19, 20, 21, 22, 1915. F. X. Becherer, 
secretary, 5136 North Broadway, St. Louis. 


PACIFIC NORTHWEST RETAIL HARDWARE AND IM- 
PLEMENT ASSOCIATION CONVENTION, Spokane, 
Wash., January 20, 21, 22, 1915. E. E. Lucas, sec- 
retary, Hutton: Building, Spokane, Wash. 


TEXAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Waco, January 26, 27, 28, 1915. Henry Marti, 
secretary, Dallas. 


OREGON RETAIL HARDWARE AND IMPLEMENT 
DEALERS’ ASSOCIATION CONVENTION, Portland, Jan- 
uary 26, 27, 28, 29, 1915. Headquarters, Imperial 
Hotel. H. J. Altnow, secretary, Milwaukee. 


INDIANA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Indianapolis, January 26, 27, 28, 29, 
1915. M. L. Corey, secretary, Argos. 


WISCONSIN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Milwaukee, February 3, 4, 5, 1915. P. J. 
Jacobs, secretary, Stevens Point. 


NEBRASKA RETAIL HARDWARE ASSOCIATION 
VENTION, Omaha, February 9, 10, 11, 12, 
Nathan Roberts, secretary, Lincoln. 


MICHIGAN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Saginaw, February 9, 10, 11, 12, 1915. 
A. J. Scott, secretary, Marine City. 


PENNSYLVANIA AND ATLANTIC SEABOARD HARD- 
WARE ASSOCIATION, Newark, N. J., February 9, 10, 
11, 12, 1915. Headquarters, Washington Hotel. 
Newark. New York City Headquarters, Hotel 
McAlpin. W. P. Lewis, secretary, Huntingdon, Pa. 


TENNESSEE RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Memphis, February 10, 11, 12, 1915. C. 
C. Paris, secretary, Nashville. 


NEW YORK STATE RETAIL HARDWARE ASSOCIATION 
CONVENTION, Syracuse, February 16, 17, 18, 19, 
1915. Headquarters, Yates Hotel. John B. Foley, 
secretary, Kirk Building, Syracuse. 


THE IOWA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Des Moines, February 16, 17, 18, 19, 1915. 
A. R. Sale, secretary, Mason City. 


NORTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Fargo, February 17, 18, 19, 1915. 
C. N. Barnes, Secretary, Grand Forks, N. D. 


OHIO RETAIL HARDWARE ASSOCIATION CONVEN- 
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TION, Cincinnati, February 16, 17, 18, 19, 1915. 
Headquarters, New Gibson Hotel. Jas. B. Carson, 
secretary, Dayton. 


NEW ENGLAND HARDWARE DEALERS’ ASSOCIATION 
CONVENTION, Boston, Mass., February 22, 23, 24, 
1915. Geo. A. Fiel, secretary, 176 Federal street, 
Boston. 


KENTUCKY RETAIL HARDWARE AND STOVE DEAL- 
ERS’ CONVENTION, Lexington, February 23, 24, 25, 
1915. Headquarters, Phoenix Hotel. J. M. Stone, 
secretary, Sturgis. 


MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Paul, February 23, 24, 25, 26, 1915. 
H. O. Roberts, secretary, Metropolitan Life Build- 
ing, Minneapolis. 


SOUTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Mitchell, March 2, 3, 4, 5, 1915. E. C. 
Warren, secretary, Pierre, S. D. 


FLORIDA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Petersburg, May 11, 12, 13, 1915. 
G. E. Noblit, secretary, Tarpon Springs. 


CAROLINAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Isle of Palms, July 138, 14, 15, 16, 1915. 
T. W. Dixon, secretary, Charlotte, N. C. 


Springfield Hardware Man Candi- 
date for Mayor 


BANK E. STACY, of the E. S. Stacy Machine 
Company, Springfield, Mass., is the Republican 
party’s candidate for mayor. 

For many years Mr. Stacy has been-a most prom- 
inent figure in the New England hardware trade. 
He was president of the New England Hardware 
Dealers’ Association for two successive terms. He 
is known to his friends as a man of great natural 
energy, and has been prominently identified with 
every betterment movement. He has been connected 
with the city government of Springfield for ten 
years. 

A dinner was given recently in honor of Mayor- 
elect Stacy at the Copley-Plaza, Boston, by Mr. and 
Mrs. A. J. Osborne, Holyoke; Mr. and Mrs. John B. 
Hunter, Boston; Mr. and Mrs. Henry M. Sanders, 
Boston; Mr. and Mrs. F. Alex. Chandler, Boston; 
Mr. and Mrs. W. H. Sawyer, Providence; Mr. and 
Mrs. J. F. Willett, Boston; Mr. and Mrs. J. P. 
Mackey, Brookline; Mr. and Mrs. Geo. A. Fiel, Wal- 
tham; Mr. and Mrs. D. Fletcher Barber, Boston, and 
Mr. and Mrs. H. J. Smith, Boston. 

The dinner was followed by a box party at the 
Plymouth Theatre, where “Grumpy” was the at- 
traction. 


What He Wanted 


HE Boston man entered the Boston hardware store 
while the clerk was chatting with a drummer from 
the Middle West. 

“What can I do for you?” asked the clerk, as he 
walked over to meet the customer. 

“Sir,” replied the Boston man, “I desire to purchase 
a device in which, by means of a pedal attachment, a 
fulcrumed lever converts a vertical reciprocating mo- 
tion into a circular movement. The device contains a 
huge disc that revolves in a vertical plane, and power 
is applied through the axis of the disc, and work is 
done on the periphery, and steel, by mere impact, may 
be reduced to any desired shape.” 

“Yes, sir,” replied the clerk. “I will send the device 
to your address.” 

“What in Sam Hill did that fellow want?” asked the 
drummer. 

“A grindstone,” replied the clerk.—Cincinnati En- 
quirer. 
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Prepared by Hardware Age 


HE background of the display is the founda- 

T tion of the work and requires frequent 

changing, as the public soon tires of same- 

ness. This is one of the reasons why many win- 

dows are commonplace and fail to reap the reward 
they should. 

Each season requires a special setting to forci- 
bly bring the wares to the attention of the passing 
public and leave the impression of newness. 

Our illustrated design shows a simple and in- 
expensive construction which can be effectively 
placed by a novice if the description is faithfully 
followed. It is an idea that gives variety to the 
background effect. It is well to state that by a 
change of the background we do not mean that the 
entire permanent background of the window should 
be changed and that much expense be entailed, but 
rather that a simple and inexpensive color scheme 
be added in order to renew life and action in the 
showing. 

The Spot-Light Idea 

The accompanying window suggestion is one 

which will forcibly draw an article to the atten- 
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A spot-light show window idea designed to feature a 
single article by display 


tion of the passing public, at the same time it is 
not necessary to show a large amount of material, 
although, of course, a great showing of the mer- 
chandise around the central thought will leave a 
more forcible impression. 

_ The size of the screen on which the spot light is 
placed, must, of course, be governed by local con- 
ditions and the size of your window. The larger 
the spot light the more attention it will attract. 

It may be built in two ways. One is to build this 
screen of ordinary lumber and to cover it with white 
paper, giving the circular center a coat of yellow 
water-color paint and the upper border gray paint. 

The most effective way, however, would be to 
paint the outer border in an opaque color, cutting 
out the center portion and mounting yellow tissue 
paper in its stead, then by placing an electric light 
back of this design you have a very bright spot- 


light effect. 
While this last-mentioned idea will mean more 





Window Trimming Experts 
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Brush headline work with Soennecken pen body work 
and an illustration taken from a HARDWARE AGE ad- 
vertisement of the eee Clock Company, La Salle, 


trouble in the planning and arrangement, the ef- 
fect is well worth the extra effort. 


Showcards 


Our accompanying show cards are an excellent 
combination of brush and pen lettering. The head- 
line work “Planes” and “Ironclad” is made with the 
brush and the remainder of the lettering is made 
with the pen. 

Each card is embellished with illustrations taken 
from the advertising pages of HARDWARE AGE. 

It is the object in reproducing show cards of this 
kind to give you a variety of ideas suitable for your 
particular need. 

It is well to remember that originality and natur- 
alness are the great progress makers in the way of 


(Continued on page 74) 
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‘Bailey Ion.” 
Combination brush and pen lettering with an illustra- 


tion taken from a HARDWARE AGE advertisement o 


the Stanley Rule and — Company, New Britain, 
onn. 
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“THE MAN BEHIND THE COUNTER” 


When your customer talks like that, let them talk 


Diplomacy Plus Salesmanship 
Made a Customer 


re E. H. Cox, Cox Bros., Camden, N. J. 

One of the “fussy” type of women customers 
entered the store the other day. I greeted her with, 
“Good morning; nice day.” 

She opened her purse and brought out a list of 
paints and asked if we had every article on the list, 
saying if we did not she would not buy anything. 

I told her we did. As a matter of fact we did not 
have the 150 pounds of Lewis white lead or 10 
pounds of chrome yellow lemon, but knowing she 
could not carry the lead and that we could get the 
needed articles, I explained that we would be unable 
to deliver before the following day. 

She replied that she wanted it that day but sup- 
posed she would have to wait, as she had been in 
five stores and no one had the chrome yellow. So 
she told me to take the order and to send the best 
grades of everything. I told her that I would go 
one better and send her the best money could buy, 
and asked if she wanted the best, why she did not 
buy Wetherill’s lead, since it had proven to be best 
by test. 

She then admitted that she knew nothing about 
paints and said if I thought Wetherill’s was the best 
to send it. Here she showed that I had her con- 
fidence, and after finding out what she wanted the 
chrome yellow lemon for I saw that she did not 
need that shade, but that chrome yellow, medium, 
would give best results. I explained that this was 
the stronger color of the two and was better adapted 
for the shading she wished. She merely replied 
that she would hold me responsible for sending her 
the very best. 

Then, having all the material she wanted, I told 
her that I was going to give the matter personal 
attention and try to get it delivered after noon, and 
asked if the order should be sent C. O. D. She laid 
$68.79 on the counter. 


Information Regarding Customer Gives Opportunity 
for Additional Sale 


When this woman entered the store she did not 
know me nor did I know her, but you can bet your 
bottom dollar I knew her before she left. She told 
me that she was a widow whe owned twenty houses 
and bought all the material and hired men to do 
the work. She said she was next going to see the 
roofer about putting on a new roof, and added that 
she had more trouble with the roofing men than 
anyone. 
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if it interests your business. I showed her a roll 
of Certainteed roofing, guaranteed for ten years, 
and told her that anybody could apply it. 

Boys, I would be afraid to tell you what this cus- 
tomer spent before going out, but the half-hour she 
spent in our store netted me over twenty dollars’ 
profit. Remember that this happened after five 
men had had a chance and every one had about the 
same goods in stock that we had. 


Made a Regular Patron Who Sent Other Customers 


Since that time she has opened an account with 
us, and two people have come in and said that she 
had sent them with the recommendation that we 
were the most up-to-date and accommodating people 
in the city. 


Gleaning Gold from Dealers’ Papers 


This is applying brains to sales. That is why we 
are opening a $10,000 store on Broadway six months 
after succeeding my father. And if my father was 
writing this letter he would tell you the only knowl- 
edge he ever had of the business was secured from 
hardware papers, that he started with $1000 and 
after fifteen years retired from business with 
$22,000 invested in residential property and with 
the store increased four times its original size. 


Worth Trying 


From “L. W.”: 

The plan of which I am about to write is one I 
have practiced for several years. It is sure to 
bring in small sales, and I find in my experience 
that the small sales count up, and occasionally a 
large sale is pulled over in the same way. 

Shortly after I began working for Mr. C we 
were waiting together on trade one morning and 
when the trade let up and we were alone Mr. C 
said to me: “I have a plan I want you to follow.” 

I will try to illustrate the plan in about the way 
it was explained to me. 

A customer comes in and asks for some poultry 
netting; you get it for him and say,.“‘That’s all?” 
and he replies, “That’s all.’”’ You take the money 
and he goes out. Three times out of five if you 
had asked him if he wanted some staples to put the 
netting on with you would have sold him the staples. 

If you are selling screen cloth, ask the customer 
if he has plenty of tacks. If selling a can of paint 
try to sell a brush also; if glass, try to sell putty 
and zincs. 




















December 24, 1914 


I will not illustrate further, but you will see the 
plan is to follow each sale up in this way where 
possible; perhaps not all sales can be, but it is 
easy to decide the ones that can. 


~% 
Try this plan and you will be surprised at the 
result. 


Forget Your Likes and Dislikes 
in Selling Goods 


ROM C. F. Krom, St. Peters- 

burgh Hardware Co., St. 
Petersburgh, Fla.: While I have 
taken up advertising and win- 
dow trimming work exclusively, 
I have had fifteen years of ex- 
perience in selling goods, and I 
believe that the one best quality 
a salesman can have is to be able 
to lay aside his personal likes 
and dislikes. 


Many sales have been lost by 
too much talk—with the emphasis on “talk’”—ex- 
pressing personal likes and dislikes in regard to an 
article shown a customer. I have made many sales 
of old stock by showing it along with a new and 
favored line. No two persons see alike, and this 
comparison plan is the best way I know of to sell 
odds and ends. Often the customer will choose the 
very thing that you would not have, but it is his 
choice and he is satisfied. 

Numbers of times I have seen a customer point 
out an article on the shelf that he wanted and had 
been looking for and which the salesman had not 
shown because it was not his own choice. 

You may never have to put on a “sale” if you will 
use judgment in your every day selling. Sometimes 
your customer asks for a lower price or a cheaper 
article, and right there opens a way for you to ap- 
proach him on some old stock or odds and ends that 
you can easily make a reduction on and move, at 
the same time satisfying the customer and keeping 
him from going elsewhere. 

It is true that oftentimes the salesman is asked 
his opinion, and at such times, if he be a salesman, 
he can truthfully give an opinion that will cause the 
sale of the more undesirable article. But he 
must lay aside his personal likes and dislikes, not 
talk too much and not run down the article in ques- 
tion. 

Try this in your business and note the sales:that 
will be made with little effort. The undesirable 
stock that you keep pushing back will sell if you 
show it and you will find that there are a lot of peo- 
ple like “the old lady who kissed the cow.” 





What the “Penny” Meant 


T'HE terms 10-penny, etc., as applied to nails, came 

from the number in a pound, pronounced pun. 
Nails of such a size that it took 1,000 of them to weigh 
four, six, eight, or ten pounds were popularly knowns as 
4-pun’, 6-pun’, 8-pun’ and 10-pun’ nails, respectively; 
and in the course of time, 4-pun’ nails, 6-pun’ nails, etc., 
were gradually corrupted to the meaningless 4-penny 
nails, 6-penny nails, etc.—Indianapolis News. 


Keep Down Expenses 


T is, of course, well to keep down expenses, but it is 

not well to forget that expenses are what keep the 

business running. The store with no expenses will be 
the store with no receipts.—E xchange. 


53 


Association Elects Another Hard- 
ware President 


T the annual dinner of the Louisville Merchants 
& Manufacturers’ Association, held recently 
at the Louisville Hotel, Louisville, Ky., Harry E. 
Pfingst was unanimously elected to the presidency, 
succeeding Frank Cassell. Mr. Cassell is sales man- 
ager of the Belknap Hardware Company, and Mr. 
Pfingst, the new president, is secretary of Robinson 
Bros. Company. It is evident that the business 
men of this progressive Kentucky city appreciate 
the business ability of hardware merchants. HARD- 
WARE AGE congratulates the association on its good 
judgment. These gentlemen are both boosters and 
workers from the word “go,” and it is an assured 
thing that the good work started by Mr. Cassell 
will be pushed through and other good things will 
be started by his able successor. 


Advertises Through Egg Sale 


H T. Speck, a hardware merchant of Little Rock, 
¢ Ark., used the interest created in the price 
of eggs by daily papers last winter to advertise his 
store and secure new customers in a novel manner. 


. At the time when housewives were busy placing 
boycotts on eggs in the large cities and all the 
papers were giving space to the subject Mr. Speck 
purchased 15 cases, a total of 450 dozen. 


These were placed in one of the show windows of 
the store, together with a number of fine chickens 
loaned by a local fancier... The back of the window 
was filled with empty egg cases and a large card 
reading “SPECK’S EGG FACTORY” displayed 
prominently. 

Advertisements were placed in two Little Rock 
dailies quoting a price of 22 cents a dozen and limit- 
ing the quantity to two dozen eggs to a purchaser. 
Mr. Speck pocketed a loss of four cents a dozen, as 
he paid the wholesaler 26 cents. 


The response to the advertisement was more 
than gratifying. People who had never visited the 
store before came to purchase eggs at the bargain 
price, and many found other articles before leav- 
ing that they needed. One woman came five miles 
to attend the sale. The largest single sale which 
could be directly attributed to the advertisement 
was $78, paid for two gas ranges, bought for an 
institution, by a lady who had never been in the 
store before. 

Mr. Speck says that he does not believe in cutting 
the life out of staple hardware items in order to 
secure business, and that when cut prices are neces- 
sary to arouse interest he prefers to select some- 
thing foreign to the hardware line, and in which 
he knows the women purchasers are interested. The 
value of such a sale lies, of course, in the selection 
of the time when interest is so aroused as to assure 
a favorable recognition by the consumer. 


F. L. BUNTON, who for the past two and one half 
years has been manager of the Chicago office of the 
Heine Boiler Company, has severed his connections 
with that company to become manager of the Chicago 
office of the Goulds Mfg. Company, 3801-3811 South 
Ashland avenue, Chicago, I[1l., manufacturers of pumps 
and hydraulic machinery. Previous to his connection 
with the Heine Boiler Company Mr. Bunton was for 
eight years manager of the Philadelphia and St. Louis 
offices of the Allis-Chalmers Company. He is a mem- 
ber of the American Society of Mechanical Engineers 
and is well known in the machinery and allied trades. 








Death of Henry S. Squier 


HENRY S. SQUIER, treasurer of Ludlow & 
Squier, Newark, N. J., died at his home in 
East Orange, N. J., Tuesday evening, December 15. 


His death was not a great surprise to his rela- 
tives or close friends, as he had suffered from ill 
health for more than two years. Last year he spent 
in Florida, where his health so improved that he 
came back to business to finish the plans and ar- 
rangement of his firm’s new store which was so 

















The late Henry S. Squier 


completely described in a recent issue of HARDWARE 
AGE. It is a source of gratification to his many 
friends to know that in the new store he saw the 
realization of his life’s ambition, and that he re- 
ceived national recognition and credit before his 
death. 

Henry S. Squier was born forty-five years ago in 
Somerville, N. J. He entered the hardware business 
as an apprentice boy when he was but twelve years 
old. After a thorough apprenticeship he was .em- 
ployed by A. M. Griffen & Co., of Plainfield, N. J., 
and later by the well known firm of Roe & Conover, 
of Newark, N. J., where he remained fourteen years 
as store manager. 

In 1908 with Mathias Ludlow he organized the 
firm of Ludlow & Squier, and their success has been 
marked and deserved. 

Henry S. Squier was probably the most thor- 
oughly posted retail hardware merchant in the 
United States. His mastery of detail was 
marvelous, yet his breadth of vision was not in 
any way impaired. He had the ability to see into 
the future, but his actions were never made with- 
out first preparing, even the most minute details 
for emergencies. 

“Goods have improved, methods have changed 
for the better, new lines have appeared, old ones 
have vanished, but the thoroughness and foresight, 
which were his chief assets in his early career, have 
withstood the wear of years.” This was said of Mr. 
Squier by a close friend but a few days before 
his death. 

Mr. Squier was married twenty-five years ago 
to Miss Anna Bedford. Their home life was ideal. 
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He is survived by Mrs. Squier, his son Arthur, who 
is twenty-four years of age, and his daughter 
Jeanette, who is thirteen years of age. : 


Mr. Squier realized for some time before his 
death that he could not live long, and with that 
Same care and precision which characterized his 
business life he made arrangements that the busi- 
ness he loved so well should be continued after his 
death. 

Funeral services were held at his home Friday 
afternoon. Tokens of respect and affection in the 
numerous floral offerings bore silent testimony of 
the love and esteem in which he was held. Probably 
no funeral services of a retail merchant have ever 
been attended by a greater number of traveling 
salesmen. Their sentiments were very well ex- 
pressed in the following letter: 


December 17th, 1914. 
To Arthur H. Squier, 


Newark, N. J. 
Dear Sir:— 

It was with the greatest regret that the many friends 
of your own and your father heard of his sudden death. 

Few men have the peculiar ability to not only make 
but keep their business friends for so many years, and 
few men indeed are or will be so missed as your father. 

Those who sign this are men who have during the 
past years come to know him and call him friend. 
Many of us first met him when we were young in ex- 
perience, and were glad to profit by his counsel and 
advice. 3 

We realize to what extent the loss will be felt by 
your mother, sister and yourself, and can realize, too, 
that his loss will be felt by his business associates and 
employes, yet we assure you that we who have known 
him so well, and who respected him for his unfailing 
courtesy, loyalty and integrity will also miss him 
greatly. His death has been a shock to us all, and his 
continued absence from his accustomed place will be 
a continual reminder of our great loss. 

It is our hope that the success of your house will be 
continued, and that the work which he has started with 
such skill and soundness will be but the foundation of a 
mighty structure. 

We wish to also at this time assure you of our deep 
interest in the work which will devolve upon you in 
continuing the plan laid out by him to whom strength 
was not given to follow to its end, and to express the 
wish that you will call upon any or all of us if it is 
within our power to assist you in your task, and to also 
assure you of the loyalty of the traveling men and the 
houses they represent. 

With deepest sympathy to yourself and family, and 
associates, we remain, 


Very sincerely yours, 
Salesmen of the Metropolitan 
District of New York. 


Those who knew Harry Squier were privileged 
to know a man whose heart seemed to expand with 
his business. Even at times when his work made 
the greatest demand upon his time he always found 
a second to drop the matter in hand and greet an 
acquaintance. He had that quiet way of looking 
squarely into your eyes, and his smile was as nat- 
ural as it was sincere. He is gone, but the influence 
of his life will be felt during the entire life time of 
those who were privileged to come much in contact 
with him. This brief verse expressed the senti- 
ments of one who knew him well: 


“We loved the way you went life’s way, 
In pleasure or in sorrow. 
Your winning smile was used each day, 
And kept for each to-morrow.” 
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Railroad Rate Increase Will Help Business—Government Ship Bill 
Favorably Reported 


By A. A. CHENAY 


WASHINGTON, December 18, 1914. 


“FNHE Interstate Commerce Commission to-day 
. granted to railroads in official classification 

territory the right to advance their freight 
rates 5 per cent. Except as to a few specified com- 
modities the decision extends practically to all 
freight schedules. Coal, coke and iron ore are held 
at the present rates. 

Official classification territory includes all lines 
north of the Ohio and Potomac Rivers and east of 
the Mississippi River. Roads in centrai freight 
association territory do not receive increases at this 
time, as these were allowed them, as to a large 
number of classes and commodities, in the decision 
of last July. 


Increases in Other Sections Now Likely 


It is considered likely that the commission will 
look with favor upon appeals that are bound to 
come from other sections of the country for permis- 
sion to advance both freight and passenger rates. 
The decision to-day allows, in addition to the in- 
creases in the East, advances in joint rates to south- 
eastern and southwestern territory, also to Missouri 
River basing points. So that. it will doubtless be 
concluded that the commission is inclined to permit 
material raises generally throughout the country. 

The keynote of the report is that the railroads 
need more money. The war is conceded to have 
greatly increased the necessities of the carriers, 
and to have added immensely to the difficulties of 
getting further capital in the shape of investments. 


Commissioners Harlan and Clements Dissent 


While believing that the railroads need more 
revenue, Commissioner Harlan argues that they 
should strengthen their financial position by correct- 
ing the several abuses that have already been 
pointed out in the earlier decision of the commis- 
sion. Mr. Harlan fears that granting the advance 
now “may remove the spur of obvious necessity 


which would have been the most potent factor in 
eliminating the abuses.” 

Commissioner Clements, in his dissenting opin- 
ion, declares the railroads’ need of money is not 
under the law a justification for raising rates. 
While the law requires the rates to be just and rea- 
sonable, and places the burden of proof to show 
they are not such upon the carriers, Mr. Clements 
protests that the roads have made little effort to 
demonstrate this fact. 

Moreover, he protests that the carriers’ need of 
money has been figured with reference to the book 
values of their properties, which have long been 
recognized as untrustworthy. 


European War Factor in Granting Increase 


Justification for the advances is summarized in 
the following statement by the commission: 

“The conflict in Europe will doubtless create an 
unusual demand upon the world’s loan fund of free 
capital, and may be expected to check the flow of 
foreign investment funds to American railroads. 
The rate of interest—the hire of capital—has risen 
during the last decade, and may rise still further. 
We do not doubt that the financial problems of the 
railroads have been made much more acute by rea- 
son of the war, and if we are to set rates that will 
afford reasonable remuneration to these carriers, we 
must give consideration to the increased hire of 
capital, as well as to other increased costs.” 


Will Help to Settle Business 


The decision of the commission, it is confidently 
forecasted, will prove a very large contribution to- 
ward settling business conditions and restoring 
confidence. The business world was strongly in 
favor of granting the advances asked, and will very 
generally applaud the final agreement in this long 
standing controversy. 

More important in some respects than the actual 
decision, is the admission by the commission that 
the added revenue provided by the advances now 
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allowed will not be sufficient for the needs of the 
roads. This admission, it is believed, suggests that 
the commission may be expected to adopt a very 
considerate attitude towards the carriers for some 
considerable time to come. 


Search of American Vessels Irritating 


The question of neutral rights and obligations is 
the big item with which Administration officials are 
now wrestling. The matter is gradually assuming 
larger proportions, and has developed within the 
past few days a number of distinctly new phases. 

It is realized by those legal officers directly con- 
cerned with this rather intricate international pro- 
position that the entire foreign commerce of the 
United States depends in very large measure upon 
the attitude this Government assumes, and insists 
upon, in regard to the problem presented.. 

International law clearly gives exporters of the 
United States the right to ship their goods to any 
neutral country, regardless of whether these goods 
are contraband or non-contraband. Moreover, any 
product or commodity that is not contraband can be 
shipped to England, Germany, Russia or any other 
of the warring nations. 


Washington to Insist Upon Trading Rights 


While there is a tendency upon the part of Wash- 
ington officials to discount the possibility of the 
United States becoming embroiled with England, 
or any other country for that matter, over the ques- 
tion of neutrality, there is a very evident and grow- 
ing impatience being displayed over the restrictions 
that are placed of late upon American commerce by 
the British authorities. 

The right of belligerents to board merchantmen 
and ascertain if they carry contraband, and whence 
they are bound, is conceded, but the manner of do- 
ing this and the frequent delays and losses incident 
to such procedure have finally, it would seem, 
brought the Washington Government to the point 
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of insisting that all belligerent attempts to interfere 
with the shipping rights of American exporters 
must cease. 

Strong diplomatic representations have been 
made in the case of certain specified acts alleged 
to have been in clear conflict with international law 
and usage, and the intimation is that this Govern- 
ment will insist upon a strict observance of the 
rights of neutrals by each and all of the countries 
now in conflict. 


Government Ship Bill Favorably Reported 


The ship purchase bill, favored ‘and urged by 
President Wilson, was favorably reported to the 
Senate during the week. The leaders intend to 
press it to a vote just as soon as the immigration 
measure is disposed of. 

The fate of this proposal is as yet rather uncer- 
tain. While it is expected to pass the Senate, a 
number of qualifying amendments are likely to be 
attached that will make it less acceptable to the 
Administration, and perhaps bring a veto. There 
is strong opposition in the House, and it would 
occasion little surprise if the proposition were 
dropped until the new Congress comes in next year. 


National Foreign Trade Convention 


Unusual interest attaches to the Second National 
Foreign Trade Convention which is scheduled to 
meet at St. Louis in January. Washington officials, 
especially those concerned with questions of com- 
merce, are confident that the meeting this year wi! 
prove to be one of the most important gatherings of 
its kind in recent years. 

Because of the conditions now existing in the 
commercial world, and the peculiar opportunities 
presented to American manufacturers, it is ex- 
pected the St. Louis meeting next month will bring 
forth a vast amount of data and information of 
large value to the future commerce of the United 
States. 





NEAT STOCK DISPLAYS BUILD BUSINESS FOR 
HARDWARE MERCHANT 


HE hardware store of C. F. Schmidt, Marshal- 
town, Iowa, is one of the best arranged and 
most neatly kept in that state and should serve as 
an example for other merchants who are endeavor- 
ing to improve the appearance of their stores. 

The building is 25 feet wide by 180 feet long, 
with a single show window covering the entire 
front, except for that part at one side which is 
taken up by the entrance. 

Just at the entrance, on the left-hand side, is 
a wall case with glass doors. This provides an ex- 
cellent means of showing the lines of nickel ware 
carried. In front of this case ordinary floor show- 
cases are placed in which the same class of goods 
is displayed. These cases occupy a space 20 feet in 
length. 

Adjoining these cases is a small space devoted to 
bathroom fixtures. The regular shelving beyond 
the fixtures is given over to stocks of enamel ware 
and other housefurnishings, and extends back to 
the balcony, which may be seen in one view of the 
store. The balcony is 100 feet from the front. 

An especially attractive arrangement in connec- 
tion with the house furnishing department is the 
use of decked tables in front of the shelving on 


which samples of the enamel ware and other goods 
of the same kind are displayed. 

In the center of the store, beginning about 35 
feet from the front entrance, are tables on which 
additional samples of goods are placed. Follow- 
ing these tables are ordinary platforms on which 
washing machines, etc., are shown. 

The right-hand side of the building, from the 
front to the office, is devoted to carpenters’ tools, 
builders’ hardware and similar goods. Warren 
shelving is used in a large portion of this space. 

The balcony is twelve feet in length and is the 
width of the store. It is used solely for demon- 
strating sewing machines, and as it is beneath a 
skylight it is provided with ample ventilation and 
light. The office is directly underneath the balcony 
and occupies a space of 10 x 12 feet. 

Beginning at the lower end of the balcony and 
extending about 35 feet further toward the back 
of the building is a space devoted entirely to stoves 
and heaters. This part of the store extends beyond 
the main building, so that windows are used on 
both sides for light and ventilation. 

Four sections of platforms are used for show- 
ing ranges and heaters. Two of these sections 
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Section of the C. F. Schmidt store showing hardware 


which are shown in the accompanying picture are 
for the heaters, while ranges cccupy a similar 
space on the other side. In season a part of this 
space is devoted to the display of refrigerators. 
The space beyond the stove room is filled with 
shelving for large goods, and a bolt rack. An ele- 
vator is placed in this part also for the purpose 


of transferring goods to and from the basement, 
where the shipping is done. 

Neatness is a watchword among the saiesmen, 
and all the stocks make an immediate impression 
on the visitor for this reason. 

Plain price cards are used on many items and 
a consistent use of show cards is also to be noted. 


The stove and heater section of the C. F. Schmidt store, with a view of the balcony 
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>] * . - 
Wilder’s Prohibition Talk at 
ITT: ; 
M’Vicker’s 

HE object of my discourse this evening is liquor. 
To offer a man liquor is an insult—and yet min- 
isters declare that we should swallow an insult. Then 
again, prohibitionists call liquor an enemy, while the 


Bible states we should love our enemies, so what are 
you going to do about it? 


The other day I saw a man with a sack over his 
shoulder, calling out “Rags, bottles; rags, bottles!” so 
I says to him: “My good man, why do you always put 
the two ‘words, ‘rags and bottles,’ together?” “Be- 
cause,” says he, “wherever you find bottles, you’ll also 
find rags.” 


And yet cold water enthusiasts haven’t got every- 
thing their own way, either. For instance, I’ve seen 
many a jolly gathering around a cafe table—but who’s 
ever seen one around a pump? 


Last week I woke up one morning with a pain in 
my leg. The doctor said it was water on the knee. 
You have no idea how disappointed I felt. After alli 
the stuff I’ve been drinking these many years, to be 
told I had “water” on the knee! I figured out that 
the very least I should have on my knee was sarsa- 
parilla, or anyhow, ginger ale; but water—bah! 


I’m glad to see that some cities are leading in the 
whisky reform movement. For instance, in Denver 
you can’t get into a saloon on Sunday. They’re too 
crowded. 


I tell you, good people, intoxication is a terrible thing. 
That’s why I say, “If you find that whisky interferes 
with your business, give up your business.” The 
reason I drink whisky is to drown my sorrows. But 
the trouble with my sorrows is that they can swim. 
The first time I ever tasted liquor was ten years ago 
when I had the grippe, and the doctor made me take 
whisky as a cure. And what is the result? I’ve had 
the grippe ever since. 


If you want to convince yourself of the harmful 
effects of whisky, take two glasses, fill one with whisky 
and fill the other with water. Then drop a worm into 
each. The worm will live in the water, but will die 
in the whisky. Therefore I say, if you’ve got any 
worms in your system that you want to keep alive, 
drink plenty of water. 


We all know that whisky is the only thing that will 
cure malaria—but you can’t always get it—I mean the 
malaria. 


In Charleston, S. C., you can get a drink of whisky 
after you’ve been bitten by a snake! They’ve only got 
one snake in town, and sometimes it is booked up six 
months ahead. The last time I was down there I stood 
in line for five hours, and when it finally came my 
turn the snake was too tired to bite any more. 


You can lead a horse to water, but you can’t make 
him drink. That explains why Kentuckians are so 
fond of horses. 


I had a friend from Kentucky who engaged a col- 
ored valet to take care of him. He told the colored 
man to wake him up every time he felt thirsty. “But,” 
said the colored man, “how will I know when you are 
thirsty?” “Why,” said the Kentucky colonel in sur- 


prise, “I shall be thirsty every time you wake me up.” 
This same colonel went into the dining-room of a 
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hotel and said to the waiter: “Bring me a Kentucky 
breakfast.” “And what kind of a breakfast is a Ken- 
tucky breakfast?” asked the waiter. “A big steak, a 
bulldog and a quart of bourbon whisky,” said the 
colonel. “But why do you order a bulldog?” said the 
waiter. “To eat the steak, sah,” said the colonel. 


The colonel got into the hotel late one night and said 
to the clerk at the desk: “Give me the key to room 
37.” “I’m sorry,” said the clerk, “but that room’s taken 
by Colonel Starbottle.” “I know it; I’m Colonel Star- 
bottle. I just fell out of the window.” 


There was a very sad event connected with Colonel 
Starbottle’s life. He once had a wife who was fond of 
cats, so the colonel made her a present of one. One 
night the cat got into his wife’s bedchamber, sucked 
her breath, and next morning his wife was found dead. 
So the colonel started out and got drunk, staggered 
home and went to bed. That night the same cat got 
into the bedchamber again, sucked the colonel’s breath 
—and next morning the cat was found dead. The old 
colonel, too, has passed away; in fact, I was present 
at his funeral, and I’ll never forget the minister’s 
beautiful and touching oration. 


“Shall we compare our brother to the sun? No,” 
says he; “the sun is far away, and he is very near. 


“Shall we compare our brother to the stars? No; the 
stars are many, and he is only one. 


“Shall we compare our brother to the moon? No,” 
says the minister; “the moon is full only once a month, 
but the colonel was full every night.” 


Everything in this world is calculated to arouse a 
thirst for booze. So I’m not surprised that we are a 
drinking nation. When we are born ain’t we “raised 
on the bottle’—and when we die don’t we finish on a 
“bier”? Even a courtroom reminds us of a saloon. 
The first command of the judge when he takes his seat 
on the bench is: “Order in the courtroom.” And for 
fear the man about to be tried doesn’t hear him his 
next words are: “Prisoner, stand before the bar.” 


And just think of the rivers that are polluted by the 
refuse from whisky distilleries being emptied into them. 
I can’t remember the names of the rivers just now, 
but anyhow it’s the ones the “soused” mackerel and 
“skate” fish swim around in. 


It is remarkable how the taste for liquor will grip 
one at times. For instance, my intimate friend, Reilly, 
was a carpenter by trade, and one ‘time while working 
on a new building the scaffolding gave way and he 
fell from the sixth story to the sidewalk. As he 
recovered consciousness the doctor was holding a glass 
of water to his lips. “What happened,” said Reilly, 
“did the building fall?” “No, but you fell six stories,” 
said the doctor; “in fact, you had a very narrow 
escape.” “What’s that yer giving me to drink?” 
“Water,” said the doctor. “Giving me water after fall- 
ing six stories?” said Reilly in disgust. “How far 
would I have to fall to get a drink of whisky?” 


And yet booze isn’t so bad, and here’s how I can 
prove it: Who was our greatest author? Shakes-Beer. 


Who was one of our greatest composers? Meyer- 
Beer. 

When a sailor is shipwrecked doesn’t he pray for 
port—and when we ale wouldn’t we rather have sham- 
pain than real pain? 

Think it over and then join me down at the corner 
for a drink.—Chicago Examiner. 









































-Gustatory Verbiage 


LITERARY affection which is becoming common 
nowadays is illustrated by a sentence from a re- 
cent novel: The loss of the entertainment was nothing 
to the sense of the water’s having risen silently in the 
dark while they tea-ed. If the process of taking tea 
may be expressed by a single verb, why not save work 
by using the name of any food or drink in the same 
handy fashion? It is easy to imagine such possibilities 
in the fiction of the morrow. A _ passage in the 
“b’gosh” story will run like this: When SiLas had 
done the chores and the cattle had hayed, the old 
farmer settled himself comfortably in a kitchen chair 
and began to mince-pie heartily. As he ate he coffee-ed 
noisily from his saucer. The historical novel would 
have an equally good chance: The doughty Baron 
HuGo INTSCHWURM bound his lady’s favor to his sleeve 
the while his charger stood grassing beside him. Then, 
taking the silver flagon from a waiting lackey, he 
Rhenished lustily. Those who like to make verbal jig- 
saw puzzles after the henryjames pattern might write 
thus: Glimpsing VERNON cryptically through half- 
lowered lashes, tentatively scrutinizing his acceptance 
of her veneered rebuff, filling the pause with an un- 
importantly important act, she stretched out her hand 
to the table—and bonbonned. The author of the man- 
about-town yarn would have _ similar _ privileges: 
Young REGINALD VAN ALSTEYNE, in his comfortable 
chair at the club, lighted a fresh ‘cigarette. “What 
shall I do to-night?” he yawned as he methodically 
whisky-and-soda-ed. You see how easy it is. If this 
usage prevails, there’s no reason why every sort of food 
and drink shouldn’t nourish the English language.— 
Colliers. 


Easily Adjusted 


STREET-CAR inspector was watching the work of 

“ the green Irish conductor. 

“Here, Foley, how is this?” he said. “You have ten 
passengers and only nine fares are rung up.” 

“Is thot so?” said Foley. Then turning to the pas- 
sengers he shouted: 

“There’s wan too many av yez on this cyar. 
o’ here, wan av yez!”—E«xchange. 


Located at Last 


TRAVELING salesman returned in a very despond- 
ent mood after being on the road a month. His 
boss, noticing his dejection, said: 
“Levi, vy do you look so bad?” 
Levi replied, “I vish I could die and go to hell!” 
Boss—“Vy you make such an awful vish, Levi?” 
Levi—“‘Because every vere I go, every merchant say 
‘Business has gone to hell.’ ”—Eachange. 


Reached the Limit 


LITTLE boy had been given a white suit and be- 
fore going to the picnic was cautioned strictly to 
keep his new apparel clean. He obeyed with scrupulous 
care until late in the afternoon, when, with a tired 
look of appeal, he asked: 
“Mamma, may I sit on my pants?”—Exchange. 


Git out 


Unanswerable 


Mr. Weatherby: You never kiss me, dear, except 


when you want money. 
Mrs. Weatherby: Good gracious, Clarence, isn’t that 


often enough?—Exchange. 


All There 


F  aapicksive girl traveling in a sleeping car with her 

parents greatly objected to being put in an upper 
berth. She was assured that papa, mamma, and God 
would watch over her. She was settled in the berth at 
last and the passengers were quiet for the night when 
a small voice piped: 

“Mamma!” 

“Yes, dear.” 

“You there?” 

“Yes, I’m here. Now go to sleep.” 

“Papa, you there?” 

“Yes, I’m here. Go to sleep, like a good girl.” 

This continued at intervals for some time, until a 
fellow passenger lost patience and called: 

“We’re all here! Your father and mother, and 
brothers and sisters, and uncles and aunts, and first 
cousins! All here! Now go to sleep!” 

There was a brief pause after this explosion. Then 
the tiny voice piped up again, but very softly. 

“Mamma!” 

“Well?” 

“Was that God?”—Exzchange. 


In Wrong 


SELF-CONSCIOUS and egotistical young clergy- 

man was supplying the pulpit of a country church. 
After the service he asked one of the deacons, a griz- 
zled, plain-spoken man, what he thought of his morn- 
ing effort. 

“Waal,” answered the old man slowly, “I’ll tell ye 
in a kind of parable. I remember Tunk Weatherbee’s 
fust deer hunt, when he was green. He follered the 
deer’s tracks all right, but he follered’ em all day in 
the wrong direction.” 


Keeping Down Expenses 


HE impecunious artist had brought home a bottle 
of medicine for his small daughter. It was un- 
pleasant-looking stuff, and she demurred at taking it. 
“But,” pleaded her father, “poor old dad has spent 
his last dollar for this medicine.” 
Touched, the child took the draft. 
But a little later she sidled up to her father. “Dad,” 
she said, “if—if you think you could afford it, I’d like 
to frow this up.”—Everybody’s. 


Looked the Part 


Sie governor’s wife was telling Bridget about her 
husband. 

“My husband, Bridget,” she said proudly, “is at the 
head of the state militia.” 

“Oi t’ought as much, ma’am,” said Bridget cheer- 
fully; “he’s got th’ foine malicious look!” —Eachange. 


Different 


¢¢—DOP, what’s a monologue?” “A monologue is a 
conversation between husband and wife.” “I 

thought that was a dialogue?” “No, a dialogue is 

where two persons are speaking.”—Houston Post. 


Cat! 


ELENA—If you were me, would you get mar- 
ried?” 
Helen—If I were you, I couldn’t.—Exchange. 
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EDITORIAL COMMENT 


The Advance in Railroad Rates 
FTER many months the Interstate Com- 
merce Commission has granted a sub- 
stantial advance in freight rates to the 
railroads. 


This tardy concession comes at a time when 
it is greatly needed. The railroads of the coun- 
try must have money, not only to retire matur- 
ing bonds and notes, but to secure additional 
capital to keep the railroads in condition to 
handle the transportation of our country. 
Shippers cannot afford to take a chance on 
having their freight transported over run- 
down railroads. To get money, railroads will 
be compelled in the future as in the past to sell 
stocks, bonds or notes to the investing public. 
It will make a great difference to the railroads 
whether their bonds are sold at par or at a dis- 
count. The buying public takes into considera- 
tion in buying bonds the possibility of the in- 
terest being paid promptly and the ability of 
the railroad to have the money ready to pay 
back to the investor on the date of maturity 
the face value of the bonds and notes. For this 
accomplishment profits are necessary. 


It is barely possible, everything considered, 
that the railroads did not get this increase at 
an earlier date becomes a blessing in disguise, 
because of the splendid effect that it has upon 
the market value of their investment after the 
railroads have instituted many economies that 
should have been put into operation a long time 
ago. We must admit that the railroads have 
been badly handicapped on account of con- 
stantly increasing expenses, such as increases 
in wages, increase in taxes, new demands for 
improved equipment, and now the additional 
burdens of full crew laws, and it is barely pos- 
sible that these added costs will necessitate a 
further increase of railway income. 


In granting the additional rates in the face 
of the obstinate opposition of :Mr. Brandeis, 
counsel for the commission, and Clifford 
Thorne, the representative from Iowa, the 
country is to be congratulated. We have 
always doubted the judgment of the commis- 
sion in employing Mr. Brandeis in the face of 


60 


the well-established fact that he was for re- 
form; right or wrong, and in our opinion ter- 
ribly prejudiced against all railroad manage- 
ments. In our opinion, Clifford Thorne is just 
as bad or worse. Read what he said before 


the commission: 


“If you railroad gentlemen are able to put 
that over the American people, I shall con- 
gratulate you for your consummate ability. 
You will have earned your handsome salaries 
for all the rest of your days on this earth. If 
you gentlemen are able to put that over, that 
thing which will make this epoch famous for 
all time, the great miracle of the twentieth 
century will be the transformation of water 
into gold. This will be done by the magic wand 
of the Interstate Commission. No other event 
in all recorded history is comparable to this 
since that wedding feast two thousand years 
ago. The alchemists of the Middle Ages tried 
to turn metal into gold, but they failed. They 
should have tried water.” 


The rejection of that argument by the com- 
mittee proves that the very opposite was true. 
Not only that, but it gives pretty nearly the 
full measure of Mr. Thorne and his value to 


the commission. 


The effect of this decision will be psychologi- 
cal, in that it will give encouragement to almost 
every line of industry; at least it will take 
away from manufacturers everywhere the ex- 
cuse they have been setting up that they 
could not advance in the face of railroad 
opposition. 


Force—the Secret of Success 
ORCE is the hidden current which must 
drive our lives along paths of progress— 
else we fall behind. Without it the fruits 
of initiative are lost and the big prizes which 
may be obtained in the world of business re- 
main beyond our eager grasp. 

Many profitable thoughts, many productive 
plans are never carried beyond the first stages 
of creation because their authors lack force to 
express the views or develop the plans to com- 
pletion. 
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Natural order of things breeds no thorough- 
breds from mustangs nor does primary germi- 
nation of seed assure the ripened grain; forée- 
ful methods must be applied. 


In every phase of life, be it spiritual, physical 
or mental, there must be constant application 
of force if we would achieve more than natural 
inclination would obtain for us. 


Study the lives of great men and you find the 
histories of their successes entwined with a tiny 
wire connected to a whirling dynamo of force, 
from which has flowed a current sufficiently 
strong to enable them to resist the retarding 
magnetism of personal inclination. 


It was not by reason of purely normal desire 
that Lincoln pored over instructive books late 
into nights that followed exhausting days of 
toil. 


whispered, ‘“Sleep—Rest.” 


The lure of the easiest way would have 
He did not follow 
the line of least resistance when at the age of 
seventeen, handicapped by having only one 
year’s schooling, he began his slow march to 
fame. The line of least resistance would have 
poisoned his mind with the thought that fate 
had predestined him to be a nonentity. In- 
stead of these hindering influences, ambition 
and energy were as necessary vehicles with 
the vital current of force driving ever onward. 


And is not the same thing true of every 
life? 
bewail the fortune which has brought him 
failure that it has been lack of force rather 
than lack of fortune that has allowed the rails 
which marked his path of progress to grow 
rusty from disuse? 


Do we not know when we hear a man 


We may be what we will to be, but we will 
not be what we wish unless there is a constant, 
determined effort for development beyond our 
natural growth. And this will bring hardships, 
self-denials, trials. The hours spent in study 
will be less pleasant at the start than the same 
length of time spent in pursuit of pleasures. 
Assimilation of the best thoughts of writers 
who can assist us will be a dull pastime com- 
pared with learning the steps of the modern 
dances or basking in the congeniality of the 
company gathered about a pleasant fireside. 


But it is of the future and not the present 
that we must think. We know that the rankest 
weed will outstrip the oak in growth for a time, 
yet it shrivels pitifully under the first moisture- 
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absorbing heat, while the oak, ever sending its 
probing tap root deeper to secure that which is 
necessary to its growth, becomes the giant of 
the forest. 


The most fertile field will become hard-packed 
and non-productive if but let alone. It must be 
tilled—plowed deep, harrowed—the weeds must 
be destroyed until finally crowded out by the 
growth of the seed which has been planted. 


The brain is but a fertile field given us for 
development. It must be sown with the best 
seed-thought of brainy men, cultivated con- 
stantly, if we are to return to this world even 
the amount we owe for the right of existence. 


Men do not begin to do these things because 
they are easy and pleasant. It takes force; and 
when men say they have no time to read, are 
too tired to stimulate their own thoughts with 
the ideas of others, that the ruts of their busi- 
ness practices have become too deep to now 
blaze a new trail, we may know that they have 
switched the current of force from themselves 
and the evening of life will find them in miser- 
able darkness. 


There are thousands of young men in the 
hardware business to-day who insist that they 
will give no more time and thought to their 
work than routine duties require. They will 
tell us that they are underpaid, or their em- 
ployers are partial and unappreciative, or a 
hundred reasons that the easiest way is ever 
ready to whisper to those who will but listen. 
It is a shame that these men do not realize that 
extra time profitably spent benefits them more 
than their employers. 


We cannot stand still. We must move— 
forward or backward. The men who are con- 
tent to drift along without applied effort form 
the great army of underlings. Those who 
energetically attempt to rise above the common 
level become leaders of men. 


The natural current of human events is set 
against us. Correctly applied force is neces- 
sary to stem that tide and reach the harbor of 
distinctive accomplishment—take things as they 
come and we drift across the bar of youth’s 
opportunities and out upon a sea of business 
failure. And when at last men see the black- 
ened hulk of a business career beached on the 
shore they will mark that it is a wreck—few 
will pause to learn whence it came or why it is 
there. 
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Main aisle of hardware sample room of Hibbard, Spencer, Bartlett & Co., decorated for the entertainment 


Chicago Wholesaler Holds Open House for Retailers 


IBBARD, SPENCER, BARTLETT & CO., Chi- 
cago, recently held “open house” three even- 
ings for retailers and their families. 
A large number of Chicago dealers took advan- 
tage of this invitation to visit the establishment. 
The sample rooms were tastefully decorated and 
used as general assembly rooms where the visitors 
became better acquainted with each other and with 
the officials and salesmen of the company. 
After the inspection of the sample floors had been 
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THE E. I. HoRSMAN COMPANY, for a number of years 
located at 365-367 Broadway, New York City, will 
about January 1, 1915, move its offices and display 
rooms to the Tiffany Building at Union Square and 
Fifteenth street. The company will occupy the store, 
first floor and basement, a total of 35,000 square feet. 
The removal of this company into new quarters will 
not alone celebrate the establishment of a new home, 
but also the firm’s fiftieth anniversary of entrance into 


completed, the guests were shown through other 
sections of the main buildings. 

The cutlery sample room was converted into a 
rest room for the ladies who might tire of sight- 
seeing. In other rooms practical demonstrations of 
various merchandise proved of particular interest. 

O. V. B. knives were given to the visitors as 
souvenirs of the occasion. Light refreshments 
were served each night after the tours of inspection 
had been completed. 


business. In addition to the company’s large increase 
in space for office and display purposes, it will also 
do a considerable amount of manufacturing, and add 
several other lines to the goods it now handles. As 
manufacturers’ agents the Horsman Company is plan- 
ning to show an extensive and complete line of toys. 
The business of the Horsman Company has grown from 
one of small proportion until now it is numbered 
among the largest agencies in the country. 




















AS TO A SALESMAN’S TAKING HIs 


CUSTOMERS WITH HIM TO 
NEW EMPLOYER 


By ELTON J. BUCKLEY 


| HE publisher of a California trade paper 
é sends me a copy of a most important de- 

cision just handed down by the Supreme 
Court of California as to the right of a salesman 
to take with him to a new employer the customers 
obtained while working for the old one. While it 
is the decision of a State court, it would be con- 
sidered as having effect everywhere, because it is 
not on a subject on which States have special laws, 
so that a State court, when deciding it, considers, 
as the California court did, the whole body of the 
law on the subject. 

Every merchant or manufacturer, if he employs 
outside or inside salesmen, is interested in the 
question how far they can go, if they leave him 
and take a position elsewhere, in soliciting for the 
new employer the customers they have been call- 
ing on for him. The question has arisen hundreds 
of times, for a salesman who seeks to change his 
position will strenuously resist any effort to pre- 
vent him from utilizing what is always his chief 
asset, viz., his knowledge of and acquaintanceship 
with customers. 

The publisher who sends me the California de- 
cision expresses the opinion that it changes the 
law, but I am not so sure of that. The weight of 
authority has always been that unless a salesman 
had bound himself by contract to leave his em- 
ployer’s customers alone for a time after severing 
his connection, he could canvass them for a new 
employer the very day after leaving the old one. 
The California publisher writes: “While in this 
case there was a contract between employer and 
employee, the Supreme Court very positively states 
that the existence of the contract was not impor- 
tant, and that the employer was entitled to an in- 
junction as a matter of equity.” 

Let us see whether under this decision the law 
becomes any different than it was before. It cer- 
tainly is very different indeed if every employer, 
whether he holds the salesman’s contract or not, 
can prevent him from going after his customers 
after he leaves. 

In the California case the employer who went 
into court to prevent the theft of his customers 
was a Los Angeles laundryman, the Empire Laun- 
dry Co. The defendant was a solicitor named Ru- 
dolph Lozier. The court’s own description of the 
situation was as follows: 


The plaintiff is a corporation engaged in the laundry 
business in the city of Los Angeles, having a large 
number of regular customers and a valuable and grow- 
ing business. This business to a large extent is con- 
ducted through its agents and drivers of its wagons, 
who canvass from house to house. * * * Each of 
these agents and drivers has a particular route. 
* * * The names and addresses of plaintiff’s cus- 
tomers, together with the day of the week their laun- 
dry is to be called for, are kept in special prepared 
lists by plaintiff and are used for plaintiff’s business 
purposes by its drivers and agents. These lists have 
been compiled and are maintained at the expenditure 
of a large sum of money and they enable the plaintiff 
to keep a check upon its business and to increase and 
extend it where possible. They constitute a trade se- 
cret of great value to plaintiff. 

Lozier, the driver, was employed by the laundry 
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company to cover one of its routes; plaintiff at its 
own expense furnished Lozier a team and wagon; the 
route superintendent accompanied Lozier on his earlier 
trips and introduced him to the company’s customers 
and from time to time thereafter employees of the com- 
pany canvassed the territory and turned customers 
thus secured over to Lozier. About a month after 
Lozier was employed he entered into a signed contract 
with the laundry company in which he agreed to turn 
over to the company the names of all new customers 
secured, together with changes of address, so that upon 
the termination of his employment the laundry com- 
pany should have a complete list of all of its customers. 
The contract further stipulated that after his employ- 
ment should cease or if he contemplated leaving the 
employ of the company, he should not in any manpn- 
ner “attempt to induce any of the customers of the 
Empire steam laundry to withdraw their custom from 
it.” 

On February 12, 1910, Lozier quit the Empire and 
entered the employ of a competitor, and thereafter 
canvassed for laundry work from his old customers 
and along his old route, and he used the knowledge. 
information and lists of customers gained while in the 
employ of the Empire company. As a result he was 
able to carry much of this patronage to his new em- 
ployers. 

The Empire Co. asked for an injunction against 
the salesman, which was granted. The court’s 
opinion was in part as follows: 


The sole proposition advanced upon this appeal is 
that the contract between the parties was void as be- 
ing a contract in restraint of trade. The court finds 
that. the contract was not restraint of trade, but into 
this question it is wholly unnecessary to enter. For 
the judgment of the court does not rest alone upon the 
findings as to the validity of the contract, but declares 
a violation of plaintiff’s rights under circumstances 
cognizable in equity without any express contract what- 
soever upon the subject. 

Equity always protects against the unwarranted dis» 
closure and unconscionable use of trade secrets and 
confidential business communications. So little does 
this equitable jurisdiction depend upon an express con- 
tract that it has been said by high authority that it ex- 
ists in every contract of service in the absence of stip- 
ulation to the contrary. 

Therefore the question of the contract between the 
parties becomes immaterial. 

There can be no question, under the findings here 
presented, but that defendant’s agency was one of 
trust and confidence. His duties were to serve well the 
customers of plaintiff, to increase the business of the 
plaintiff, to solicit new business and keep a complete 
and confidential list of all the customers. This list. 
even though in part prepared by him, was the absolute 
property of plaintiff and was a valuable part of its 
property. * * * 

That equity will always protect against the unwar- 
ranted disclosure of trade secrets and confidential com- 
munications and the like, is, of course, settled beyond 
peradventure. * * * It would seem therefore that 
the only question left in the case is whether the know]l- 
edge acquired by defendant and which he was so using 
comes fairly within the meaning of trade secrets and 
communications. Upon this question neither reason 
ing nor authority can leave one in doubt. 


In my judgment this decision, which cites a num- 
ber of cases in England and in various States of 
the Union, leaves the law in this country practically 
as it was before, and a restatement of it is as fol- 
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lows: Unless a salesman, when taking a position, 
contracts with his employer not to solicit for a 
new employer, customers which he obtains for the 
old one, he is perfectly at liberty to do it from the 
minute he leaves his first position. Such contracts 
are in restraint of trade, and while the law doesn’t 
like them, it will uphold them if they are in 
writing, but will not make for the employer a con- 
tract of that sort where he was not vigilant enough 
to make it for himself. 

The above is a fair statement, I think, of the 
present law in every State of the Union. There are 
if I remember correctly two cases which hold the 
contrary, both of them in New York State, but the 
general weight of authority is decidedly the other 
way. 

The reason I think the California case does not 
change the law is that there were facts in it which 
make it entirely different from most of these cases; 
facts which required the application of an entirely 
different principle of law. 

For instance, the court’s description of the case 
shows that the laundry company had most of its 
customers before the driver went there, and that 
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the number of its customers in his territory was 
constantly being added to by other solicitors whom 
the company sent into the territory. Doubtless 
the defendant Lozier got some customers, too, but 
apparently they weren’t very many, and the most 
of the trade which he tried to take to his new em- 
ployer was trade that the company got itself. Of 
course he couldn’t take away such trade as that, 
and the court followed the settled legal principle 
when it said that a man who through his employ- 
ment, learns the “trade secrets” of his employer, 
cannot peddie those secrets to his employer’s com- 
petitor. 

The proposition presented by most of these trade 
cases is wholly different, for in almost all of them 
a salesman enters somebody’s employ, works up 
new trade of his own, leaves, goes to a new em- 
ployer and tries to take his customers with him. 
In that case he considers that he is taking what is 
absolutely his own, and the courts have almost all 
upheld him and will probably still uphold him. Al- 
ways provided he does not sign a contract in which 
he waives his right. 

(Copyright, March 1913, by Elton J. Buckley.) 





Methods for Selling Hardware to 
Women 
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ERE the question “Why don’t women go to 
hardware stores to trade?” put to W. D. 
Jones, proprietor of the West End Hardware Com- 
pany, Cleveland, Ohio, his reply would be that they 
do, and his reply would truthfully tell in a nut shell 
the results of the successful selling methods carried 
on in his store. 

That fully half of its business comes from women 
and children is the proud boast of the proprietor. 
The store is located in the heart of a very populous 
section inhabited by people of moderate means, who 
are intent on saving pennies wherever possible. Not 
only has this store been able to build up and keep 
an unusually large percentage of its trade among 
women buyers, but it is able to successfully com- 
pete with the large department stores which carry 
hardware. 

Mr. Jones attributes the success of the store, par- 
ticularly in building up women’s trade, to the 
methods of salesmanship and the carrying of goods 
that will meet the demand of all buyers. The store 
does not specialize on any side lines, but carries in 
stock everything that may reasonably be expected to 
be found in a hardware store. It is the policy of 
the management to carry, as far as possible, a 
cheap and a high-grade article in everything in 
stock, departing from the policy of some merchants 
who say, “I will carry only a high quality of goods 
and if the people do not want the best they can 
go somewhere else to trade.” 

The store in this way is able to meet all require- 
ments and the cheap article often helps to sell the 
better one. Often a woman will come into the store 
with a definite idea of what she wants to pay for 
an article, probably from seeing the same article ad- 
vertised by a department store. If the hardware 
store has the same article only in a high grade at 
a higher price, no argument, as a rule, will convince 
her that the one offered by the hardware dealer is 
a much better quality, and she will leave the store 
with the idea that it is a high-priced one and will 
not come back when she wants something else. 
However, if she is shown two articles, one of the 
same quality and as low in price as the one offered 


by the department store, she realizes that she can 
make her purchase as cheap at the hardware store 
as anywhere else, and not only is a sale made, but 
after the comparative value is explained to the cus- 
tomer she will be more likely to take the higher 
priced one. 

In the opinion of the management of this store 
talking quality will usually fail in cases of this 
kind, unless the salesman has the two lines of com- 
petitive goods to show the customer. He can call 
attention to the various ways in which the one 
article excells the other in quality or durability, 
whether it be a stove, washing machine, refriger- 
ator, plated knife, enameled pan, pail of paint or 
almost any other article. More often than not, in 
the experience of this store, this method of sales- 
manship results in the sale of the high-grade rather 
than the cheaper article. Another policy of the 
store is to take back any article that has been 
purchased and refund the money without question. 
In the opinion of Mr. Jones the hardware trade has 
allowed the public to become educated to cheap 
prices, ignoring the important factor of quality. 
The company’s policy is to talk quality and to de- 
scribe goods as they are and not to attribute merit 
to an unworthy article. This plan of having com- 
petitive articles largely increases the stock that it 
is necessary to so carry, but the store finds by long 
experience that this pays. 

Mr. Jones states that a great many purchases 
are made by children, whose mothers have complete 
confidence in the store. To show the extent of the 
women’s trade it is stated that the bulk of the paint 
sales, except large lots for entirely painting a house, 
are made to women. 


Not Guilty 


éé ELL, Bulginback,” severely began Squire Rams- 
bottom, “you are charged with cursing your 
mule in a loud and boisterous manner in the public 
highway, and further abusing the animal by hitting 
him with a brick. What have you to say for yourself?” 
“W’y, sah, yo’ honah, o’ cou’se, I says ‘Not guilty,’ 
uhkase dat’s p’intedly what I is,” replied the citizen of 
Senegambian descent, who lounged in front of the bar 
of justice. “Yassah, I’s too smaht a pusson to ’buse a 
good mule dat-uh-way. I was ’dressin’ dem salubrious 
remahks to muh wife, what was in de waggin and 
dodged when I th’owed de brick at her.”—Judge. 
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Setting the hand trap, left to right: No. 1—Grasp firmly in both hands at arms’ length—elbows slightly bent. 


No. 2—Bring the trap to position shown by a steady pressure of the left hand upward and to the right. 


No. 3— 


A quick movement of the arms brings the trap together, completely set—ready for insertion of the target. 


THE DU PONT HAND TRAP 


HE du Pont hand trap, made by the E. I. 
T du Pont de Nemours Powder Company, Wil- 
mington, Del., is a simple, practical and 
efficient apparatus for throwing all standard makes 
of clay targets. It is strongly constructed, and with 
proper care will give excellent service for an in- 
definite period. The trap weighs 6% pounds, is 
very compactly made of malleable iron, and easily 
fits in a suit case or traveling bag. 
Where and When a Hand Trap May Be Used 
The du Pont hand trap can be used wherever and 
whenever a shotgun can be used. It is very popular 
and in constant use at many trap-shooting clubs, on 
picnics, outings and hunting parties, from motor 
boats and the decks of yachts and steamships, and 
furnishes a never-ending source of pleasure and 
enjoyment to participants and spectators alike. 
Nothing yet devised approaches the hand trap 
for practice for hunting and trap-shooting, as an 
endless variety of flights and angles, as well as 
“twisters,” “skimmers,” “inverted” targets, “‘climb- 
ers” and targets “on edge” can be thrown with it. 
Novice and veteran trap-shooters find it just the 
thing with which to keep in practice, and their 
scores at the trap-shooting club show improvement 
after using it. 


On hunting trips the hand trap will afford the 
best kind of practice for field shooting, and furnish 
all kinds of enjoyment for the party when game is 
scarce. 

On picnics and outings trap-shooting with the 
hand trap will lend variety to the occasion, and even 
the women and children will be glad to have an 
opportunity of joining in the “sport alluring” of 
which, it is more than likely, they have heard much 
but in which they may have had no opportunity of 
participating. Many motor boats, launches and 
yachts are equipped with a hand trap or two, which 
are pressed into service on short notice to help 
entertain the guests. And right here it may be 
stated that shooting from a motor boat on a choppy 
sea at clay targets thrown from a hand trap is one 
of the fastest games that can be imagined. 


Hand traps are used by many trap-shooting clubs 
in staging novelty events and for coaching new 
shooters without interfering with the regular 
scheduled events. Occasionally a shooter will com- 
plain that trap-shooting lacks variety or is too 
mechanical and does not parallel hunting conditions. 
One experience at shooting targets thrown from a 
du Pont hand trap will convince even the best 
shooters that there are some features of the game 
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Closely simulating actual hunting 
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which cannot be considered easy, monotonous or 
lacking in variety. 


Care in the Use of the Trap 


The trap is equipped with a very strong main 
spring which propels the throwing arm with con- 
siderable force. As in the case of a loaded gun, 
care should be taken never to point a “set” or loaded 
trap in the direction of any person, nor pull the 
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At the top the du Pont hand trap; The lower cut 


shows the carrying case 


trigger if there is a possibility that the throwing 
arm will strike a bystander, or even the operator 
himself, as very painful injuries can be inflicted 
with it. 

How to Load the Trap 


There is a knack in learning to “set” the trap 
easily, quickly and safely which can be mastered by 
studying the accompanying illustrations and fol- 
lowing the instructions. Grasp the trap firmly, 
as in Fig. 1. Be sure the left hand holds the throw- 
ing arm at the point shown and does not grasp the 
carrier. Bring the trap to the position shown in 
Fig. 2. Then when the tension of the main spring 
exerts considerable pressure quickly “snap” the trap 
into the position shown in Fig. 3, when the trigger 
will catch and hold it. Proceeding from Fig. 2 to 
Fig. 3 is where the “knack” comes in, and quickness 
is of far more importance than strength in setting 
the trap in the manner described. 

The main spring is much more easily overcome 
by a quick, snappy movement than by a slow one, 
and also that in the former very little strength is 
required, while in the latter considerable force must 

















Using the hand trap from a small motor boat 
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be exerted to overcome the pressure exerted by the 
main spring. The trigger and trigger catch are 
both beveled, so that in setting the trap it is not 
necessary to pull the trigger, but when the trap is 
closed with a quick movement the trigger catch on 
the throwing arm readily slides over and behind 
the trigger. 
Adjusting the Trap 

There are but two springs on the hand trap, 
namely, the main spring and the carrier spring. To 
increase the tension of the main spring the adjust- 
ment screw behind it should be tightened, which 
will increase the speed and distance of the targets 
thrown from the trap. The main spring should be 
loosened when the trap is not in use. The purpose 
of the carrier spring is to hold the fingers of the 
carrier in just the proper relative positions, so that 
the targets will leave the trap properly and rotate 
in their flight. Once properly adjusted the carrier 
spring should not be tampered with. Neither the 
main nor carrier springs require oiling. 

The hand trap will throw targets at distances 
ranging from 40 to 80 yards. To throw targets 
either to the right or left point the trap in the 
direction you want the targets to go. By twisting 
the trap slightly to the right when throwing right- 
angle targets a curve or “English” will result, which 
makes them much harder to hit. The same effect 
can be produced on left-angle targets by twisting 
the trap to the left. To throw targets straight up, 
elevate the front of the trap. To throw them on edge 
tip the trap away from the body until the top of the 
target in the carrier faces directly away from the 
body. To throw skimmers or “jack-rabbits’” which 
will sail along close to the ground for 40 or 50 yards, 
lower the front of the trap. To throw inverted or 
“upside down” targets, turn the trap completely 
over before pulling the trigger, which can be done 
from this position easier with the thumb than with 
the index finger. It is possible to throw a variety 
of targets with the hand trap which will puzzle even 
the most expert shooters. 


New Panama Pacific Line 
Announced 


HE trade of the United States Pacific Coast will 
welcome the announcement of increased service 
from the Atlantic ports, recently announced by the 
International Mercantile Marine Company. The 
American steamers Kroonland and Finland will start 
the new service, which will operate between New 
York and San Francisco, including San Diego and 
Los Angeles. 

The service will be inaugurated by the Steamer 
Kroonland, sailing from New York May 1, making, 
it is expected, the voyage in sixteen days, arriving 
at San Francisco on May 17. The Finland will fol- 
low the Kroonland, leaving New York on May 22, 
and arriving at San Francisco, June 7. 

At present the schedule is based on eleven sailings 
from New York, during the period from May 1 to 
the end of November. The entry of the Panama- 
Pacific lines into the coast-to-coast trade will, it is 
expected, mark the beginning of a passenger serv- 
ice through the Panama Canal on a large scale. The 
American-Hawaiian Steamship Line and the Luck- 
enbach Steamship Line are now operating several 
passenger carrying steamers through the Panama 
Canal. 

Both the Finland and the Kroonland are under the 
American flag, and were built in the United States. 
They are of 22,000 tons displacement, 583 feet long 
and 60 feet beam. 
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Breaking the News to the Little Rich Boy. 
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—New York Globe. 


—New York Tribune. 











PUBLICITY FOR THE RETAILER 


Suggestive Holiday Ad—Four Other Ads of More Than Ordinary Merit 


Utilizing Space Without Crowding Material 


No. 1 (3 cols. x 11 in.)—During the past few 
months, we have shown in this department quite a 
number of ads produced by the Weaver Hardware 
Company of Rochester, N. Y. Sometimes, however, 
He Gives Twice Who Gives Something Useful 


Percolating Urn, $3.98 
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: . Keeps good time. 
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A Carborundum Knife Sharpener, in a Christmas Package, at 50c, makes a Practical Gif. 
SMOKING SETS Store Open 
‘mes | Weaver-Hardware Co.) =e." 
88c eR aeRO oe Vea aeRO RENNER me until 9:30. 


31 Min Street East 


No. 1—The attractive many-article ad is not difficult 
to prepare 


read from the window. 























things that are most obvious and that come under 
our eye most often are the things that escape us. 
In showing another Weaver ad on this page, we 
again call to your attention the fact that the Weaver 
company is a past master at the art of filling space 
to the utmost and at the same time sidestepping a 
crcwded arrangement. We consider this a typo- 
grzphical skill that is most valuable to the hard- 
ware dealer located in medium-sized cities like 
Rochester, for the reason that newspaper rates are 
comparatively high and the dealer cannot spread 
himself as his fellow-dealer in the smaller town 
does. In Metropolitan cities where newspaper cir- 
culations and rates reach their maximum, the larger 
stores employ a typographical man who devotes 
practically his entire attention to getting the big- 
gest story in his allotted space without destroying 
the attractiveness and readability of the ad. Think 
over what this means: in a given period by utiliz- 
ing the Weaver arrangement every so often, you 
are turning over your stock in your advertising 
just as you turn it over in your sales department. 
In other words, with the same advertising appro- 
priation, you are bringing to the attention of the 
public practically every article in your store at 
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least once and very likely many times. This, of 
course, takes into consideration that certain articles 
of hardware must be featured continuously. The 
effect of this is to broaden the appeal of your ad- 
vertising, create trade on certain languishing stock, 
acquaint people with the really wonderful assort- 
ment of goods in the modern hardware store and 
help materially in maintaining your stock fresh and 
up-to-the-minute. We have seen several hardware 
stores in fair-sized cities grow wonderfully by 
adopting this plan of publicity. There is sound 
basis for advertising in this manner: the modern 
hardware store is in reality a small department 
store. Logically, it should adopt the advertising 
plans that have made the large department stores 
what they are to-day. This does not mean that an 
ad should never be run featuring only one or two 
articles but that more ads featuring many articles 
should be scheduled. The big department store runs 
many single article ads but it is careful to see that 
during the year the complete story of the store is 
told and retold many times. A glance at this Weav- 
er ad will show you that the attractive many- 
article ad is not difficult to prepare and if you have 
followed the Weaver ads and other similar types of 
ads which have been shown here from time to time 
and which will be continued in future issues, it will 
not be necessary for you to spend any great amount 
of time in getting these ads to the paper. Your 
important job is to select your material in rotation 
so that news about every article you sell is given 
to the public. We have reproduced this Weaver ad 


Alarm Clocks. 


e Too often Alarm Clocks, 
a while serving the alarm 
function fairly well, are 
iy almost complete failures 
\Ljas timekeepers. Not so jj 
with the ones we show. 
They combine accurate timekeeping 
with such forceful, compelling “wake- 






I] up-ness’ as cannot be overlooked. 
They are made with good, strong, long wearing move- 
ments thar seldom get out of order. _—In several very handsome 


designs, all attractively finished, and every one acutally worth 
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No. 2—Tells you what you have really suspected of 
alarm clocks 














December 24, 1914 


. 6h 
| CUTLER Yy”. 
i] Is a word that covers most everything that cuts ex- } 
1 cept “jealously and sarcasm” 
and White & Parker Hdw. Co. 
don’t keep that kind in stock. 
But of the kinds of “Cute | 
| Ve lery” that are made .of the | 
i Refined Steel into kitchen | 
knives, table knives, 
carving knives, bread 
knives, pocket knives and 
| all kinds of knives, we have a great 
variety ranging in price from 10¢ to $2.00, But our “Cul- 
lery” that cuts is not all knives. We have scissors, all sizes 
and for any purpose, and razors, lots of them. Cheap |} 
Razors for | 
$1.00 -that will 
shave. But if you 
want a nice clea, 
easy shave, smooth 
as velvet get a | 
Keen Kutter, $3.00 and $4.00, | 














Come In And See Them. 
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No. 3—A good outline of the cutlery stock 


mainly to illustrate our argument and while this 
ad will reach you too late for holiday use, we sug- 
gest that you duplicate the style for an after- 
Christmas sale, using as a heading something on 
this order, ““Left-overs from Xmas at Money-Saving 
Prices.” People are on the watch for post-season 
sales and you can’t run the ad any too soon after 
Christmas. 
Pointing Out Alarm Clock Weakness 


No. 2 (2 cols. x 7 in.)—This is one of the best 
alarm clock ads that we have seen in a long time. 
It comes right out and tells you what you have 
really suspected of alarm clocks ever since you made 
the acquaintance of one. Not long since, alarm 
clocks were the butt for family jokes. No one ever 
questioned their raucous ring or their ability to 
blow off at the wrong time, but when one wanted 
the correct time one looked at the alarm clock and 
then fished in one’s vest for the Ingersoll or the 
twenty-year gold case investment. No one ever did 
trust an alarm clock. But things have changed. 
Alarm clocks of to-day proudly brush elbows with 
the aristocratic parlor clock and ofttimes go it one 
better at that when it comes to time-keeping. But 
many people still live who don’t know that the alarm 
clock has emerged into the light and it takes an ad 
like this to convince them. Any one reading this 
ad will see that the hardware dealer has known 
about alarm clocks right along but now has some- 
thing genuine to offer. Sent us by White & Parker 
Hardware Co., Murdo, S. D. 


Good Talk on Cutlery 


No. 3 (2 cols. x 7 in.)—This is another ad re- 
ceived from the White & Parker Company. The 
layout is good and the cuts are well placed but we 
would have given less prominence to the wording, 
“Come in and see them,” and utilized the space 
gained to spacing out the text, which needs a little 
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more spacing because of the display type used to 
emphasize the points made and the articles them- 
selves. The text of the ad reads very well indeed, 
and is a good general outline of the cutlery stock 
carried by the firm. We think the firm signature 
would be stronger if the border around it were 
left out. It is so well balanced and squared up 
that the border is unnecessary and serves only to 
confuse. 


Might Have Described More Toys 


No. 4 (4cols.x 13 in.). This ad is interesting in 
make-up and will get attention, but we don’t think 
it. goes into the subject as thoroughly as it might. 


g Toys That Instruct | 


and and_ Entertain 














} The American model Builder. 


Sruktiron and Ives Trains; 
} electrical or mechanical. 


The greatest Toysever made. 
| Teddy Wagons, the strongest 
and most attractive wagon 
you ever saw. 

Develop your talents with 
these toys while you play: 








me es ta ey 


~ 
ve 





We Invite 


Parents and Children to call 
and let us show the attractive 
features. ‘ Prices the lowest. 


MAGGINITI?’ S 


_ Hardware Store 


No. 4—The ready-made ad to the right is interesting 
reading 
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There should have been an opening talk enlarging 
upon the thought conveyed by the heading and more 
toys should have been illustrated and described. 
The ready-made ad to the right is interesting read- 
ing. A few other ads along the same lines would 
have contributed greatly to the general effectiveness 
of the ad. Sent us by mona s Hardware Store, 
Braddock, Pa. 


Short Paid Postage to New Zealand 


§ tare United States Consul General, J. I. Brittain, 

Auckland, New Zealand, says: “The subject of 
short-paid postage on foreign mail matter is of espe- 
cial interest here, where so many letters arrive from 
the United States with insufficient postage. Pos- 
sibly the difficulty arises more-from a general mis- 
understanding than from neglect on the part of the 
American letter writer. 

“Postage from the United States to New Zealand 
is 5 cents an ounce, while on letters from New Zea- 
land to the United States it is 1 or 2 cents an ounce. 
When penalty postage is collected here, it is never 
less than 6 cents on a letter bearing an American 
2-cent stamp, hence such letters are frequently re- 
fused.” 











Trade Conditions and Iron, Steel and Hardware Prices 





The partial decision in favor of increase 
in some of the railroads by an advance in 
tariff rates must exert a powerful influence 
in stimulating trade. Taken as a whole, 
the buying for railroad account is not ap- 
proached by any other purchasing interest. 


Foreign inquiry for iron and steel ma- 





MARKET SUMMARY FOR THE BUSY READER 


terial continues fairly heavy, notably for 
barb wire. In domestic business heavy 
inquiries are out from large consumers. 


Hardware houses, both jobbers and re- 
tailers, report that trade in the past two 
weeks has picked up materially, especially 
in lines devoted to holiday goods. 
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Office of HARDWARE AGE, 
Pittsburgh, Pa., December 21, 1914. 


S yet there has not been the responsive buying in 

plates, shapes and bars at the 1.10c. price for de- 
livery in first quarter of 1915 that was expected when 
these prices were fixed by the large steel mills, and 
when they agreed to accept business at these figures 
for first quarter. One thing that is probably holding 
back large consumers from placing orders for first quar- 
ter of next year is the strong probability of general 
wage reductions at blast furnaces, steel works and 
smaller manufacturing plants to come about January 1. 
It will be recalled that late in September the Carnegie 
Steel Company, the largest identified interest of the 
United States Steel Corporation, posted notices at all 
its plants in the Pittsburgh, Youngstown, New Castle 
and other districts that it desired to terminate on De- 
cember 31, 1914, the wage scales now in force. The 
posting of this notice does not necessarily mean a re- 
duction in wages, but under the terms of the agreement 
between the Carnegie Steel Company and its men no 
wage reductions can be made on January 1 unless 90 
days’ notice had been given by either the company or 
its men of a desire to terminate present wage agree- 
ments. However, in the last few days information has 
leaked out to the effect that all the presidents of the al- 
lied interests of the Steel Corporation have been meet- 
ing with Judge Gary at his home in New York City, and 
the subject of wage reductions to be made at the first of 
the year is the main matter that is being considered. 
One report is that the Steel Corporation is going to re- 
duce common labor to the basis of $1.50 per day, and 
that tonnage men in steel works, sheet and tin plate 
mills and other manufacturing plants will be reduced 
from 25 to 40 per cent. These reports have not been 
officially verified and may not be true. At the same 
time it is the general belief that, effective January 1, 
the Steel Corporation will order the presidents of its 
identified interests to make reductions in wages as are 
warranted by the existing depression in the steel trade. 
It has been five or six years since any reduction has 
been made by the Steel Corporation in its manufactur- 
ing plants, but during that time at least two advances 
in wages have been made, and labor to-day employed in 
the pig iron and steel business is on a higher basis than 
ever before. In the natural course of events this could 
not last, as the business depression, which has affected 
all manufacturing lines, has brought. prices down to a 
point where profits have practically disappeared, and it 
is a fact, too, that thousands of tons of finished material 
have sold at prices that were absolutely at cost or 
slightly lower. There is no doubt but that if the Steel 
Corporation orders a reduction in wages at its manufac- 
turing plants other pig iron and steel manufacturers 
will quickly follow suit. They are simply waiting for 
the Steel Corporation to take the lead in this very im- 
portant matter, and if the Steel Corporation reduces 
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wages it will make it comparatively easy for the other 
steel concerns to do the same. The outcome of the 
conference which is being held in Judge Gary’s home is 
awaited with much interest, but the impression is very 
strong that labor next year will be on a lower wage 
rate than this year. 

As yet there has been no betterment in prices of 
heavy material, steel bars, plates and structural shapes 
still being available at 1.05c. for prompt delivery, but 
when it comes to deliveries through first quarter of 
1915 the mills will not shade 1.10c. except in very spe- 
cial cases to favored customers and for desirable orders. 
Some large contracts for steel bars have been closed 
for delivery in the first three months of 1915 at 1.10c., 
Pittsburgh. Prices on sheets and tin plate continue 
weak, No. 28 Bessemer black sheets selling at 1.80c. 
and No. 28 galvanized 2.75c. Since the official price of 
$3.20 on tin plate was given out by the American Sheet 
& Tin Plate Company and adopted at once by all the 
other tin plate interests there has been a very heavy 
business in tin plate closed for delivery in first half and 
through all of 1915, but in very few cases was the $3.20 
price obtained. Large consumers closed their contracts 
for tin plate at $3.10 to $3.15, and in a few cases of the 
very largest consumers, such as the American Can 
Company, the $3.10 price was shaded. The outlook is 
that the consumption of tin plate in 1915 will be the 
heaviest ever known in any one year, but should prices 
of pig tin run high during the year the profits derived 
by the tin plate manufacturers will be relatively small. 

Foreign inquiry for iron and steel materials continues 
fairly heavy, notably for barb wire. One inquiry came 
out late last week for 12,000 tons of barb wire for ship- 
ment to the war zone, probably England, and very quick 
delivery is wanted. For some time there has been a 
fairly heavy demand for wire rods, and the mills are 
pretty well fixed with orders for delivery over the next 
three or four months. An order was placed in this coun- 
try last week for 10,000 tons of steel sleepers to go to 
Greece, and another order for 35,000 steel barrels has 
been placed for foreign delivery. Within a short time 
it is believed Russia will place large orders in this coun- 
try for steel cars. In domestic business some pretty 
heavy inquiries are out from large consumers. The 
Standard Oil Company is buying its 1915 requirements 
in plates and rivets and in nuts and bolts, and a good 
deal of this business is coming to Pittsburgh mills. The 
plate order of the Standard Oil Company will amount to 
20,000 tons, and nearly all of it will come here. The 
general demand for heavy materials, such as plates, 
shapes and bars, is only fair, and structural fabricating 
shops throughout the country report that in November 
only 20 per cent. of the capacity of the country was un- 
der contract. The Pere Marquette is in the market for 
5500 tons of 90-Ib. rails, and at Christiania, Norway, on 
December 18, an award was to have been made for 25,- 
000 tons of rails, but at this writing it is not known 
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whether the business was placed in the United States or 
not. 

The pig iron market has quieted down a good deal 
after the recent active buying, but this was expected. 
Pittsburgh consumers of basic and foundry iron ~are 
now pretty well covered over first quarter and into sec- 
ond half of 1915, and they were fortunate in being able 
to buy at very low figures. Prices on pig iron are low, 
in some cases furnaces having sold at cost, and the out- 
look for a higher market in the near future is not en- 
couraging. 

In the lighter lines, such as nuts and bolts, rivets 
and other materials, a large amount of business has 
been closed on contracts for delivery in first quarter 
and first half of 1915, but, as a rule, at low prices. 
Order books of all manufacturing companies are very 
lean, and they are all very anxious for business for first 
quarter and are willing to make low prices to get it. 

Some heavy orders for blast furnace coke have been 
placed for first half of 1915 delivery, these being esti- 
mated at as high as 100,000 tons per month. The 
Youngstown Sheet & Tube Company, which has four 
large blast furnaces at Youngstown, Ohio, has closed for 
about 60,000 tons of coke per month for 1915 delivery, 
this amount being required should the company operate 
all its four blast furnaces. However, at present it is 
operating only two, and its actual coke requirements 
are about 30,000 tons per month. This large contract 
is reported to have gone at $1.75 per net ton at Con- 
nellsville oven. 

Local hardware houses, both jobbers and retailers, 
report that trade in the past two weeks has picked up 
materially, especially in lines devoted to holiday trade. 
However, a noticeable feature of the holiday trade this 
year is that buyers are buying cheaper articles than at 
this time last year. This is explained by the fact that 
the mills and factories have been running short time 
for months, and there is a shortage of money among 
buyers, and they are limiting their purchases to their 
actual cash resources, and are buying cheaper priced 
goods. With the probability of heavy wage reductions 
on January 1, buying power of mechanics and laborers 
will be still further lessened, so that the retail mercan- 
tile trades will probably suffer more or less as a con- 
sequence. 

There is no further complaint about conditions in the 
money market, money being plentiful at low rates of 
interest. The Pittsburgh Stock Exchange is now trad- 
ing on all classes of securities, but has a limit of prices 
on the higher grade stocks. Collections are reported 
good, especially from the country districts, the country 
stores now reaping the benefit of the good prices that 
farmers obtained for their crops this year and for 
which they have been paid. The outlook for the first 
half of next year is fair, but it is believed prices will 
rule low. 


WIRE NAILS.—There is a fair amount of specifica- 
tions coming in against contracts, but the new demand 
is dull, as this is the off season in the wire nail trade. 
Late in January or early in February, spring buying 
will likely start and the mills anticipate an active 
spring trade. Some stray orders for wire nails for ship- 
ment abroad are still being received by local mills, but 
the amount of this business being placed has decreased 
a good deal in the past month. Prices on wire nails 
have settled down to $1.50 per keg in carload lots to the 
large trade. 

We quote wire nails as follows: In carload lots to jobbers, 
$1.50 to $1.55, f.0.b. Pittsburgh, freight added to point of de- 


livery. Jobbers charge thé usual advances over these prices 
for small lots from store. 


Cut Naits.—The demand is quiet and only for small 
lots to meet current needs. Specifications against con- 
tracts are dull from nearly all sections, except the 
South, which is fairly active. The general market on 
cut nails is $1.55 base per keg, but on a very desirable 
order possibly $1.50 could be done. 

We quote nails at $1.55 per keg in carload and larger lots 
to jobbers; carloads to retailers, $1.60, f.o.b. Pittsburgh, 
terms 60 days, or 2 per cent. off for cash in 10 days, freight 
added to point of delivery. 

Bars WIRE.—Not much is doing in the barb wire 
trade, the demand being only for small lots for prompt 
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delivery. As a rule large jobbers and retailers are 
buying mixed carload lots. Prices are only fairly 
strong. 

We quote painted barb wire to jobbers, $1.60; galvanized, 
$2.00 in carloads to jobbers, usual terms, freight added to 


point of delivery. Jobbers ‘charge the usual advances for 
small lots from stock. 


FENCE WIRE.—Dealers are now placing orders in fair 
sized lots for spring delivery, but as a rule orders are 
small and are for mixed carload lots. The new demand 
for fence wire for manufacturing purposes is fairly 
active and it is expected will be better very soon in the 
new year. 

Prices are as follows: Annealed fence wire in carload lots 


to jobbers, $1.35 to $1.40 base; galvanized, $1.80, with the 
usual advances charged to jobbers for small lots from store. 


IRON AND STEEL Bars.—Some fairly large contracts 
for steel bars for delivery in first quarter of 1915 have 
been placed at 1.10c. Where consumers want deliveries 
in second quarter, the mills are quoting 1.15c., and will 
not shade this price. Specifications against contracts 
are fair, but so far from the implement trade have been 
unsatisfactory. As a rule, the implement makers are 
specifying freely on contracts for steel bars at this 
time of the year, but this year has been an exception. 
The new demand for iron bars is light and prices are 
none too strong. 

We quote quote steel bars at 1.10c. for delivery through first 
quarter of 1915, but on desirable orders for prompt shipment 
1.05c. could be done. For delivery in second quarter of 1915, 


the mills are quoting 1.15c. to 1.20c. at mill. We quote com- 
mon iron bars at 1.15c. to 1.20c. f.o.b. Pittsburgh. 


Nuts, BoLts AND RiIvets.—The Standard Oil Com- 
pany is understood to be closing contracts for its sup- 
ply of nuts, bolts and rivets for all of 1915, and a good 
part of this business is coming to Pittsburgh makers. 
Other large consumers are also covering their needs for 
first quarter and first half, and a large amount of new 
business has been put on the books of the nut and bolt 
makers during this month for delivery in first quarter 
and first half of 1915. The new demand for structural 
and boiler rivets is quiet and mostly for small lots for 
prompt shipment. 

We quote structural rivets at 1.40c. and boiler rivets at 
1.50c. in carload lots, small lots taking an advance of about 
lc. Discounts on nuts and bolts are as follows in lots of 300 


Ib. or over, delivered within a 20c. freight radius of maker’s 
works. 


Coach and lag SCFGWS......cccccccecs 80 and 5% off 
Small carriage bolts, cut threads 
Small carriage bolts, rolled threads.... 
Large carriage bolts 
Small machine bolts, cut threads...... 80 and 5% | 
Small machine bolts, rolled threads...80 and 10% off 

EOTD BORGES. DORON «on cncccocsesese 75 and 10% off 


*oeneeeeveeeneeeeeeeee 


Machine bolts, c.p.c. & t nuts, small......... 80% off 
Machine bolts, c.p.c. & t nuts, large....75and5% off 
Square h.p. nuts, blank and tapped...... $6.30 off list 


Hexagon nuts 
C.P.C. and r. sq. nuts, blank and tapped. $6. 00 off list 
Hexagon nuts, % and larger............ $7.20 off list 


Hexagon nuts, smaller than ae Olle 604664 7.80 off list 
Coc ee DUD TEs 6. occ ts ccsascevics 5.50 off list 
C.P. plain hexag@om mutB.....icccccccses $5.90 off list 
Semi-fin. hex. nuts, % in. or under. .85, 10 & 10% off 
Semi-fin. hex. nuts, % in. and larger. . .85 &5% off 


Rivets, 7/16 x 6%, aw. & shorter. 80, 10 & 5% off 
Rivets, tin plated, packages........ 80, 10 and 5% off 
Rivets, metallic tinned, Saainea. .80, 10 and 5% off 
Standard cap SCTreWS ........+.4+6. 0, 10 and 10% oft 
Standard set-Screws .......-ceee-% 7 5, 10 and 10% off 


TIN PLATE.—It is probable that 50 per cent. or more 
of all the tin plate that will be consumed in this country 
in 1915 is under contract. The American Can Company, 
which is the largest individual user, closed its contract 
last week and the amount of tin plate involved is said 
to have been heavier than the company used this year. 
Other large consumers are covering rapidly and by 
January 1, probably 90 per cent. of all the tin plate 
used in this country in 1915 will have been placed. The 
official price of $3.20 per base box was observed only in 
the cases of small orders, large consumers having been 
granted concessions of about 10 cents per box, but a few 
of the largest consumers were allowed a differential of 
15 cents per box. There is a fair amount of new buy- 
ing for prompt shipment, for which $3.10 to $3.15 per 
base box is being paid. 


uote 100-lb. coke plates at $3.15 to $3.20 per base box, 


d canes on the order. 
e quote 100-Ib. terne plates at $3.15 per base box, f.o.b. 


Pittsburgh. 
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SHEETS.— While the new demand for black and gal- 
vanized sheets is fair, prices are not strong and have 
gone slightly lower in the past week. Two or three 
mills that came in the market as makers of sheets early 
this year are held responsible in part for the low prices 
ruling, as these new mills have to buy their way and 
are offering sheets at low figures. The general market 
on No. 28 Bessemer black sheets is now 1.80c. and on 
No. 28 galvanized 2.75c. to 2.80c., f.o.b. maker’s mill. 


SHEETS.—Makers’ prices for mill shipment on sheets 
of U. S. Standard gauge, in carload and larger lots, on 
which jobbers charge the usual advance for small lots 
from store, as follows, f.o.b. Pittsburgh, terms 30 days 
net, or 2 per cent. cash discount in 10 days from date 


of invoice: 
Blue Annealed Sheets 
Cents per lb. 


a i a a 1.25 to 1.30 
I aa ee A Se No ars 1.30 to 1.35 
ee FI I as oss oe vo Woes cleeckee Gar 1.35 to 1.49 
I ike i 1.45 to 1.590 
RR glee ate earmane p-aeenanton 1.55 to 1.60 


Box Annealed Sheets, Cold Rolled 
Cents per Ib. 
1.50 


Ey SE a ai ae SRS Seca Oy a a NY © 1.50 
es et eo ern e o es 1.55 
ss whi s bed bea 1.60 
pe RSE SERRE SIRE Deg et nm a al eet aR aoe 1.65 
I a Vous et wivavaweacton 1.70 
SR SEE ar ne eae eas Re aR 1.75 
ES ARERR SRR ID ae et oy Rane ee Sem nigh a Nansen) Ck ee 1.80 
I hl a a a te a i a ape ae tn 8 1.85 
aN a a 1.90 
Ne er a a ie ee 2.00 
Galvanized Sheets of Black Sheet Gauge 

Cents per Ib. 
ee ig Bee wae bh 4S 1.80 to 1.85 
ee ee 1.90 to 1.95 
I I a a a et 1.90 to 1.95 
Ss a e.g els of bbid 2.05 to 2.10 
Neen eee ee i oa eke oes 2.20 to 2.25 
I ees ot ts oe 2.35 to 2.40 
I a a he 2.50 to 2.55 
DS hea GA ne ob wo Ue 60 nate KER wea he 2.65 to 2.70 
RE Se Kee FR 
EERE RE Say RE eS Sm ee eee Looe eRe ae Bs 2.95 to 3.00 
EE eas Ob as wae wie > out en sek Cee 3.10 to 3.15 


CORRUGATED ROOFING SHEETS BY WEIGHT 
Gauges, cents per Ib. 


Painting: 29 25 to 28 19 to 24 12to18 
peeeuiar, OF GING ...cccee cove 0.15 0.10 0.05 
nS. cae se o6 ss 0.25 0.15 0.10 

Forming : 

2, cl 3 and 5 in. corru- 
i. OU Sia ck Ae i ee a ei a a ah 0.05 0.05 0.05 0.05 
V- a in without sticks 0.05 0.05 0.05 ee 
i to 14 in. corrugated. 0.10 0.10 0.10 
3, V- Bi Fe without sticks 0.10 0.10 0.10 
Pressed, standard seam, 
ey ED sk ss ks we be bw 0.15 0.15 
Plain roll roofing, with or 
re oi a's coe «6 0.15 0.15 0.15 
isi 2 2, ae 0.20 0.20 0.20 
Weatheiboard siding ......... 0.25 0.25 
ESS rrr pee 0.25 0.25 
Rock face brick and stone 
EE Se as oe bl ons ba ole a: ee 00 0.25 0.25 
Roll and cap roofing, with 
caps and cleats ......... 0.25 0.25 
Roofing valley, 12 in., and 
Rg ae Sepia 0.25 0.25 
Ridge roll and flashing 
(plain or corrugated)... .... 0.65 0.65 0.65 


WROUGHT Pipe.—The new demand for tubular goods 
in the first half of December was about as heavy as for 
the same period in November, but the last two weeks 
in this month will likely show a falling off, as jobbers 
will not desire to increase stocks and will put off taking 
in pipe until next month. The National Tube Com- 
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pany has taken an order for about 45 miles of 6, 8 and 
10-in. pipe for the Gulf Pipe Line. It is said discounts 
on iron and steel pipe are being quite firmly held. The 
following are the jobbers’ carload discounts on the 
Pittsburgh basing card on steel pipe in effect from No- 
vember 2, 1914, and iron pipe from June 2, 1913, all 
full weight: 














Butt Weld 

Steel Iron 
Inches Black Galv. Inches Black Galv. 
%, %& and &... 74 53% _ ek ee 66 47 
De caith ewes wee ee 2 78 67 ), oo 65 46 
ey SP eae 81 72% y: oe 69 56 
& . eS 72 61 

Lap Weld 
Ba ae ae abi he 78 vii tego eres | 45 
a WP Wea ao oes & 80 71 PS er See 67 56 
7 a rie os nae s 7 ae Be ORES A gt eee 68 58 
29 es 36s vo 63% ; , B S eae 70 61 
D: Wenale batce kama 1 Se Seareea 70 61 
Pe os cw « oa 68 55 
Reamed and Drifted 

i & ie | ee 79 70% 1 to 1%, butt. 70 59 
a ey ae 6714 a c6 Wes odo % 70 59 
21% to 6, lap 78 69% 1%, ~~ Spee meee 54 43 
OE re 65 54 
EE TO: oe eee eee 66 56 
2% to 4, lap 68 59 

Butt Weld, extra strong, plain ends 
ih % and %*%. 69 58% | > et de Sota ae 63 52 
sala seh hicah adi tha gs aii 74 67% eee 60 
7 i na 6'a@-a.0 ai 78 71% is we eM Low a nes 71 62 
SE Se ee 79 72% S GR Behe cas dss 72 63 

Lap Weld, extra strong, plain ends 
See eS 75 661% 6 kee 60 65 59 
3. RS Saas 77 6814 Sethekk we nee x's 66 58 
Gan ee Bsa) ews 76 6714 8 kk eer 70 61 
BO aa 69 s Bee, Hh 2 Rae 69 60 
on ea a 64 63% Se hea bin wakes 63 53 
ss & Baer 58 47 

Butt Weld, double extra strong, plain ends 
Me Si cave eek awe 64 57% . Sees oe 57 49 
8 Ri ar 67 60% ST eae 60 52 
S OO Bees cieees 69 62%, 2 and 2%...... 62 54 
Lap Weld, double extra strong, plain ends 

ee En eae 65 CE ME ie eee ales Le wk h 55 49 
, kh. eS See 67 60% . Se See 60 54 
i “6 3 rr 66 59% ae ee Ws ck ecedés 59 53 
eee 59 4814 i 4 re 52 42 





To the large jobbing trade an additional 5 and 2% per 
cent. is allowed over the above discounts. 

The above discounts are subject to the usual variation in 
weight of 5 per cent. Prices for less than carloads are two 
(2) points lower basing (higher price) than the above dis- 
counts on black and three (3) points on galvanized. 


BoILER TUBES.—Discounts to jobbers, in carloads, in 
effect from May 1, 1914, on steel, and from January 2, 
1914, on iron, are as follows: 


~~ ee Steel Standard Charcoal Iron 

1% and nae Baa ke we ee 62 . & Reser eerie 45 
2% in iE LAME MEE RS “eae ome 49 

214 acai 2% RRA ae 65 NS Ae ak ik ue Bg ab bh 45 
3 ee ee Sa weep ws ae 70 ek 8. 2 eee 54 
3% and 4% in.......... 72 HO FRE pe ee 57 
ee ££ & Perey? 65 3% and 41% eee 60 
Fe ee AR heb ak oo ae 62 RE WSs vc és 3 ve bees 49 





Locomotive and steamship special charcoal grades bring 
higher prices. 


21% in. and smaller, over 18 ft., 10 per cent, net extra. 
2% in. and larger, over 22 ft., 10 per cent. net extra. 


Less than carloads will be sold at the delivered discounts 
for carloads, lowered by two points for lengths 22 ft. and 
under to destinations east of the Mississippi River: lengths 
over 22 ft., and all shipments going west of the Mississippi 
River, must be sold f.o.b. mill at Pittsburgh basing dicount, 
lowered by two points. On standard charcoal iron tubes for 
desirable orders the above discounts are shaded an extra 5, 
and occasionally two 5’s by some makers. 
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Office of HARDWARE AGE, 
New York, December 21, 1914. 


HERE are lines of goods in which manufacturers 
and merchants are showing a desire to contract for 
more liberally for forward deliveries from which to 
supply wants required in the spring and summer. Pro- 
ducers of raw and semi-finished materials frequently 
decline to load themselves up with many large orders 
very far ahead at the present low level of prices. Defi- 


nite shipping specifications for shipments soon, though, 
are very welcome. 

While business is slower now and likely to continue 
so for some weeks, especially until after the general 
annual stock taking, there are constant expressions of 
belief that when the New Year is well under way there 
will be a very much greater demand. 

Stocks of merchandise in manufacturers and dis- 
tributors’ hands were, universally, by common consent, 
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never relatively lower than now, and they have long 
been in like condition. ‘ 

The partial decision in favor of increases to some of 
the railroads by an advance in tariff rates must exert 
a powerful influence in stimulating trade because, taken 
as a whole, the buying for railroad account is not ap- 
proached by any other purchasing interest. For years 
their administrative policy has been to halt anything in 
their purchases from bridge material, rolling stock and 
for maintenance of way to the innumerable items, large 
in the aggregate, which the average individual never 
realizes. 

Likewise extensions, improvements and general bet- 
terments have long been deferred because of legislation 
which fixed abnormally low mileage rates in some sec- 
tions, which were unprofitable; full crew bills, often to 
create unnecessary positions at the demand of labor 
agitators; and other increases of overheads, while the 
roads were unable to get more in revenue. 

When a manufacturer pays more for material, labor 
or other necessaries he recoups by advancing his price, 
but railroad expenses were legislatively advanced from 
below, but the roads could not add to their revenues. 
Hence even a partial solution of this great economic 
question, so long deferred, should serve to promote 
business activity and pave the way for a further ex- 
tension of permission to railroads to increase their net 
revenues. 

The late colder weather has augmented the sales of 
various seasonable goods in many lines, from skates and 
sleds to wearables, which is helpful always before the 
holidays, as otherwise many classes of goods unsold by 
New Year’s are either moved at lower prices or carried 
over. 

The better financial conditions and lower rates for 
money are factors that will help to better the situation. 

The reopening of various exchanges is also starting 
activities that have long been sluggish, thereby furnish- 
ing transportation to the carriers and putting more 
money in general circulation. 

In retail buying it is apparent to even casual ob- 
servers that much of the purchasing is running to lines 
of articles obtainable at moderate prices, ranging from 
jewelry to staples. 

The demand for cereals has caused a considerable 
increase in acreage of fall sown crops, especially winter 
wheat, which this year, according to the Agricultural 
Department, is 41,263,000 acres, a gain over last year 
of 4,135,000 acres, or 11.1 per cent. increase. The con- 
dition of winter wheat on December 1, however, was 
only 88.3 per cent. as against,97.2 per cent. a year ago, 
and compared with a ten year average of 90.3 per cent. 
It should be remembered though that the condition was 
considered too favorable in the fall of 1913, because of 
the exceptionally good growing weather, when wheat 
often got too high to enter the winter advantageously, 
but which was helped by abundant snows which pro- 
tected it from severe cold. The principal gains in wheat 
acreage are in the South, because of the low price of 
cotton. 

The huge war orders are also bringing in large sums 
of money, which will cancel much of our foreign in- 
debtedness. 

The bank clearings for the last week were $2,897,- 
662,000, an increase of 4.5 per cent. over the preceding 
week, but lower by 12.3 per cent for the corresponding 
week in 1913, and 22 per cent. below the like week of 
1912. 


Wire NaiLts.—Some of the manufacturers are ac- 
cepting orders for nails at the present low basis, where 
shipping specifications are actually given for deliv- 
eries within sixty days, but for longer time they do not 
care to obligate themselves. For local business the 
movement is lighter than ever, and no likelihood of im- 
provement before the New Year at least. 

Wire nails, out of store, are on the basis of $1.80 per keg. 

Cut NaAILs.—Business in cut nails is very quiet and 
no improvement is anticipated until after inventory 
in any event. For foreign shipment the prospects are 
a little better, and quite a few nails have been exported, 
compared with the volume sold abroad during the past 
three or four months. 


Cut nails, out of store, are based on $1.80 per keg. 
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LINSEED O1L.—There has been an advance in the 
price of linseed oil, chiefly as the result of higher priced 
flaxseed in Northwestern markets, where prices have 
readily been raised because of small receipts of seed 
from farmers. It is more of a manipulated market 
and easier to put up than depress. There is nothing 
in demand conditions to warrant the advance, which 
may be attributed to higher prices for raw material. 

Linseed oil, raw, city brands, is 50c. in five or more bar- 
rels and 5le. per gallon for less than 5 gallons, 


State and Western oil is 48c. in less than carloads and 
ranges at from 47 to 48c. in carloads, according to seller. 


Rope.—There is a little divergence of opinion as to 
current trade. Some manufacturers speak of the situa- 
tion as not so much duller than usual at this time of 
the year, with expectations of better things next month 
and that they are already getting modest orders for de- 
liveries early in 1915. Others say business has sud- 
denly dropped off considerably in the last two weeks, 
more so than in November last or in the corresponding 
period a year ago. In cold weather rope is used up 
faster, as the lower temperatures seem to cause it to 
part easier as the mercury descends, February and 
March being usually good months to wear out rope. 


Prices are unchanged at the basis made October 13 of 12¢c. 
per pound for first grade Manila rope from jobbers, 


NAVAL STorES.—There is a steady tone in the market 
for naval stores and a slim demand from consumers 
for immediate necessities. Better conditions are pre- 
dicted to follow the beginning of the New Year, after 
stock taking. The primary market is steady and there 
is less disposition to push sales by the independent 
factors. 


Spot turpentine, in yard, is quoted at 464%ec, per gallon. 


Rosins are nominal and there is little business. Common 
to good strained, on the basis of 280 pounds per barrel, is 
$3.65 and D grade $3.75 per barrel. 


CoprperR.—There was an advance in copper sheets 
December 15, to 18%c. base per lb. Bare copper wire 
for electrical purposes, in carloads, mill shipments, is 
offered at 14%c. base, per Ib. 

Brass wire and brass rods are unchanged and on 
the same basis as December 1, at 14%c. base, each per 
lb., and brass sheets 14%c. base, per lb. for ordinary 
trade. 

Some business is coming in on account of the harden- 
ing of the market. It is the hope of some of the wiser 
heads to keep the copper market stable, so as to enable 
the business to get fairly on its feet, as every time 
an advance is made, except for the best of reasons, there 
are more or less complications. 


WInDow GLAss.—While there is locally but little 
business there is a slight improvement because of the 
cold weather, which always hastens closing up in new 
work or repairing broken panes. A helpful factor just 
now with manufacturers is the gradual increase of 
orders from near and distant foreign markets, including 
South America, China, Japan, Africa, Australia and 
other points in the Far East. For this business hereto- 
fore Belgium, Germany, France and England had prac- 
tically all the trade, Russia and Sweden making a little 
glass. Since the war England’s production has been 
cut down, it is estimated by from 40 to 50 per cent. 
Great Britain was Belgium’s largest customer; Eng- 
land producing about one-half of the United Kingdom’s 
consumption. 

Belgium, for instance, manufactured 11,000,000 to 
11,500,000 boxes, and the United States makes ap- 
proximately 7,500,000 fifty-ft. boxes annually. 

The non-manufacturing countries, as a rule, use the 
cheapest grades and at very low prices, which makes it 
harder for our giass to get a start abroad. However, 
the leading interest in machine made glass always has 
a lot of small sizes which will fit into this trade and 
it is getting good orders for foreign shipment, which 
uses up material of smaller sizes not so readily mar- 
keted in the United States. 

Window giass, in the Eastern market, is still 99-10 to 96-15 
per cent. for single thick, and 90-15 to 96-26 per cent. dis- 
count on double thick, from jobberr liste. 
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é eer first severe weather experienced in the West 
during this season has given fresh impulse to the 
ordinarily slackening purchases by retailers. There has 
been a perceptibly increased demand for sleds, skates 
and snow shovels for the past week and the seeming 
overstocks of such goods in the hands of wholesalers 
have been reduced to very satisfactory quantities. 

The existing conditions warrant the retention of trav- 
eling salesmen in territories as long as possible and 
most of them will work up to Christmas Eve. Reports 
from all western territories are optimistic and the gen- 
eral feeling of the salesman is that the expected buying 
movement will certainly materialize following the be- 
ginning of the new year. 

One of the most encouraging factors in the present 
situation is the indication that building operations will 
shortly be resumed on a large scale. Current money 
rates are favorable to investment in new properties and 
a decided improvement is confidently expected to follow. 

A fair amount of buying for spring delivery is being 
done, though no material volume is expected to develop 
for the balance of this year. 


WIRE NAILS.—An encouraging number of orders for 
shipment during January are being received. New in- 
quiries are developing into additional business. There 
is no change in the market. We quote f.o.b. Chicago: 

Cee OO Ss co seco swe vewovses $1.739 base 


Cones OO POUT, . nc wc csebccctsaveac« 1.789 base 
Less than carloads to retailers........... 1.889 base 


STAPLES.—We quote staples, f.o.b. Chicago, bright 
same price as nails. Staples, galvanized, an advance 
of 40c. : 


Bars WIrRE.—Orders for mixed car lots of wire 
products containing fair specifications for barb wire 
constitute the principal volume. We quote barb wire, 
f.o.b. Chicago, as follows: 


Carloads to jobbers, painted............. $1.739 base 


Carloads to jobbers, galvanized.......... 2.139 base 
Carloads to retailers, painted............ 1.789 base 
Carloads to retailers, galvanized......... 2.189 base 


An additional advance of 10c. for less than carloads. 


FENCE WIRE.—No developments of particular interest 
have taken place as regards this product. The usual 
run of mixed car orders and some specifications for car 
lots to be shipped in the spring are being taken. We 
quote fence wire, f.o.b. Chicago, as follows: 

Carloads to jobbers, galvanized............... $1.939 
Carloads to retailers, annealed............... 
Carloads to retailers, galvanized.............. 


Carloads to jobbers, annealed................ 1.539 
An additional advance of 10c. for less than carloads. 


LINSEED O1L.—An advance of 3c. is noted in this 
product over quotations of last week. We quote f.o.b. 
Chicago, strictly pure old process oil: 


RS ee oe Dad ke ob wk wes on o-6 oe eet 47e. 
SH oe ere Be 48c. 
ee eS, Sac eeee een eeeehbdosces 49c. 


SB - RG TORO, WOO ob ck cece saercewessécivn 50c., 
rr re ar er 2 st bs bts a kk ee'ee she b f 
Lee Weekes BD WPT, WOO. oc ccc ct cc csc soses 





Hardware Club Gives Anniversary 


Dinner 


B hae about one year ago the members of the 
Hardware Club of Chicago took possession of 
their excellent club quarters at 56 East Randolph 
street. 

This occasion was duly celebrated on the evening 
of December 14 by a stag dinner. The attendance 
was the largest in the history of the organization, 
more than two hundred being present. 

Song books were distributed and between 
courses the members, led by Miss Cooper and ably 
assisted by musical directors H. B. Macrae and 
F. K. Pinckney, rattled the windows of the club 
with such favorites as “It’s a Long, Long Way to 
Tipperary,” “In the Good Old Summer Time,” etc. 

Following the dinner a well executed vaudeville 
program was thoroughly enjoyed. 


Weekly Page of Display Ideas 


Continued from page 51 


show-card writing. After you have learned the 
fundamental principles of card writing break away 
from fixed ideas and set rules, let your naturalness 
have full sway and be original. 

The many students who would become clever card 
writers never reach the highest efficiency owing to 
the fact that they stand by some rule set by others 
and are therefore more or less copyists, their work 
being merely mechanical and not free-hand which is 
so popular; they are always depending upon being 
led rather than leading and while their work may 
be far above the average, they do not enter into it 
with the same spirit and enjoy the work like the 
artist who is original and follows out his own ideas. 


Obituary 


AFTER AN ILLNESS OF MANY WEEKS Samuel Emmert 
died at his residence, North Potomac street, Hagers- 
town, Md. He became a partner of his father in the 
coal business,.and later assumed entire charge of the 
firm’s business, to which were added hardware and 
farming machinery. Some time before the death of his 
father, who had then retired, Mr. Emmert associated 
himself with H. K. and C. J. Powles, since which time 
the business has been conducted under the firm name of 
the Emmert Hardware Company. In the beginning his 
venture in business was regarded as quite hazardous, 
but in a very few years he had established one of the 
largest hardware concerns in Maryiand. Apart from 
the many business affairs which had engrossed Mr. 
Emmert’s attention, he was in 1911 elected to the State 
Senate from Washington County, serving as state 
senator at the time of his death. Besides a widow, Mr. 
Emmert is survived by three sisters. 


Louis HOFFMAN, president of the Louis Hoffman 
Hardware Company, Vicksburg, Miss., died at his home. 
Mr. Hoffman, who was in his ninety-first year, had 
maintained his daily routine of visiting his office regu- 
larly, and of making a yearly trip to St. Louis in the 
interests of his firm, which was established in 1857. Mr. 
Hoffman was also founder of the Vicksburg Board of 
Trade, holding the office of president for a number of 
years. 


DyAR S. HALL, of Lawrence, Mass., died at his home 
recently. Mr. Hall was the founder of the hardware 
firm of D. S. Hall & Son, and was at the time of his 
death president of the Hall Paint & Hardware Company. 


GEORGE Eppy, a member of the firm of D. Eddy & 
Sons, Boston, Mass., manufacturers of refrigerators, 
died recently from heart trouble, in his sixty-second 
year. 


J. R. BurRKs, a hardware merchant of Milton, W. Va., 
died at his residence in that city after an illness of 
three days of pneumonia. Mr. Burks was a veteran of 
the Civil War. He is survived by a widow. 
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LAMPS FOR CHRISTMAS 
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Complete Instructions and Patterns 
for Construction of Lamp Suitable 
for Holiday Gift—Is Easily Made 


By WILLIAM NEUBECKER 



































Fig. 1—The finished lamp 


desires to make one of the popular mission 

lamps in his spare time, a set of eight quar- 
ter-size patterns are given which have been pre- 
pared. Its appearance, as completed, is shown in 
Fig.1. It may be made of any sheet metal but sheet 
zinc is recommended. When painted a dull black 
this lamp has a pleasing appearance when lighted 
and makes the room look cheerful. 

The lamp has good proportions and is easily con- 
structed as it requires nothing but square bends. 
The only part requiring detailed explanation is the 
method of fastening the glass in the shade and se- 
curing the glass fringe. In Fig. 2 is shown the 
full elevation and one-half soffit plan, which has 
been reproduced to a scale of 14 inch to the foot, so 
that the dimensions for the full size may be scaled 
from it. It will be noticed that the square cap A B 
is set on the column diagonally as is indicated in the 
half soffit plan. When the lamp is to be lighted by 
electricity, it is necessary to solder a socket in the 
cap, to receive the electric bulb, being careful that 
the socket it insulated. At the base of the lamp, as 
shown, a hole is punched which is also insulated by 
means of two hard rubber caps, shown by A in Fig. 
1. This insulated opening shown in the elevation 
in Fig. 2 is of sufficient size to admit the electric 
wire covered with silk cord. This silk cord with 
sockets at either end, including the bulb, can be pur- 
chased from dealers in electric supplies. If, how- 
ever, gas is to be used, either for a gas burner or 
Welsbach mantle, then it is only necessary to punch 
a hole in the top of the cap and bottom of the base 
of the size gas pipe used, and thread each end of 
same, for connecting the burner at the top and for 
connecting the cock for the gas hose at the bottom. 


oe the benefit of the sheet metal worker who 


Fig. 4—The parts to be assembled 
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Fig. 5—The assembled lamp 


If there are no means for bending the gas pipe at 
C, then a separate elbow must be used. Where the 
gas pipe joins the metal lamp at the cap and base, 
the pipe should be tinned and soldered to the metal. 
The tinning of the gas pipe is accomplished by filing 
it bright and smooth, then using boiled acid (mur- 
iatic acid and zinc) as a flux, and tinning with the 
ordinary copper. 

The quarter-size patterns and profiles required in 
making up the finished lamp are given in Fig. 3. 
Each pattern is numbered as well as the profile or 
stay which shows the shapes to which the pieces are 
to be bent. Laps are shown on the patterns where 
required, also the number of pieces to be cut. After 
drawing the full-size patterns on paper, lay them 
on the metal sheet, place a light weight upon the 
paper and, using a hammer and sharp prick, prick 
through each corner in the pattern as well as 
through the heavy dots, indicating the bend or 
break mark. The paper is now removed and lines 
drawn on the metal, connecting the various corners. 
Only one pattern of each part should be pricked 
through the paper on the metal, and this metal pat- 
tern accurately cut and used to mark out the other 
pieces required. The piece of metal cut out for 
opening for the glass, as indicated in pattern No. 1, 
is used for cutting the smaller pieces. In Fig. 4 
are shown the various parts of the lamp before as- 
sembling and they are numbered 1 to 7. No. 1 is 
the shade; No. 2, the column; No. 3, the base; No. 
4, the cap; No. 5, the shade support; No. 6, the bot- 
tom braces, and No. 7, the feet. The various parts 
of the lamp are shown assembled in Fig. 5 and are 
numbered similar to No. 4. 

The lamp shown was made of zinc for electric 
light, after which the glass was set in the shade 
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Fig. 83—Quarter size patterns for making mission lamp 


a 2% Pt K . 
pea ig ‘ and the glass fringe attached as shown in detail, 
ne 4 : at the bottom of the right in pattern No. 1, Fig. 3. 
' Glass can be obtained of any desired color, a mixed 
! green being preferred, costing between.10 and 15 
baa -- Shade 1 + cents a light. Glass fringe can also be obtained 
= » according to color and width from 30 to 75 cents 
' per yard. In securing the glass, use soft copper 
| Cleats about %4-inch wide and 5%-inch long, which 
i 5 ' are soldered on each side of the shade as shown by 
ox ts, | the letter C in pattern No. 1. These cleats have 
pee OER ERT Se Ne -~y,—~! one end turned off at right angles and soldered as 
ere —-}-—;" shown by A and B in No. 1 profile. Then, after the 
| | glass is in position, the cleats are turned over as 
| ‘ shown by A and D. The glass fringe usually has a 
linen selvage on the one side, around which a thin 
7 metal lock is clamped as shown in the No. 1 profile, 
' and this lock tacked at intervals with solder. 
7 When bending up the patterns Nos. 5, 6 and 7, one 
side will be slightly dented in making the last bend, 
| which must be smoothed out:on a square rod. If 
: | desired, this can be avoided by making patterns 
| Ww Nos. 5, 6 and 7 in two halves. It will be noticed that 
: ' the two patterns for cap No. 4 fit into one another 
; : and are soldered as shown in the profile. When a 
| § gas pipe is used, it is only necessary to cut the 
3 ' shaded hole in the patterns No. 4. While, if an 
| 
| 
| 
| 
| 
| 
l 
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' electric bulb is used, a large opening must be cut in 
' the cap patterns as there indicated. The various 
' patterns in the supplement are numbered similar to 
| the parts shown in Figs. 4 and 5 so that no mistake 
: can occur. If the lamp is made of sheet zinc, all 
' joints should be scraped and sand papered before 
( applying the black paint. If the lamp is made up 
: in polished sheet brass, all joints should be carefully 
Cr ; | ‘p soldered on the inside where possible, and all out- 
am ; -Foot7 | ' gide soldering carefully scraped and cleaned with 
isuizted Coens —- -—-4-—L very fine emery paper, after which it is polished 
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Pipe} SAX. Electric 
AY ea] B58 
Ly THE STEWARD & ROMAINE MrcG. COMPANY, 124 N. 
“Cokumn Sixth street, Philadelphia, Pa., manufacturer of expan- 
sion and toggle bolts, has purchased the patents and 
; business of the Seaman ‘Positive Expansion Bolt Com- 
: . pany, also of Philadelphia, and will continue to make 
the style of expansion bolts formerly made by this com- 
One Half Soffit Plan pany in conjunction with its own. 
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Many a person never realizes his need of some things 
Fig. 2—Quarter size elevation and plan of mission lamp until he sees them advertised.—Albany Journal. 
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It's the Corrugations 
Around the Joint 





















































THAT MAKE 


Stanley’s Corrugated Hinges 


so much stronger than the old style strap and T-Hinges 


Instead of binding on the pin and breaking, soon after they become rusty, Stanley’s Corru- 
gated Hinges, because of their construction, never bind and consequently are not subjected to the 
uneven strains that even the toughest steel can not long withstand. 


STRONGER, LIGHTER IN WEIGHT, NEATER IN APPEARANCE 


it is not surprising that Stanley’s Corrugated Hinges are becoming more and more popular every 
day. The corrugations gf the leaves do not add materially to the strength, but simply serve as 
an ornamental feature which gives a finished appearance to the hinges. 


In ordering, specify Stanley’s 
No. 935 Corrugated Heavy Strap Hinge 
No. 937 Corrugated Extra Heavy T-Hinge 


Sizes, 4 to 12 inches. 


Besides the plain steel, these hinges are also made in Japanned and Galvanized finishes, or 
Galvanized with Brass Pins. Packed in barrels, or one pair in a box, with screws, 


In the Strong Stanley Telescope Box 


€ 





See Page 31—also Front Cover 
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Manufactured by 


fe ~The Stanley Works 


New Britain, Conn. 
New York Chicago 


















NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


“Master” Stove Lid Lifter 


D. H. Armstrong, 2482 Paris 
street, Cincinnati, Ohio, is placing on 
the market the “Master” stove lid 
lifter, which was invented by W. B. 
La Masters, of San Marcial, N. M. 
This lifter is constructed with the 
engaging jaws small enough to enter 

















The “Master” stove lid lifter 


any sized eye of a stove plate, and 
the strength required to lift the plate 
automatically spreads the jaws, thus 
the heavier the plate the firmer the 
grip, and this makes it almost im- 
possible to drop a stove plate. 

The handles are perforated, re- 
ducing the heat to a minimum, and 
the device is nickel plated, making it 
an attractive article. These lifters 
are packed in attractive counter dis- 
play cartons, containing one dozen 
each. 


“Sure Catch” Barn Door 
Latch 


The Brodhead Latch Company, 
Brodhead, Wis., is manufacturing 
the “Sure Catch” barn door latch, 
which is adapted for use with either 
rolling or swinging doors. The com- 
pany states that this latch is ex- 
tremely reliable, simple and strong. 
It is also claimed to be very easy in 
operation. This latch is fitted for a 
padlock, and it can be operated 
equally well from either the inside 
or the outside of the door. The 
“Sure Catch” barn door latch is made 
from malleable iron, and it is Japan 
finished. 

Another device made by the Brod- 

















The “Sure Catch” barn door latch 


head Latch Company is a drivers’ 
safety check hook. With this hook it 
is stated that checking and uncheck- 
ing is very easy. Another advantage 
in using this check hook is that the 
lines cannot get caught on it. 


Stanley’s Cellar Window 
Sets 


The Stanley Works, New Britain, 
Conn., is manufacturing Stanley’s Cel- 
lar Window sets. These sets are packed 
one in a box, with screws. Twelve sets 
are packed to a carton, and one gross 
of sets is packed in a case. Each set 
consists of one pair of wrought narrow 
butts which measure 2 inches, one 2%- 
inch hook and eye and one cam catch. 
The cam catch has a large knob han- 
dle. 

The company states that because of 
the shape of the strike plate it is un- 
likely. to catch and tear the clothing 
and that it will not gather dirt nor be- 
come clogged. The cam surface locks 
the sash easily and securely in any po- 
sition, extending over a variation of 
3/16 of an inch, even with a good-sized 
crack between the sash and the sill. 
The rivet is extra heavy and the spring 
tension holds the cam handle in proper 
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Stanley’s cellar window set 


position. The cam surface is a unique 
feature, and it permits the use of lev- 
erage to release a stuck or frozen win- 
dow. The parts are few and they are 
of heavy gauge, hence they will not 
rust easily. 

In attaching, the edge of the strike 
is applied to the edge of the sill, and 
the edge of the plate is applied to the 
edge of the sash. The outside vertical 
edge of the plate is lined up with the 
outside vertical edges of the strike. 


Doorways for December 
The December number of Door- 
ways, which is published monthly by 


the Richards-Wilcox Mfg. Company, 


' Aurora, Ill., and 85 Walker street, 


New York City, describes in detail 
the adaptability of the company’s No. 
649 horizontal fire and warehouse 
door fixtures, “Ideal” elevator door 
hangers and accordion door hangers, 
which the company states are suit- 
able for any door which slides. 


78 


Columbian Malleable Iron 
Bench Vises 


The Columbian Hardware Com- 
pany, Cleveland, Ohio, and 168 
Church street, New York, has just 

















A Columbian malleable iron, indestructible, 
machinist’s hollow jaw, parallel vise 


introduced a new type of vise known 
as the Columbian indestructible 
malleable iron bench vise. These 
vises are made in seven sizes each, 
having both stationary and swivel 
bases. : 

The distinctive feature of these 
vises is that they are made of malle- 
able iron with solid jaws, but about 
2 inches below the jaws are hollow. 
This method permits the attainment 
of greater malleability and toughness, 
as all surfaces, inner and outer, are 
penetrated to a greater extent, simul- 
taneously, while in the annealing 
ovens. 

The company also calls attention to 
the greater strength of the hollow 
portions below the solid jaws because 
of the arched principle. 

Emphasis is also laid on the process 
of making the screw, which is forged 
from one solid piece of steel instead 
of having an iron head cast on it. 
All jaws are of tool steel, and they 
are made on a jig for each size, which 
insures uniformity and interchange- 
ability. 

The jaws, head and handles are 
polished bright, and the remaining 
parts are japanned black. This line 
of vises is warranted by the company 
to be indestructible with fair treat- 
ment. 

The stationary base type vises are 
numbered 31 to 39, with jaw widths 
from 2% to 7 inches, and jaw open- 
ings 3% to 12 inches, inclusive. They 
weigh in the same order from 17 to 
90 pounds each. 

The swivel vises, Nos. 41 to 49, 
inclusive, have the same jaw widths 
and openings, and weigh from 21 to 
105 pounds each. 


Gross Christmas Circular 


The Ph. Gross Hardware Com- 
pany, 126-128 Grand avenue, Milwau- 
kee, Wis., has prepared an attractive 
circular. showing some _ seasonable 
Christmas goods, which is entitled 
“When Gift Time Draws Near.” This 
circular is printed upon good quality 
stock in three colors. The last page 
of the circular contains an illustra- 
tion of the new store which will be 
the future location of the company. 
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Be resourceful, look 

for trade, suggest 

building a garage to 

every car owner, show 

him how youcan help» 
him in planning the 

construction. 





Right Angle Door 
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For the small car size garage 
—large ones, too—this No. 
235 outfit is a winner, and 
will decide many a car-owner 


to build. 
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This book, showing over 
twenty-five garage door ar- 
rangements, will help you. 


or 
“=z 


And the list of garage and 
auto accessories shown will 
help you increase the size 
of your order. 
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Weather Proof Parallel Doors 


Write for our plan. 


When parallel doors are pre- 
ferred this outfit will be 
found an_ excellent trade 
puller. 


Ri chards Wilcox 


MANUFACTURING Co. 
S| AURORAILLUSA.|& 


Richards- Wilcox Canadian Co. Ltd., London, Ont. 
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Rotrex Knife Sharpener 


The Rotrex Specialty Company, 119 
South Arlington avenue, East 
Orange, N. J., is manufacturing the 























The Rotrex knife sharpener in use 


Rotrex safety knife sharpener, which 
has been tested and approved by the 
Good Housekeeping Institute. The 
company claims that this device will 
sharpen any knife with absolute 
safety in ten seconds. The Rotrex 
sharpener may be fastened to any 
convenient table or shelf edge by 
means of the binding screw, as shown 
in the accompanying illustration. 

In sharpening, the knife should be 
held firmly in the hand and run rap- 
idly back and forth between the edges 
of the circular grinding stone and top 
guard. After six or eight movements 
the position of the knife should be re- 
versed to bring the unsharpened side 
into contact with the stone. The com- 
pany states that the grinding stone 
will last for years, and that the metal 
parts of the sharpener are practically 
indestructible. This specialty is 
priced at 25 cents. One counter dis- 
play card holding two Rotrex sharp- 
eners is furnished to the trade with 
every dozen. 


“Longwear” Bicycle Tire 


The Shapleigh Hardware Company, 
St. Louis, Mo., is marketing the “Long- 
wear” bicycle tire, which is shown 
herewith. The company states that its 
stock now comprises a great many pat- 
terns and styles of tires, and that, ow- 
ing to its increased business in tires, 




















The “Longweay’ bicycle tire 


it was found necessary to add this 
new tire to the company’s line. 

It is stated that the “Longwear” 
bicycle tire is made of high quality 
materials, and that its construction is 


such that it will give unusually good 
service. The white stock used in the 
manufacture of this tire is of attrac- 
tive appearance and the company 
states that an extra quantity of rub- 
ber is used in the tread, in forming the 
round, linking cups. This extra rub- 
ber gives the tire a slow wearing 
tread, and the deep cups create suc- 
tion when the bicycle is running on 
a wet pavement, etc. The suction pre- 
vents skidding. 


Pint Jar Mayonnaise Mixer 


The Holt-Lyon Company, Tarry- 
town, N. Y., has just completed a new 
pint jar for making mayonnaise. The 




















nt jar mayonnaise mixer, made b 


New 
the Holt-Lyon Company, Tarrytown, N. 


special feature of this jar is a concave 
or rounded bottom inside, which is 
just deep enough to allow the dashers 
to reach the bottom of the jar. The 
yolks of two eggs may be beaten in this 
jar. The mixer also has an oil dripper 
containing a threaded bolt, which can 
be screwed down into a long eyelet in 
the bottom of the dripper, thus giving 
control of the oil. To make good may- 
onnaise the company states that the 
oil should be supplied drop by drop at 
first and later by a small stream. The 
eyelet is inserted in the cap of the jar 
so that the oil drips while the dashers 
are turned. 

The handle, gears, pinions and flared 
dashers are the same as those used in 
the company’s No. A egg-beater for 
the past ten years. The company states 
that this mixer will beat the smallest 
quantity of cream and that the beater 


: is made to fit any common Mason jar. 


The gear work of the mixer is finished 
in white nickel. The caps are nickel- 
plated. 

The price to the retail trade is $5.25 
per dozen. The company guarantees 
that this device will make mayonnaise 
in from five to ten minutes and that it 
will whip a half pint of cream in 90 
seconds. 
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A New Poultry Marker 


The Otis & Moe Mfg. Company, 
1708 Otis Building, Chicago, Il., have 
recently brought out a new poultry 
marker, which is shown in the accom- 








ASA 
CIGAR CLIPPER 


AS A 
POULTRY PUNCH 











New combination pags marker, made 
by the Otis € Moe Mfg. Company 


panying illustration. The unique 
feature of this new device is that a 
part of it may be used as a cigar clip- 
per. 

The company states that with this 
poultry marker a poultry raiser is en- 
abled to identify his poultry without 
any trouble. The identification holes 
may be punched between the toes of 
the fowl. A great many combinations 
of marks may be devised. It is 
claimed that this poultry punch cuts 
a clean hole, and does not bruise: the 
fowl’s foot. | 


Indirect Lighting Fixtures 


The Brite-Lite Company, Albert 
Lea, Minn., has recently brought out 
a new direct lighting fixture for use 
in connection with the company’s 
lighting systems. These fixtures are 
suitable for stores, houses, and build- 
ings, and the company states that the 
light is almost equal to sunlight. With 
these fixtures the light is reflected 
from the ceiling, giving a diffused 
light which casts no sharp shadows. 

The company states that with this 
method of lighting, the light is 
stronger and at the same time whiter 
and more evenly distributed. It is 
also claimed that this method will 
effect a saving of from one to three- 

















One of the Brite-Lite indirect lighting 
fictures 


fourths on lighting bills. Colors may 
also be distinguished with the Brite- 
Lite system of lighting. 
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Where Quality is demanded; DiAMoOvD EDGE is the Standard 


“DIAMOND EDGE 1S Al QUALITY PLEDGE” 
DIAMOND EDGE AXES 


DIAMOND EDGE SAWS 
DIAMOND EDGE 


Saws are taper ground 
by hand. They are four 
gauges thinner on back 
at point than at cutting 
teeth and four gauges 
thinner on “back at 
point than at back near 
handle. This gives rigid- 
ity to the blade and 
prevents buckling. They 
are made of the highest 
quality of Hand Saw 
Steel. 


We GUARANTEE 
DIAMOND EDGE 





Saws to have both appearance and performance. 


DIAMOND EDGE POCKET KNIVES 


The largest Cut- 
lery Stock car- 
ried by any 
house in Amer- 
ica with an espe- 
cially large va- 
riety to meet 
every demand. 


Made in the old 
style, full qual- 
ity way. Noth- 
ing but Thomas 
Firth & Sons 
English Pocket 
Cutlery Steel is 
used. 


DIAMOND EDGE ‘GW SHARPEN FROM EDGE To BACKBOVE” 
ENAMELED WARE 


All DIAMOND h os 
EDGE Hatchets be ave the ortginstera of mang 
are made of highest The 


DIAMOND EnGE HATCHETS 


rade Crucible Cast 
teel. Blades care- 


EDGE Patent Lock 
Wedge which pre- 
vents the head from 
flying off. A great 
variety of patterns. 


ShowYour Custom- 
ers the DIAMOND 
‘EDGE. They Will 
Have No Other. 





fully ground and , 

sharpened. Solid ¢tc. We print 
Punched eyes. Se- dealers’ names 
lected hickory han- on catalogs 


dles fastened with which we sup- 
a DIAMOND ply. 


Send for 
Samples of 
Enameled 


Catalogs 


For 50 years we have 
sold DIAMOND 
EDGE Axes. 


Made in many patterns 
and finishes to suit the 
demand of all classes of 
trade. sony are Hand 
Tempered by an _ im- 
proved process. Care- 
ful testing insures uni- 
formity of temper. 
Highest grade crucible 
steel bit; soft steel 
body. The eyes are 
punched from solid 
steel and will not 
stretch or break. 


All DIAMOND EDGE 
Axes are handled in our 
own electrically 


equipped Axe Handling department. 
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ideas in Enameled wares. 
blending of colors, new 


shapes, beaded handles, electric- 
ally welded ears, 


Ware 


ESTABLISHED 1843 


Sir. LOUIS 














We fill orders complete. 


Every Knife 
Rigidly Inspect- 
ed and guaran- 
teed beyond 
question. Care- 
fully hardened 
and tempered by 
most experi- 
enced cutlers, 
who work for 
quality. 


If you want to 
see the most 
complete line at 
prices that will 
allow you a lib- 
eral profit, write 
us. Our  sales- 
man will call. 
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The Baby Cariole 


The Embossing Company, Albany, 
N. Y., is manufacturing the Baby 
Cariole, which is shown in the ac- 
companying illustration. The Baby 
Cariole is very simple in construc- 
tion. The framework is of light, 
well seasoned wood, which is enam- 
eled in white and put together with 
nickel plated hinges. The company 
states that this device is so simple 
that there is nothing about it to get 
out of order or require repair. It 
measures 26 inches in width, 40 
inches in length and the top edge is 
29 inches from the floor. 

The bottom is fitted with a high 
grade woven wire spring, which can 
be adjusted to different heights. On 
this rests a high grade, sanitary mat- 
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The Baby Cariole, made by the Embossing 
Company, Albany, N. Y. 

tress. The sides. are covered with 

silver finished wire screen. The 

whole body is mounted on _ rubber- 

tired wheels. 

The Baby Cariole collapses and 
packs into a very compact space. It 
can be shipped by express or checked 
as excess baggage at a slight expense 
when traveling. The complete outfit 
contains a heavy canvas traveling 
bag, into which the cariole easily fits 
when folded. This bag keeps it clean, 
and makes a neat, quick way of 
packing. This bag can be used not 
alone for traveling, but also when 
the cariole is in actual use, as a pro- 
tection from rain, draughts and ex- 


cessive sunlight. A _ flap, with 
strings attached, is provided for 
each side. 


Kris Kringle’s Katalogue 


The Star Hardware and Supply 
Company, 344-346 Summit street, To- 
ledo, Ohio, has recently published an 
attractive Christmas catalog, which 
describes and illustrates suitable ar- 
ticles for holiday gifts. This catalog 
contains 52 pages. 


“Kling” Hame Fastener 


The National Safety Snap Com- 
pany, Wilmington, Ohio, is manufac- 
turing the “Kling” hame fastener, 
which has been lately improved. The 
company states that the swivel link 
in this fastener eliminates the neces- 
sity of using springs and cotter pins, 
and makes the fastener practically 
automatic, with nothing about it 
which is liable to get out of order. 

After being attached to the end of 
the hame, the swivel link does not 
need to be removed, but it can remain 


in position for use at all times. To 
fasten the hames it is only necessary 
to place the hook over the end of the 

















The “Kling” hame fastener 


opposite hame and pull the lever. To 
remove the hames the lever is sim- 
ply released. The tension of the 
hames can be regulated by bending 
the lever backward or forward to con- 
form to the curvature and the size of 
the hames. This hame fastener is 
made of the best quality of malleable 
iron. 

The “Kling” hame fasteners list at 
$2 per dozen, and the retail price is 
25 cents each. 


“20th Century” 
Pumps 


The Berger Mfg. Company, Canton, 
Ohio, is manufacturing’ Berger’s 
“20th Century” pumps, which are con- 
structed of No. 29 gauge corrugated, 
galvanized steel. It is stated by the 
company that these pumps were de- 
signed to meet the demand for pumps 
which would not be harmed by freez- 


Berger’s 




















One of Berger’s “20th Century” pumps 


ing, and which would give great ca- 
pacity, although operating easily. 

The corrugation is stated to allow 
for any expansion and contraction, 
and to give exceptional strength to 
the pump. The diameters of the 
pumps were scientifically figured, to 
produce the maximum lift per stroke, 
thus reducing the effort required for 
operation. 


THE AMERICAN CHAIN COMPANY, 
Bridgeport, Conn., is about to start 
the erection of two buildings, 50 by 150 
feet and 50 by 200 feet, one story. 


Hardware Age 


Construction 
tfits 


The Bill Deezy Company, 141 Milk 
street, Boston, Mass., is marketing 
the Bill Deezy sets, which are com- 
posed of Flexible joints, steel con- 
struction rods, bracing wire, pulley 
wheels, etc. The Bill Deezy rods may 
be bent and cut to any size and the 
flexible joints that connect the rods 
may be bent to any angle. 

With the material contained in the 
Bill Deezy sets a boy or girl may 
construct numbers of working models, 
such as cranes, ferris wheels, coaches, 
elevator towers, etc. The Bill Deezy 
construction material is made up 


Bill Deesy 
u 

















Working model of a crane made with 
Bill Deezy construction material 
into a number of outfits. No. 50 con- 
tains 30 flexible joints, 25 12-inch 
coppered steel construction rods, 60 
feet bracing wire, 25 feet cable, 4 
pulley wheels, 2 cart wheels, 2 rub- 
ber tires, 1 pair pliers and 1 catalog. 
This outfit is priced at 50 cents. Out- 
fit No. 100 retails for $1 and Nos. 200 
and 500 are priced at $2 and $5 re- 

spectively. 

For the trade the Bill Deezy Com- 
pany is putting out assortments 
which list as follows. The $20 as- 
sortment retails for $32, the $50 as- 
sortment retails for $81.50 and the 
$100 assortment retails for $167. 


Nesco News for December 


Among other features in the De- 
cember number of Nesco News, which 
is published monthly by the National 
Enameling and Stamping Company, 
374 Broadway, New York City, is the 
company’s announcement that here- 
after its products will be packed with 
United Profit Sharing Coupons. 
Other features of this issue are: “In- 
ventories,” by C. D. Rockwood, and 
“Pay Envelope Prods the Memory.” 


The De Laval Monthly 


The December numbér of The De 
Laval Monthly, which is published by 
the De Laval Separator Company, 165 
Broadway, New York City, contains 
a biographical sketch of Benjamin J. 
Evans, one of the company’s Chicago 
office managers. Another feature of 
this issue is “Following up Prospects,” 
by Richard McAlpine, division super- 
intendent, Ottawa, III. 
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The Guarantee of Excellence 
on Files 


Nicholson Files Keep 
The. Register Ringing 


Every day sees new music composed to catch the public ear, 
but the old metallic ring of the cash register is still the sweetest 
music the merchant can hear. 


‘‘Nicholson”’ Files keep the bell ringing with a regularity that 
would do credit to a sharpshooter in a target gallery. 


Are you getting your share of the tool trade? Expert workmen 
go to the store that sells standard goods. They know that a 
dealer who sells “Nicholson” Files has as much regard for their 
welfare as for his own. And when they want other things 
they go to the man who sold them “‘Nicholson’’ Files. 


Get our Catalog and “File Filosophy.”’ They'll show the way 
toaconstant ringing of the register bell. Sent FREE on request. 


Nicholson File Company, Providence, R.I. 
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ACCESSORIES 


Ford’s Agents’ Contract Held Invalid 


AN opinion of interest to all 
manufacturers and dealers in 
motor cars was handed down De- 
cember 4 by Judge Hollister of the 
United States District Court at 
Cincinnati, Ohio, in which he holds 
that the contracts entered into by 
the Ford Motor Company, Detroit, 
Mich., with its agents whereby the 
resale price of Ford cars was fixed 
by the Ford company, are invalid. 
The matter was brought up in a 
suit filed more than a year ago by 
the Ford company against the 
Union Motor Sales Company, Lu- 
cian A. Soward, J. Carl Horton, 
Earl Saunby and William T. 8S. Yo- 
cum, all of Dayton, Ohio. 

The Ford company, in this suit, 
sought an injunction to restrain 
the defendants from representing 
that they could and would sell Ford 
cars at less than the regular list 
price of the Ford company, from 
dealing in Ford cars, and from 
“conspiring” with regularly li- 
censed agents of the Ford company 
to break the company’s price re- 
strictions and obtain cars from 
them at prices less than the regu- 
lar retail prices as fixed by the 
company in contracts with its li- 
censed agents. 

It was proved at the hearing of 
the case that the defendants did 
obtain Fords from regular Ford 
agents at prices which made it pos- 
sible for the defendants to resell 
them to persons holding member- 
ship in the Union Motor Sales Com- 
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pany at a price less by from 10 to 
15 per cent. than the regular re- 
tail price fixed by the Ford com- 
pany. 

The court’s opinion covers four- 
teen typewritten pages and it dis- 
cusses at length the rights of a 
manufacturer-patentee-licensor un- 
der the patent laws and under the 
Sherman Anti-Trust Act. Judge 
Hollister holds that the Supreme 
Court of the United States does not 
approve of a license contract of the 
form employed by the Ford com- 
pany. He says in part: 


The rights of the parties depend 
upon the construction to be given the 
written contracts entered into be- 
tween the Ford Motor Company and its 
so-called dealers-licensees, and so far 
no case involving a contract precisely 
like the agreement between the com- 
plainant and the dealers who sell the 
cars made by it and covered by its 
patents has been presented to the 
Supreme Court. An agreement by the 
patentee giving to another a license 
to manufacture under the patent and 
to sell at a fixed price on small roy- 
alty has been held not to come within 
the condemnation of the Sherman 
Anti-Trust Act. (Bement vs. Har- 
row Company.) 

It is conceded that contracts such 
as made by the complainant with its 
dealers would, were it not for the fact 
that the article sold was made by the 
complainant under its patents, be 
contrary to public policy under the de- 
cisions in Dr. Miles Medical Company 
vs. Parke. But it is claimed that 
since the complainant does manufac- 
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ture its cars under its own patents it 
has the right to maintain a monopoly 
of the exclusive right to sell, granted 
by the patent laws, by a contract of 
sale with its dealers fixing the price 
on resale at which the dealers may 
sell to the users, although by so doing 
the competition between the dealers 
is thereby effectually prevented. 

There is, however a marked differ- 
ence between these contracts and the 
license contract to which the Supreme 
Court has given its approval. For, in 
this case, the patentee is the maker 
and does not, in terms at least, receive 
a royalty, but actually sells each ma- 
chine for a price fixed by itself, and 
is paid by the dealer all that the 
maker asks for the article sold. There 
is no question of use or restricted use, 
as in Henry vs. Dick, for the contract 
is either a complete sale of the ex- 
clusive right to sell, given the com- 
plainant under the patent laws, or a 
license to sell, which involves a reser- 
vation of some part of the exclusive 
right to sell, or, as contradistinguished 
from these, amounts to a sale. 

For the purpose of this case it may 
be assumed that if the contract par- 
takes of the quality of a sale of the 
exclusive right to sell, or of a license 
to sell, it is a good contract which the 
complainant may legally enter into 
with its dealers, and under the facts 
proved in this case an injunction must 
issue against the defendants. 

But if, under the terms of the con- 
tract, the complainant has sold the 
motor cars made by it and delivered 
the sale to its dealers, passing the 
title upon the receipt of the contract 
price, then, under the decisions of the 
Supreme Court, and on principle, the 
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Here's a Big Business 


Opportunity 


Never in the history of the motor 
car business has there been 
such a demand for a low-priced, 
reliable electric warning signal 
as there is right now. 


Countless accidents—many of 
them grim tragedies — have 
more than impressed upon the 
minds of motorists the absolute 
worthlessness of the old bulb 
horn and the buzzer type of 
electrical devices. 


Right in your own locality there 
exists a big demand for the 
Sparton Warning Signal. 


We have helped to increase this 
demand by our big national 
advertising campaign. 


By making Sparton Warning 
Signals superior in quality of 
tone and workmanship. 


By manufacturing in such large 
quantities that we can sell 
them at a price practically half 
that of any other reputable 


warning signal. 


Seventy-five per cent. of motor 
cars sold equipped with an up- 
to-date warning signal are 
Sparton equipped. 


This is in itself a glowing tribute 
to the quality and character of 
the Sparton. 


There are thousands and thou- 
sands of motor cars that will be 
compelled to equip with an 
efficient and unfailing warning 


signal. 


Fach and every one of these car 
.owners will buy the signal that 
offers the most for the money, 
and the Sparton is that one. 


Can’t you see the wonderful pos- 
sibilities the Sparton offers the 
wide-awake business man? 


We are now offering special in- 
ducements to dealers to handle 
Sparton Warning Signals. 


We know that it will be of in- 
terest to you. 


Send today, for our dealers’ 


proposition. 


The Sparks-Withington Company 


Jackson, Michigan 
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conclusion, in my judgment, must be 
that by such sale the complainant has 
exercised its exclusive right to sell, 
so far as the particular commodity 
sold is concerned, and cannot legally 
fix the price at which the dealer shall 
resell. The contract does not deal with 
the use of the motor car sold. Hence, 
to call it a contract for “restricted 
sale” is a misnomer, and the adoption 
of such a definition is, as said by Jus- 
tice Day, “a mere play upon words.” 
(Bauer vs. O’Donnell.) 


Burleigh’s Watch Car- 
rier 


George K. Burleigh, Penacook, 
N. H., has recently brought out a 
new device which is styled Bur- 
leigh’s watch carrier. This carrier 
is made from steel wire, which ig 
covered with woven linen thread. 
The watch carrier is designed to be 
attached to the steering column or 
robe rail of a motor car in such a 





A view of Burleigh’s watch carrier 
mounted on the steering column of a 
motor car 


way that it is plainly visible to the 
passengers in the rear seat. 

Burleigh’s watch carrier is made 
with an independent spring, which 
is designed to prevent injury to the 
watch from the vibration of the car. 
Both the model of this watch car- 
rier which is intended to be at- 
tached to the steering column and 
the model for use on the robe rails 
list at $1. 


A New Aluminum 
Solder 


The German-American Alumi- 
num Company, 25 West Forty-sec- 
ond street, New York City, has re- 
cently brought out the German- 
American aluminum solder. This 
new solder is the invention of Karl 
R. Peters, a metallurgist of Berlin, 
Germany, and at the present time 
it is being manufactured in this 
city as well as in Germany. The 
inventor claims that no breaks are 
too complicated to be repaired by 
this new method, and that the work 
can be done at a saving of at least 


one-third the cost of welding. The 
strength of the solder, according to 
Mr. Peters, is about double that of 
aluminum as regards its resistance 
to tensile strains, and even greater 
in regard to its resistance to bend- 
ing. 

In performing the work on an 
aluminum casting which has been 
broken into a number of pieces, 
the various parts are matched as 
closely as possible and screwed 
down on a jig. The fractures are 
then chiselled in the form of a V- 
shaped slot in the same manner as 
for a welding job. The solder, 
which melts at a temperature of 
400 degrees Fahrenheit, is then run 
into the slot and finds its way down 
into crevises between the pieces of 
metal. Upon solidifying, the joint 
is made. This solder is of secret 
composition, containing eight in- 
gredients, five of which are metals 
and the other three salts of metals. 


Benjamin Marine Horn 


The Benjamin Electric Mfg. Com- 
pany, 120-128 South Sangamon 
street, Chicago, Ill., is manufactur- 
ing a variety of warning signals, 
some of which are herewith illus- 
trated. The Benjamin marine horn, 
which is shown at the top of the 


‘ accompanying cut, is stated to com- 


ply with all government require- 
ments. It will produce a long-con- 
tinued blast, or a blast of short 
duration, as desired. It may also 
be stopped or started instantane- 
ously, thus permitting code signal- 
ing. 

The Benjamin battery case for 
motorcycles will hold two flashlight 























From top to bottom: Benjamin mo- 
torcycle horn, Benjamin battery case 
and Benjamin marine horn 
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batteries. These batteries, when 
placed in the battery case with 
their copper terminals at the top, 
are automatically connected in 
multiple, which effects a saving in 
current. The battery case is made 
of sheet steel, which is highly fin- 
ished in black enamel. The case 
has two mounting brackets. 

The diaphragm, contact and 
armature springs of the Benjamin 
motorcycle horn are made from 
Swedish steel. The magnet and 
armature are built of plates or 
laminations of Norway iron. The 
contacts are of silver, and they are 
so arranged that they are self-clean- 
ing. 


New “Red Head” Prim- 
ing Plugs 


The Emil Grossman Mfg. Com- 
pany, Inc., Bush Terminal, Brock- 
lyn, N. Y., is placing on the market 

















The new “Red Head” priming plug 


the new “Red Head” priming plug, 
which is made for the Ford Car. 
The company states that this spark 
plug is of exceptionally good con- 
struction, the porcelain being guar- 
anteed not to crack from the heat 
of the motor. The large steel 
bushing of this plug offers ample 
gripping surface for a wrench, and 
the long body shell overcomes the 
depression in the cylinder head and 
the nut. 

It is stated that the priming cup 
holds sufficient gasoline, and that 
the firing points will not corrode or 
burn away. The oil drip bend is 
stated to keep the point clean. 

The lower end of this spark plug 
has two insulating surfaces, which 
gives double protection against 
short circuits from carbon, and the 
expansive firing chamber prevents 
the plug from becoming choked by 
oil and soot. The company claims 
that the threaded stem, which is 
sunk and baked into the porcelain 
will not twist or break off when the 
terminal is being tightened. The 
new “Red Head” priming plugs re- 
tail for $1.25, in either porcelain 
or mica. 
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that draws profitable trade. 


ISPLAY WEED CHAINS IN YOUR WINDOWS 
AND SALES ROOMS AND YOU DISPLAY 


Chains—they never make dead stock. 
Even when roads and pavements are 
dry the experienced motorist will 
buy—‘“In time of surishine he prepares 
for rains, stops at his dealer’s and buys 


Weed Chains.’’ 


Don’t forget to order a stock of Weed 
Cross Chains, too. We will send you an 
attractive board on which you can dis- 
play our Cross Chains to the best advantage 
if you will but write for it. Now’s the 
time. Write for it now. 


Weed Chain Tire Grip 
Company | 
Bridgeport, Connecticut 


Manufactured for Canada by 


DOMINION CHAIN COMPANY, Limited 
Head Office: Shaughnessy Building, Montreal, Canada 
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How to Apply a Non- 
Skid Tread Band 


Tear down the tire to be retread- 
ed, cement and build it up to the 
breaker strip just as if you were 
going to apply a plain tread. While 
you are cementing the tire, buff 
and cement the tread band on the 
inside the same as you cement the 
tire. 

Before the tread is applied, take 
a strip of tread gum one-sixteenth 
of an inch thick, about three-quar- 
ters of an inch wider than the 
tread and long enough to reach 
around the tire and apply it on top 
of the breaker strip and rol! it 
down thoroughly. This is neces- 
sary to insure a perfect union be- 
tween tread and carcass. Next, 
place a strip of muslin about three 
inches wide around the tire and a 
little to one side of the center. 
Then snap the tread band over the 
muslin, which prevents the band 
from sticking to the uncured gum 
until you have a chance to line it 
up. Next, move the tread until it 
is exactly centered all around the 
tire. This can be accomplished by 
means of a pair of dividers, meas- 
uring the distance on each side 
from the base of the outside blocks 
to the toe of the bead. After the 
tread band is in line, pat it down 
on the side that has no muslin and 
remove the muslin. Then roll the 
tread down thoroughly. 

In curing, before the jacket or 
cross-wrap is applied, make a paste 
about the consistency of mortar, 


with soapstone and water, and fill - 


in the hollows in the tread design 
even with the surface. This will 
prevent the non-skid projections 
from being pressed out of shape 
during the cure. 


The Moto Kart Parcel 
Carrier 


The Moto Kart Company, 1790 
Broadway, New York City, has pub- 
lished a new booklet which describes 
and illustrates the Moto Kart, which 
is a gasoline propelled parcel carrier 
made by the company. This catalog 
is well printed and contains 11 pages. 


New Hoyt Multimeter 


The Hoyt Electrical Instrument 
Works, Penacook, N. H., has placed 
on the market a pocket-size instru- 
ment for indicating low values of 
voltage and current simultaneously. 
This new device consists of two 
complete instruments which are 


mounted back to back in a small ' 


cylindrical case, both faces of 
which are provided with a dial that 
is covered with plate glass. 

The Hoyt volt ammeter measures 
2.25 inches in diameter and 1.25 
inches in thickness. The pointers 
are operated by separate movable 
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A five-passenger motor car emerging from one 
garages 


coil armatures which are pivoted on 
jewel bearings between the poles of 
permanent magnets. Voltages 
ranging from 0 to 40 and currents 
from 0 to 40 amperes can be meas- 
ured with this instrument at the 




















New Hoyt multimeter 


same time by connecting it with 
the proper terminals, of which 
there are five. 








of the Taylor portable steel 


Taylor Garages 


The Taylor Mfg. Company, 219 
Glenridge avenue, Montclair, N. J., 
is manufacturing the Taylor por- 
table steel garages, which are made 
with a concealed ventilator in the 
ridge. The company states that 
this is an exclusive feature, and 
that it makes the Taylor garages 
cool in summer and warm in win- 
ter. The four 2-foot front doors 
in these garages buckle over at the 
corner, making it impossible for 
wind to blow them together. The 
center panel can be opened, allow- 
ing a 2-foot entrance door. 

The ribs of the Taylor garages 
are interlocking joints, which the 
company states cannot bend, thus 
giving these buildings exceptional 
strength. All of these garages are 
frameless, and it is claimed that 
any one, working only with a screw 
driver and a monkey wrench, can 
erect one of the special Ford gar- 
ages in from four to five hours. 
These buildings are made entirely 
of steel, and they are fireproof. 

The metal window frames are 
semi-open at the top. The owner 
can slide in a new pane of glass in 
a second, without removing the 
window frame. Each section is 
lettered, and a set of blue prints 
are shipped with each building, 
showing the directions for erection. 

The company manufactures a 
garage for Ford cars which lists 
at $140, with a discount to jobbers. 
The Ford garage measures 10 by 
14 feet. The garage shown in the 
accompanying illustration is one 
of the Taylor Mfg. Company’s 
standard models. This garage 
measures 12 by 18 feet and it re- 
tails for $240, this price being sub- 
ject to a discount also. 
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ARGO x $295 
shaft drive 
2-passenger f.o.b. factory 


MOTOR - VIQUE 


bb. Windshield, Headlights and 
enerator attached, $29 extra 


“Cheaper Than Carfare” 


So say many delighted owners 


Think of it! Here’s a good-looking, sturdy, durable and reliable motor- 
vehicle—at the lowest first cost, the lowest operating cost and the lowest up- 


keep cost in the history of the world. 


It is not a “cycle-car,” full of freak no- 


tions, nor has it the complicated mechanism of an expensive automobile. It 
is a distinct type of vehicle, furnishing for the first time 


Motor Transportation for the Millions 


We didn’t blow trumpets or beat drums before the 
Argo Motor - Vique was an accomplished fact. We 
have not promoted the idea nor have we sought orders 
or selling contracts on the basis of what we hoped to 
accomplish. 

We have put our money and two years of the hardest 
kind of effort and experiment back of the Argo be- 
fore we let a whisper of it get out to the general public. 

For we had two problems to solve. First: To build 
a car to sell for less money than any motor car had 
ever sold before. Second: And this was far and away 
the hardest part—to build at such a price a car that 
would represent real motor transportation to millions 
of people unwilling or unable to pay more. When you 
examine the Argo you'll see how well we have suc- 
ceeded—and we’re content to rest on that. 

The designers and inventors of the Argo (and it 
is covered by many patents) have been connected with 
the motor-car business practically since its inception. 

The car originated in the workshops of Briscoe 
Fréres, in Paris, France. In its first form, the Argo 
Motor-Vique was shown at the Paris Salon in Octo- 
ber of 1913. It was the sensation of the Show. During 
the seven days in which it was exhibited purchase 
offers were made for over 3700. 

The war, of course, held up European developments, 
but the work in the United States has been pushed 
forward as rapidly as the building of special machin- 
ery and the perfecting of manufacturing details would 
permit. The factories at Jackson are now equipped 
to produce 40 cars a day. 


ARGO MOTOR CO., Inc. 


Enormous Market 


It requires little thought to see that the Argo Motor-Vique 
has a sales field the like of which no motor-vehicle ever ap- 
proached before. No such opportunity for big volume of 
business and sure profits has ever been offered to the dealer. 
It is no exaggeration to say that there are a million prospec- 
tive purchasers—and the car will be nationally advertised. 


Automobile, Motorcycle, Implement or 
Hardware Dealers Wanted Everywhere 


As quickly as possible we want nation-wide reputation for 
the Argo Motor-Vique. There’s no need to dwell any further 
upon its possibilities for the dealer—your own common-sense 
will tell you more than we could say. 

So it’s going to be a case of “first come, first served.” 
Write or wire what territory you want and what you are 
now doing. Figure your allotment on a basis of one car per 
year for every 250 of population. For that is approximately 


what we shall ask you to contract for. va 
But get busy. Eliminating all “hot air,” this is the chance 


of a lifetime for a live man. 


Specifications 


Motor: Briscoe Fréres L-head type; 25/164; 4 cylinders cast en 
bloc; 3-point suspension; Coorg: Thermosyphon system, standard honey- 
comb radiator. Clutch: Internal cone type, leather faced. Transmission: 
Sliding gear, two speeds forward, and reverse, Azle: Front, I-beam, 
rear p Poe special. Drive: Shaft, through universal joint. Bearings: 
Ball bearing complete from engine to wheels. Springs: Full elliptic 
front and rear. Brakes: External contracting. Carbwretion: Standar 
automatic type. Lubrication: Self-contained constant-level splash sys- 
tem: sight gauge on dash. Ignition: Timer distributor of grass battery 
economy, suitable in quality for a $3,000 car. Frame: Pressed steel 
channel. Wheels: Wire, clincher-rim; 90-inch wheelbase, 44-inch tread. 
Tires: 28-inch. Control: Single pedal, spark and throttle on steering 
column. Body: Dark finish, two-passenger; seat 24x42 inches; leg 
room 38 inches. Gasoline: 6-gallon tank, gravity feed to carburetor; 
35 to 40 miles per gallon; speed 5 to 40 miles per hour. Equipment: 
Twa side oil lamps, oil tail lamp, horn and tools. Headlights, top, wind- 
shield and generator attached, $29 extra, 


Jackson, Michigan 
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NOTES OF THE RETAIL HARDWARE TRADE 


Bow ISLAND, ALBERTA.—Wilmot Brothers have been suc- 
ceeded by the Bow Island Hardware Company, Ltd 


CRAIGMYLE, ALBERTA.—The hardware business of Stanley 
Brothers has been taken over by C. L, Fitlington. 


DRUMHELLER, ALBERTA.—Wright & Wildman have re- 
cently started in business here. 


LANGDON, ALBERTA.—The firm name of Hill & Morey has 
been changed to the Hill Hardware Company. 


y ALBERTA.—The Taber Hardware Company, 


ABER, 
has discontinued business. 


NEwPorRT, ARK.—The Johnson-Averha Hardware Com- 
pany, whose stock and store were eo! destroyed by 
fire, has concluded negotiations with the Wolf-Goldman Mer- 
cantile Company for its store, warehouse and entire stock of 
hardware, stoves, implements, sporting goods, furniture and 
carpets, and wil! start in business about Feburary 1, 1915. 
Catalogs covering shelf and heavy hardware, stoves and tin- 
ware, graniteware, harness and saddlery, sporting ¢g . 
queensware, implements and vehicles, composition and steel 
roofings, iron pipe and mill supplies, belting, hose, furniture 
and floor coverings, are requested. 


GRAND JUNCTION, CoL.—The partnership existing between 
Chapin & Vorbeck, owners of a = ogg, | goods store here, has 
been dissolved, Mr. Vorbeck retiring. he business will here- 
after be conducted by Herbert C. Chapin. 


CHICAGO, ILL.—The Rainbow Sporting Goods Company will 
open a new store at 72 East Madison street, as soon as the 
building can be made ready for occupancy. 


Homer, Itut.—J. G. Eberle, of Champaign, has purchased a 
half interest in a sporting goods and hardware store here, 
and is now in charge. 


Hoopeston, Itu.—The implement business of Campbell & 
Henderson has been transferred to the A. H. Campbell Com- 
pany. Catalogs pertaining to churns, cream separators, gaso- 
line engines, harness, heavy farm implements, washing ma- 
ae wagons and buggies, mechanics’ tools and pumps re- 
quested. 


VINCENNES, IND.—The Walker Hardware Company, com- 
posed of Thomas R. Walker and E. E. Walker, has acquired 
the stock of the Boeckman Hardware Company, which com- 
prises automobile accessories, baseball goods, bathroom fix- 
tures, belting and packing, bicycles, buggy whips, builders’ 


Ltd., 


hardware, building paper, children’s vehicles, churns, cream’ 


separators, crockery and glassware, cutlery, dairy supplies, 
dog collars, dynamite, electrical household specialties, fishing 
tackle, furnaces, galvanized and tin sheets, gasoline engines, 
hammocks and tents, heating stoves, heavy hardware, kitchen 
cabinets, kitchen housefurnishings, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, prepared roofing, 
puraps, ranges and cook stoves, refrigerators, sewing ma- 
chines, shelf hardware, silverware, sporting goods, tin shop, 
om a machines. Catalogs requested on hardware spe- 
cialties. 


Casey, Ia.—The stock of C. S. Galiher, comprising bathroom 
fixtures, dairy supplies, sporting goods, silverware, wagons 
and buggies, etc., has been acquired by Reed Bros., which will 
be combined with their own. Catalogs covering hardware and 
implements requested. 


CHARTER OAK, I4.—Munster & Pruehs have established 
themselves here as successors to the Ricketts Auto & Imple- 
ment Company, dealing in belting and packing, children’s 
vehicles, heavy hardware, mechanics’ tools, ranges and cook 
stoves, wagons and buggies, washing machines and shelf hard- 
ware. 


GRUNDY CENTER, IA.—The hardware store of C. C. O’Connor 
has passed into the possession of G. C. Pettit. The stock con- 
sists of the following: Bathroom fixtures, bicycles, builders’ 
hardware, building per, children’s vehicles, churns, cream 
separators, cutlery, dairy supplies, dog collars, dynamite, elec- 
trical household specialties, fishing tackle, furnaces, galva- 
nized and tin sheets, gasoline engines, hammocks and tents. 
ervcangg J stoves, heavy hardware, home barbers’ supplies, lino- 
leum, lubricating oils, mechanics’ tools, paints, oils, varnishes 
and glass, plumbing department, poultry supplies, pumps, 
ranges and cook stoves, refrigerators, shelf hardware, tin shop, 
washing machines, on which catalogs are requested. 


KENT, Ia.—Patch & Worthington have acquired title to the 
store of the Thomas Hardware Company, dealing in baseball 
goods, bathroom fixtures, belting and packing, bicycles, buggy 
whips, builders’ hardware, building paper, children’s vehicles, 
churns, cream separators, cutlery, dairy supplies, dog collars, 
dynamite, fishing tackle, furnaces, furniture department, gal- 
vanized and tin sheets, gasoline engines, hammocks and tents, 
harness, heating stoves, home barbers’ supplies, iron beds, 
kitchen cabinets, kitchen housefurnishings, linoleum, lubricat- 
ing oils, mechanics’ tools, ints, oils, varnishes and glass, 
plumbing department, poultry supplies, prepared roofing, 
pumps, ran and cook stoves, refrigerators, sewing ma- 
chines, shelf hardware, silverware, sporting goods, tin shop 
toys and games, wagons and buggies, washing machines, wall 
paper. Catalogs requested on the above items. 


SMITH CENTER, KAN.—E. B. White, who recently started in 
business, has disposed of his hardware stock to R. E. Hender- 
son, and his implement stock to W. H. Morsh & Son, 
possession to be given January 1, 1915. He has purchased 
the hardware and implement stock of H. M. Balch, of Eldo- 
rado, Kan., and will increase his line by the addition of 
carpets, furniture and housefurnishings. Catalogs relating 
to — hardware, locks, hinges and general hardware re- 
quested. 


MARQUETTE, KAN.—Collier & Nordstrom heve recent! 
opened a hardware store here. ee 


OSBORNE, KaAN.—L. E. Woodward has sold his interest in the 
hardware business of Woodward & Leaver to Joseph Mason. 
The new firm will operate under the title of Leaver & Mason. 
Catalogs pertaining to pumps, windmills, tanks and gasoline 
engines requested. 


ADAMS, Mass.—P. J. Vrabel, conducting a business in base- 





ball goods, heavy farm implements, cutlery, toys and games, 
mechanics’ tools, fishing tackle and lime and cement, is hav- 
ing many alterations and improvements made in his store. 
He requests catalogs on hardware specialties. 


Brockton, Mass.—The Brockton Hardware Company has. 
been incorporated with a capital of $50,000. The incorporat- 
ors are Joseph F. Gardner, James P. Smith, Alfred P. Goodell 
and Charles A. Hurst. 


ALLEN, Micu.—O. L. Hewitt has traded his hardware stock 
to Frederick Baker & Son, who will in addition carry a line. 
of implements. 


Beprorp, Micu.—The store of John Payette has been pur- 
chased by the A. D. Wright Company. The firm handles a 
line of bathroom fixtures, children’s vehicles, fishing tackle, 
furnaces, shelf hardware, sewing machines, toys and games, 
wagons and buggies, oil cloth and mechanics’ tools, etc. 


LOWELL, Micu.—The Scott Hardware Company has as- 
sumed management of the business heretofore carried on by 
M. W. Gee of Plainwell. The stock includes a complete line 
of hardware. The firm requests catalogs on general hard- 
ware, furnaces and roofing. 


CAMBY, MINN.—The hardware business of J. O. Peterson 
has been taken over by J. H. Clark, who handles a complete 
line of hardware. 


FARMINGTON, MINN.—The hardware and implement busi- 
mone, 06 5 H. Sprute has been purchased by W. G. Hopps of 
us y. 


WILLMAR, MInn.—Under the title of the C. A. Randall Im- 
plement Company, C. A. Randall and Harry Feifarek will con- 
duct the business of S. E. Stansberry, carrying ay | and 
packing, cream separators, gasoline engines, harness, heavy 
farm implements, pumps, paints, oils, varnishes and glass, 
wagons and buggies and washing machines. 


BEATRICE, NeB.—G. O. Raines & Co. are successors to Niepel 
& Kinman. A line of implements is carried by the concern. 


FREEHOLD, N. J.—The Shore Hardware Company, of Bel- 
mar, has opened a branch store here. ' 


Honokus, N. J.—J. Shaffer, who carries a stock of elec- 
trical goods, will shortly add a line of hardware. 


JERSEY City, N. J.—J. H. Cullman, for many years con- 
nected with the Boynton Furnace Company, has opened a 
store at 207 Jackson avenue, and will carry a stock compris- 
ing the following items: Bathroom fixtures, builders’ hard- 
ware, cutlery, dog collars, electrical household specialties, 
galvanized and tin sheets, heating stoves, heavy hardware, 
kitchen housefurnishings, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, ranges and cook stoves, shelf: 
hardware, toys and games, washing machines. Catalogs re- 
quested on the above. 


WESTFIELD, N. J.—A change of management has taken 
place in the Westfield Hardware Company, Leroy F. Duke 
having disposed of his interest to C. A. Magee. Mr. Duke 
will continue to serve as a director and vice-president of the 
company. 


MANCHESTER, OHIO.—Roush Bros. have opened a hardware 
— here. The firm handles a line of implements, hardware, 
etc. 


WILMINGTON, OHIO.—The hardware store of J. W. Sparks, 
which he had conducted for the past forty years, has changed 
hands. The new owner, George D. Haworth, will, about 
February 1, 1915, assume possession under the title of the 
Sparks Hardware Store, and carry a stock of belting and 
packing, buggy whips, churns, cutlery, heating stoves, pre- 
pared roofing, wagons, pumps and washing machines. 


EL RENO, OkiLA.—There has been a change in the ownership 
of the store of Tinkelpaugh-Perry Company. E. G ing is 
now in possession. 


ALLENDALE, S. C.—The Allendale Hardware Company has 
been incorporated to conduct both a retail and wholesale 
business in automobile accessories, baseball goods, bathroom 
fixtures, qe and packing, bicycles, buggy whips, builders’ 
hardware, building paper, children’s vehicles, churns, crockery 
and glassware, cutlery, dairy supplies, dog collars, dynamite, 
electrical household specialties, fishing tackle, galvanized and 
in sheets, gasoline engines, hammocks and tents, harness, 
heating stoves, heavy farm implements, heavy hardware, 
home barbers’ supplies, kitchen housefurnishings, lime and 
cement, lubricating oils, mechanics’ tools, oil cloth, paints, oils, 
varnishes and glass, plumbing department, prepared roofing, 
pumps, ranges and cook stoves, shelf hardware, silverware, 
sporting goods, tin shop, washing machines, on which catalogs 
are requested. 


TEKOA, WASHINGTON.—Merriam Brothers have succeeded 
Gilbert & Sons in the implement business here. 


DEPERE, Wis.—A change was made recently when R. J. 
McGeehan, Son & Co. disposed of their hardware, plumbing 
and heating departments to Alfred Fleck. Mr. Fleck will 
add the newly acquired stock to his own line, consisting of 
automobile accessories, baseball goods, bathroom fixtures, 
belting and packing, bicycles, buggy whips, builders’ hard- 
ware, building paper, children’s vehicles, churns, cream sep- 
arators, cutlery, dairy supplies, dog collars, fishing tackle, fur- 
naces, galvanized and tin sheets, gasoline engines, harness, 
heating stoves, heavy farm implements, heavy hardware, 
lubricating oils, mechanics’ tools, paints, oils, varnishes and 
glass, plumbing department, prepared roofing, pumps, ranges 
and cook stoves, sewing machines, shelf hardware, silverware, 
sporting goods, tin shop, toys and games, wagons and buggies, 
washing machines, and open about January 1, 1915, under 
the firm name of the Fleck Hardware Company. The busi- 
ness is both retail and wholesale. 


DovusMAN, Wis.—E. L. Miller, who has been dealing in 
automobile accessories, baseball goods, bicycles, buggy whips, 
cream separators, dynamite, heavy hardware, hammocks and 
tents, pumps, prepared roofing, plumbing department, silver- 
ware and shelf hardware, has sold out to June F. Price... 
Catalogs requested. 
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These You Want to Handle 
Are -. the Sort of Motor 
the Lubricants 


Biggest : That reduce friction to a minimum— 
° = reduce wear to a negligible quantity 
Little —the sort that your customers will 


come back again and demand. 


ge HARRIS 


““O OE . ‘s PAT. OFF, 








ah 


canines 


are this sort—quality lubricants. Get. 
our proposition to Hardware Dealers. 
We make special lubricants for en- 


























The above illustration is a correct PHOTO- ' ines. motors. superheat 
GRAPHIC Tepretneen of the “HANDY-MAN” COM- Sines, turb ’ . P a ed 
BINATION TOOL KIT—a radical departure in high- steam engines, etc. Write us about it. 
which isto get RAL TOOL EFEICIENGY and Long W 

a ‘*A Little Goes a Long Way 
PRACTICAL UTILITY in the SMALLEST space pos- 
sible (size 6 by 5 b b y 2)! al iia . and Every Drop Counts.’’ 
~ consists o een splen properly 
tempered and USEFUL tcols in combination with We are Exhibiting at = Auto- 
an INTERCHANGEABLE HANDLE! = mobile Shows—Space 

Indispensable to the Automobilist, the Householder, the Farmer, Be C-88, 3d Floor, fone Gentes 
_ 7 nee I a Fah Og ede ER _ the Home— a Palace, New York. 
the ce— actory—the Shop— = llery, hicago 

SELLS ITSELF INSTANTLY ON PRESENTATION! No “talk- a 
= a a of time necessary—JUST SHOW this Kit and your = 
sale is made! = 

Encased in an indestructible drawn-steel box. Attractive Ad- = W 
vertising Literature, Display Signs and our a, = = hlets = A. . HARRIS 
“THE STORY OF THE BIGGEST LITTLE TOOLS O =” a 
furnished all dealers. = OIL CO. 

Write today for full information covering this splendid proposi- = 
tion. = 326%. Water St , Providence, R. I. 

SOLE MANUFACTURERS Chicago, Ill. 





Maryland Bidg., Washington, D. C. 




















Stock the GENUINE! RIGHT NOW IS THE 
—the DELTA Hand Lamp! _ TIME TO STOCK— | 


An electric hand lamp, usi rdinary No. 6 dry battery, to . 
ve AB tloctric band lamp, using one ordinary No. 6 dry battery The leading battery lantern 
It is every merchant's “wa to sell —— goods on yh 


guccese are found ~~ ~y* the DELTA. Stewie wae teamed Che 
mi BEERS 


ELTA Z¢ES7RIS 





Repeat orders from Dealers prove the demand for this 
ge Electric Hand Lantern is increasing every 
da e days are growing shorter—the need for such 

He is more urgent. {It is just the time now, 









Lamp of 1000 Uses ! to send your stock order. It’s just the time, to realize 
more sales, and larger profits, because the BEERS 
Another thing—the DELTA Is Lantern is a quick seller. Its leadership in the — 
aan = Advertised. It is tern field is unquestioned. Everybody needs on 
the t _money -maker Makes an attractive Holiday Gift. 


among hts which dealers Catch an early mail with a stock 
have. It —— ae order. {The time is now ripe for 
the marketing of thousands of 
BEERS Lanterns. You can get 
your full share of this business 


acting quick. 
The Beers 


Sales Co. 


1005 Broad Street 








erns candles ry 
flashlights. Absolutely safe. 
Bought by thousands of 


eemeowsves, Auto 
mobilists, nvtnes 
ee a ne 


Railroad Men, Fire- 
men, Watchmen, In- 
spectors, etc., ete., etc. 


Has cold rolled steel case, special e 

Tungsten bulb, imported 

polished lens, handle and — Br idgeport, 
Retail price, $2.00. Conn. 


special] 
Dealer offer. Stock quickly a t the 
business! At your jobber’s or shipped 
direct from fac ctory. Write to-day! 


Four Big Winners 
“ig —— Bicycle aap Auto Tail 


Light, Buggy Combination Head, Side, 
— Tai) Light and a Blectele Table 
8% Imches High Lamp. vestigate 


D ELTA ELECTRIC COMPANY, Marion, Ind. 


Manufacturers of Meritorious Electric Specialties 
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A Good Position For You 


may be listed in one of the 


Help Wanted and 
Business Opportunity 


Advertisements 2c. per word 
—$1.00 minimum rate. 


M AKEIT A POINT 

















ads. on this page. Better 


it. 





read them all over and find 
If not—an ad. will let 
the others know your want. 





Situations Wanted 


2c. per word—soc. minimum. 
Display rates on request. 
These Advertisements are Pay- 
able in Advance 





read these pages. 
a part of the service you 
are paying for. 


every week to 
It is 








Help Wanted 


Situations Wanted 








Business Opportunities 





Original letters of reference should 
not be enclosed with replies to ad- 
vertisements appearing in these col- 
umns as they are frequently mis- 
laid and lost. A copy of the refer- 
ence will serve the purpose, 





MANUFACTURER of full line 
household specialties wants local 
representatives in all important cities 
to handle line on commission. De- 

rtment stores, hardware dealers, 
instalment houses, premium  con- 
cerns, are all big users. State ex- 
perience, lines handled and territory 
covered. We want none but those 
who can “make good.’ For such 
our proposition is an excellent one. 
Address “S. H.,” care HarpWArE 
Ace, New York. 





SALARIED POSITIONS. 

We have calls for tinners, plumb- 
ers, salesmen, clerks, stenographers, 
etc. If you wish a position we can 
place you. Write for particulars— 

laces you under no_ obligations. 

stems Service Company, St. Louis, 
issouri. 





WANTED—A live man in every 
State to sell our line of “JIFFY” 
HINGES on a commission basis. 
We want none but those who can 
“make good” on an article of merit. 
Rock City Mfg. Co., Wabash, Ind. 





WANTED—Competent man, ex- 
perienced in manufacturing cutlery 
or small tools, to take charge of shop 
makirg shears from forgings. Must 
be capable of handling men on the 
different operations and up-to-date in 
matters of costs, etc. An oppor- 
tnity for right man. Give experi- 
ence, references and age. Address 
“G. O.,” care Harpware AcE, New 


York. 


- 





WANTED—An experienced hard- 
ware salesman. Must be well ac- 
quainted with the largest hardware 
jobbing houses of the country. Give 
experience, age and salary expected, 
also references, both as to ability 
and sobriety. Address “‘H. T.,” care 
Harpware Ace, New York. 





WANTED—Hardware man _ in 
wholesale house; builders’ hardware, 
furnace, hot water and steam heat- 
ing department; must be able to do 
estimating; prefer practical man 
with retail hardware experience. 
State experience in detail, age and 
last salary. Hardware Company, 
Flat 5, 1423 West 26th Street, Min- 
neapolis, Minn. 





SALESMAN CALLING ON the 
retail hardware and implement trade 
to sell a high grade specialty. Liberal 
commission and exclusive territor 
to men with clean records. Give ref- 
erences and territory covered in re- 
ply. Address Rox 142-A, care Harp- 
ware AcE, Otis Building, Chicago. 





WANTED—Live salesman by re- 
sponsible tool house manufacturing 
line high grade tools. Liberal com- 
mission paid salesman securing busi- 
ness from the large retail hardware 
trade in States of North and South 
Dakota. Submit references, stating 
experience, age and number years 
selling, and what other lines han- 

ed. Be rticular to state what 
trade is sold to avoid mistakes. Only 
men of experience who can secure 
orders for a line, not single items, 
need apply. Address “D. F.,” care 
Harpware Ace, New York. 








HARDWARE MAN, 39, 20 years’ 
experience, wants to make a change, 
outside work preferred. Address 
“H. F.,” care Harpware Ace, New 
York, 





TO REPRESENT hardware job- 
ber or manufacturer, Columbus, 
Ohio, territory preferred, by com- 
petent hardware salesman of 15 
years’ selling experience; very best 
references, Address “H. R.,”’ care 
Harpware Ace, New York. 





YOUNG MAN anxious to locate 
in South or Middle West wants posi- 
tion January Ist in retail hardware, 
vehicle, implement or farm supplv 
business; 12 years’ exnerience; Al 
reference. Address “G. J.,” care 
Harpware Ace, New York. 





EXPERIENCED AND SUCCESS- 
FUL salesman wishes to represent a 
manufacturer of pocket knives, 
shears and razors in the Northwest: 
can furnish Al references; salary or 
commission. Address “H. U.,” care 
Harpware Ace, New York. 





EXPERIENCED SALESMAN — 
Young man of good address, age 
22, ambitious,. energetic, four years 
with present concern as salesman 
in New York City and environs, 
desires connection with a well es- 
tablished house in the hardware, ma- 
chinery or equipment field as sales- 
man. Extensive acquaintance among 
the trade. Excellent references. Ad- 
dress “FE, P.,” care Harpware AGE, 
New York. 





SITUATION WANTED—Exzperi- 


enced man, who knows how to com- 
pile catalogs, buy and sell hardware 
and auto accessories, wishes connec- 
tion with firm that appreciates one 
whose interests are with the firm. 
Exceptional,. references. Address 
‘A. W.,” care Harpware Ace, New 
York. 


Business Opportunities 


IF YOU ARE DESTROUS of 
buving, selling or exchanging a 
stock of hardware we can be of 
great service to you on account of 
our intimate knowledge of these 
matters in everv. section of the 
United States. Address “H. B. G.,” 
care HArpware AGg, New York. 














CASH FOR YOUR BUSINESS 
OR REAL ESTATE—I bring buy- 
ers and sellers together. No matter 
where located, if you want to buy, 
sell or exchange any kind of prop- 
erty or business anywhere at any 
nrice, write me. ‘stablished 1881. 
References. Addr. John B. Wricht 
Successor to Frank P. Cleveland, 
Real Fstate Expert, 2166 Adams Ex- 
press Building, Chicago, III. 


j|and has b 
$40,000 to 


HARDWARE BUSINESS FOR 
SALE—Located in Cincinnati, O., 
for twenty-five years and still doing 
business in general hardware, iron 
and steel. Business will be sold in 
order to settle an estate. For par- 
ticulars address G. P. Bassett, i» 
743 Oliver Building, Pittsburgh, Pa. 





FOR SALE—Stock of hardware, 
implements, furniture and undertak- 
ing goods, invoicing $10,000 to 
$12,000. his is a first class stock 
een doing a business of 
) $60,000 per year. Lo- 
cated in an irrigated country, fine 
climate and best water in the world. 
Terms cash, Write owner, John S. 
Fletcher, La Jara, Colorado. 





FOR SALE—Hardware, harness 
and implement business in Arizona. 
Doing about $50,000 business per 


year. For particulars address ‘“H. 
F.,”’ care ARDWARE Ace, New 
York. 





FOR SALE—To experienced re- 
tail hardware man, the interest of 
retiring partner, in a large old-es- 
tablished hardware, plumbing, heat- 
ing and roofing business; located in 
a thriving New Jersey town; $5,000 
at least requmred. Address, stating 
age and experience, “H. K.,” care 
Harpware Ace, New York. 





MANUFACTURER’S REPRE- 
SENTATIVE — Experienced §sales- 
man who thoroughly understands 
manufacturing practice wishes to 
represent. one or more manufac- 
turers of builders’ hardware special. 
ties in Western territory, with head- 
quarters in Chicago. Has success- 
fully handled hardware and kindred 
lines for a number of years. Ex- 
cellent references. Address Box 
141-A, Harpware Ace, Otis Build- 
ing, Chicago, 





UALITY. PRINTING — 5000 
ruled or bond letterheads, $9.00; 
5000 white wove envelopes, 6%, 
$6.25; 5000 statements or bill heads, 
6 line, $5.25; 5000 Manila postals, 
$4.50; single thousands, $2.00; 5000 
shipping tags, No. 4, $4.00: 5000 
bon typewriter letters, $12.00. 
Send us your order today; satis- 
faction guaranteed. Lee Brothers, 
Printers, Millbrook, Il. 





MANUFACTURING COMPANY 
in brass goods having large factory 
facilities, desiring to increase its 
business, wants to secure good hard- 
ware specialties or will absorb other 
manufacturer if the economy in pro- 
duction gained can be shown profit- 
able. Only reliable industries will 
be considered. Address Executive 
Dept., The Turner Brass orks, 
Sycamore, II, 











MODERN MANUFACTURING 
PLANT, located in Eastern Massa- 
chusetts, well equipped to produce 
hardware and implements at low 
cost, also to hardle jobbing grey iron 
foundry work of Al quality and a 
wide range of woodworking, would 
like to employ its surplus capacity 
to mutual advantage by getting in 
tonch with parties having work of 
this nature to place on a contract 
basis. Personal inspection of ca- 
pacity and facilities is invited. Ad- 
dress “TD. J.,” care HArpware AGE, 
New York. 


MANUFACTURERS AND JOB- 
BERS—We have an outlet for a 
large amount of standard hardware. 
Tf you have an excess stock or at- 


ware Age. 
are constantly present- 
ing the news of what 
other men are doing, 
and 
ideas for improvement. 


Broaden 


'Y our 


Vision 

The days of sitting in 
the office continually 
and simply relying 
upon ones self for 
merchandising ideas 


have gone—gone for- 
ever. 


The successful hard- 
ware man is the one 
who keeps his fingers 
on the pulse of the 
merchandising world. 


In all quarters of the 
country hardware men 
are doing this through 
the medium of Hard- 
Its pages 


suggesting live 


Acquire broadness of 
vision. 
policy of studying 
Hardware Age and en- 


Adopt the 


tractive prices to offer on your prod-| COUrage your workers 


uct, address “H. V.,” care 


wArRE Ace, New York. 


HArp- 





FOR SALE—A _ good hardware, 
tinning and plumbing business in a 
good town and farming district; 
the only hardware store in the town; 
located along Lincoln Highway; will 
sell stock and property or rent att 
erty; good reason for selling. Ad- 
dress 5. W. Zarfoss, Hellam, York 


to do likewise. 
find a big jump in the 
eficiency of your or- 
ganization. 


You'll 








County, 
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A Man 
Market 


Men of brains; men of initia- 





tive; men of energy, selling 
ability, capital, executive ability— 
these are the sort of men you can 
reach through the “Opportunity 
Exchange” of HARDWARE 
AGE. 


It is the market place for op- 

portunities in the hardware 
field; it commands the attention 
of the “cream” of hardware men. 
Your story in a fifty-word ad. will 
reach these men at a cost of only 
one dollar, and you'll find it a 
most profitable short-cut to results. 























Expense 


is a very ‘seri- 
ous item in 
every manufac- 
turer’s accounts. 
Poor. quality 
files — though 
perhaps cheaper 
me in first cost— 
am are a mistaken 
ee economy. 


: You make no 
m™ mistake when 
you order 


Delta 


Crucible 
Steel 


Files 


Their fast cut- 
ting qualities and 
their temper make 
them the most eco- 
nomical file for 
any purpose, 


They economize 
in your men’s time 
—they cut so fast. 
You economize in 
file expense — they 
last so long. 





Order from your 
jobber, or, if he 
does not stock 
them, write us di- 
rect. But be sure 
you look for the 
trade mark on the 
tang. 





DELTA. 


It safeguards the 
interests of thou- 
sands of file users 
every where. 


Delta File Works 
Philadelphia, Pa. 
Chicago Office: 

62 E. Lake Street 


New York Office: 
260 West Street 
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The Mail Order Bugaboo 


does not worry the 
dealer who specializes the 
QUEEN WASHER. He 
can easily convince the 
buyer of the greater 
money value in this ma- 
chine. It’s so different, 
simple, easy, durable. Full 
of good talking points— 
selling points. , 


Hand or Water Power. 


Get Samples and be 
convinced. 


135 Maple Street 
Reading, Pa. 





SCHROETER’S No. 100 


POTATO GRATER 


Will Grate Perfectly, Easily 
6 and Satisfactorily 
Horseradish, Cocoanuts, Potatoes, 


Cheese, Bread, Crackers, Turnips 
and Vegetables of all kinds. 


This Grater is being sold to Hotels, 
Meat Markets, Lunch Stands, Res- 
taurants, Bakeries, Confectioneries 
and Private Families. 


It sells at a REASONABLE PRICE 
within reach of all. 


We manufacture 6 larger sizes 


. If interested, write for prices 
aw @ and catalogue. 


SCHROETER BROS. HDW. CO. 


Manufacturers and Distributors 


717 and 719 Washington Ave. ST. LOUIS, MO. 





























ADOLPH KASTOR & BROS. 
109 & 111 Duane Street, New York 


MANUFACTURERS AND IMPORTERS OF 


CUTLERY 


SOLE AGENTS: 


W. H. MORLEY & SONS 
Imported Pocket Knives, Scissors and Razors 
WADE & BUTCHER'S Celebrated Razors 
THOMAS WILSON, Butcher Knives 
CAMILLUS CUTLERY COMPANY’S 


American Pocket Knives 


WE SELL TO THE JOBBING TRADE ONLY 








American Steel & Wire Co. 


MANUFACTURERS OF 





American Wire Rope 
and Aerial Tramways 





CHICAGO WORCESTER 
NEW YORK DENVER 


CLEVELAND 
PITTSBURGH 




















PATENT APPLIED FOR 





MILLNER'S WIRB CLOTH RAOK 4 Long Felt Need Satisfied 


No More Trouble in 
Handling Screen Wire 


MILLNER’S WIRE CLOTH RACK 


Saves space, time, stock and 
sells the wire. 

Rolls are easily placed in posi- 
tion for use. 

Rack holds 18 rolls for ready 
use and 18 stock rolls. 

Holds any length in any place. 

Takes a space 31x36 in. 

On ball bearing casters. 

Makes a first-class rack for 
— etc., when wire season 


over. 
Neatly finished and well built. 
zeeee $10.00 f. o. b. Miami, 


Shipped K D Weight 100 
pounds. 


We can make shipments from 
either Miami, Okla., or Ft. 


Smith, Ark. 
SOLD BY ALL JOBBERS 


Millner Wire Cloth Rack Company 


Miami, Oklahoma 











White Mop Wringer 
Brings Smiles 


To the user and to 
the dealer selling 
them. The best made. 
Has seven distinct 
selling features. In 
ten different sizes. 
Genuine has our spe- 
cial trade-mark. Look 
for it. Write for par- 
ticulars. 


WHITE MOP WRINGER CO. 
FULTONVILLE, N. Y. 























SiC yYCLe 
Step Ladders 


are made in 
many styles 
and to fit 
all kinds of 
shelving 


Send for catalog giving full 
description and prices. 


THE BICYCLE STEP 


LADDER COMPANY 


62 West Randolph St. 
CHICAGO, ILL. 




















MILBRADT LADDERS 


will pay for themselves in 
a short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up.to date. 


_ Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 
2410 N. 10th St. 


St. Louis Mo. 
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The “Hustler’”’ 
Ash Sifter 


In go the ashes. 
Down goes the 
dust. Out comes 
the good coal to 
use again. No dirt. 
No back breaking. 
Everything quick, 






Oo 
customer. Think 
what it will do for 
you! 

Hill Dryer Company 
316 Park Ave. 
Worcester, Mass. 

















An Improved Moderate Priced 


SHOWER LAWN SPRINKLER 


Perforated head of 
heavy brass, protected 
by raised rim. Water 
delivered with absolute 
evenness over large 
area. 

Sold by jobbers every- 
where. Write manufac- 
turers for illustrated 
folder of lawn sprink- 
lers; and _— sprinkling 
heads for permanent 
systems. 


Thompson Manufacturing Company 
2435 East 8th St. Los Angeles, Calif. 














The 
“Acme’’ Metallic 


Bed Caster 


The “Acme” is a ballbear- 
ing caster—it is always ready 
to roll in any direction. 
‘‘Acmes”’ are made in brass, 
nickel, or galvanized finish— 
will fit any size Brass or 
Enameled Post. All 
‘‘Acme” casters are packed 
one set in a box. 

Send for catalogue and let 
us quote prices. 


The Schatz Mfg. Co. 


POUGHKEEPSIE, N. Y. 


Agents: J. C. McCarty & Co. 
29 Murray St., N. Y. C. 




















“DUPLEX” 


PATENTED 


The “Duplex” solves two prob- 
lems—the farmer’s problem, the 
dealer’s problem. 

The “Duplex” is a new vehicle 
lamp which embodies 17 distinctive 
features, and farmers find it the 
most serviceable practical light for 
dashboard use. 

Dealers find it the lamp of big- 
gest profits though sold at a popular 
price, 

Economy and satisfaction for the 
purchaser. 

Bieger profits and better advertis- 
ing for the dealer. 

rite at once for prices and dis- 
counts, and for full descriptive mat- 
ter of “the little giant of the night.” 


Embury Manufacturing Co. 
Warsaw, N. Y. 


































THE PEN DAR CONSUMER 


A NEW AND SAFE IDEA 


2 = Made entirely of Galvanized 
“ar a ta re and Iron, almost inde- 
pA RT TT structible, used for BURN- 
ING WASTE PAPER and 


























~ verte til) 
ti itn iby, 
Hit Mt Wt Hi WE Hin ii other combustible material; 
i! i i] i! also a neat Basket for Waste 
ui, Paper, Leaves, etc. The 
ANH burning of any material or 
1 waste , &- a Cyclonic effect, 
fll} if as the open mesh allows of a 
, perfect draft from all sides. 
Hb Made in four (4) sizes. 
auenaHcnehiit} t ., for description and 
a 1Cces. 
AA 


| vai =" 
iiareceoesut # Pennsylvania Wire Works 
5 wb s Se aatctinen "4 Edward Darby & Sons Co., Inc. 


235 Arch Street, Philadelphia, Pa. 











American Steel & Wire Co. 


MANUFACTURERS OF 





Telephone & Telegraph 
Wire. Electrical Wires 
of every description 





CLEVELAND 
PITTSBURGH 


CHICAGO WORCESTER 
NEW YORK DENVER 

















Safety Fuse 


Ensign-Bickford is the ORIGINAL safety 
fuse—tested and tried by time and experience. 


The 





Ensign- 
Bickford 
Co. 


Simsbury, 
Conn., U.S.A. 


























DIXON’S 


2s] fb GRAPHITE 


== rom 
Pipe inTS- 
alone EAM 


=e) |] PIPE JOINT 
=m) COMPOUND 





Plumbers, Steamfitters, Engineers will give you a 
good trade on this compound. Ask for Dealers’ 
Price List and Pipe Compound Booklet No. 54. 


Made in JERSEY CITY, N. J., by the 


JOSEPH DIXON CRUCIBLE COMPANY 


<A> ESTABLISHED 1827 DOG 
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Norcross Cultivator- 


Hoes and Weeders 


Every man who has the room always has a 
garden. That’s human nature. The amateur 
oe ag as well as the men who make their 

ving by raising things are always on_the 
They'll buy. Nor- 


watch for improved tools. 
Weeders as soon 


cross Cultivator-Hoes and 
as they’re shown in your town. Who's goin 
to show them first? The man who does will 
capture the cream of the market. Are you 
going to be the man? 


C. S. Norcross & Sons 
BUSHNELL, ILL., U. S. A. 


AGE 

















TOWNSEND WIRE STRETCHERS 


If there’s one form 
of implement that 
gives more trouble 
around the farm 
than yf other, it’s 


proper iy. th Stretcher 


will handle woven 
wire, 
and 





Berger’s World Ventilators 
Made with either Metal 
Hood or Glass Top. 


Built on scientific - prin- 
ciples. 


Mechanically perfect. 


Made in a great variety 
of sizes suitable for pri- 
vate dwelling or the largest 
factory. 


Write for catalog. 


THE BERGER MFG. CO. 
CANTON, OHIO 








SNOW SHOE IRONS 


The illustration shows 
yg our No. 2 Iron for slate 






seam, corrugated and 
crimp roofing. 


These are the most sub- 
stantial irons made. 


Write for prices and sam- 
ples, also our general 
Catalog. 


ey , wy, i ge a 12 3 Everything for the 
Prise Roofer, 
BERGER BROS. CO. 
PHILADELPHIA 
Office: 229-231 Arch St.; Store: 287 
Arch St. 


Warerooms and Factory: 
100 to 114 Bread St. 











Milk Bottles 


In the Hardware Store 


You will find that Travis 
Milk Bottles do not stay in 
the hardware store, but prove 
ready sellers to all farmers and 
dairymen. 

Your name or your custom- 
ers name on the bottles. 
Write at once. 


TRAVIS GLASS CO. 


Clarksburg, W. Va. 











DID YOU EVER SEE 
Waegner’s KAN T-SUK Calf 
and Cow Weaner? 

IT’S A WONDER 


A rfect humane and effect- 
ive device that sells the whole 
year round. 

The hinge construction of this 
ee allows the calf and cow 

graze in the same pasture, 

yet Ofrectually prevents sucking. 

is easily applied. Once used 

always used. T-SUK Wean- 
ers — no equ 

ea complete line of 

Saddlery Hardware, also Hard- 
ware Specialties. 





MANUFACTURED BY 


Imperial Bit & Snap Company, Racine, Wis. 
All the leading jobbers carry them in stock 














American Steel & Wire Co. 


MANUFACTURERS OF 








American & Griswold 
Bale Ties 





CLEVELAND 
PITTSBURGH 


WORCESTER 
DENVER 


CHICAGO 
NEW YORK 





Withstand Winter Weather 


Snows and blows and everything else that goes with ‘‘a hard 
winter’’ cannot drive nor drift past the sidelock and overlap 
of Cortright Metal a is stormproof feature is one 
ee country-wide ‘success of CORTRIGHT METAL 
It is an argument you can use to good effect in selling them. 
We have a live proposition to make to cealers. Send us 

our name and address on a post card and let’s get busy 
or our mutual profit. 


Cortright Metal Roofing Co. 
Philadelphia and Chicago 





December 24, 1914 
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BARGAIN FOR CUSTOMER 
PROFIT FOR DEALER 


Combination of nozzle and 
lawn sprinkler. 


AT THE LOWEST PRICE 
EVER ASKED FOR EITHER 


Saves labor. Delivers more 
water. Cannot leak. Saves 
hose from bursting. Wider { 

== 2 spray. Longer Stream. Sam- > 
<a ple sent postpaid for 15 cents. @@ = 4  . 


SAAN AN 


H.B. SHERMAN MFG. CO., Battle Creek, Mich. 











SPRINKLES 








CENTRAL BRASS & STAMPING CO. 


QUALITY PRODUCT LLL. 
‘‘Square Fountain’”’ Sprinkler 





A MOST 
BEAUTIFUL 
SPRAY 


EVENLY 
A SQUARE 
AREA 





Extra Heavy Brass—Built to Stand the Knocks. 
Furnished with either heavy brass or galvanized steel bottoms. 
Highly polished and lacquered. Packed in a display box. 
A sample postpaid for 30c. to any dealer. 

Send for catalogue. 











STRAIGHT AWAY LAWN SPRINKLER 


NO. 1 





Throws all the water away trom the end of 

the hose. Can be held in the hand for sprink- 

ling flowers. Write for our general catalogue. 
New York Office: J. M. Sherwood Co., 168 Church St. 


Stuber & Kuck Co., Peoria, III. 
Wm. P. Horn Co., Pacific Coast Representative, San Francisco, Calif. 








TOWNSEND GAVE TO THE WORLD 
THE BALL BEARING LAWN MOWER 





— 


All other manatectiiers now make Ball-Bear- 
ing Mowers for their best grade, but Town- 
send still leads in design, quality and finish. 


S. P. Townsend & Co., Orange, N. J. 











Ask Your Jobber 


For Harness Snaps, Rope 
Snaps, Breast Chains, 
Horse and Cattle Ties, 
Halters, Wagon Jacks, 
Gate Hooks, etc. 


MADE BY 
COVERT’S SADDLERY WORKS 
Interlaken, N. Y., U. S. A. 











American Steel & Wire Co. 


MANUFACTURERS OF 





Woven Wire Fence, 
Gates Steel Fence Posts 
and Poultry Netting 





CLEVELAND 
PITTSBURGH 


CHICAGO 


WORCESTER 
NEW YORK | 


DENVER 








ee colccel am Moltl al Od sete ataoltle-lateye 


'G &x B' 


Galvanized Poultry Netting 


always gives satisfaction, which is a guar- 
antee to the dealer that he will have no 
“come backs’ if he handles wire nettings 


fo} aol th aad catctalbhictelath acs 


The Gilbert & Bennett Manufacturing Co. 
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SCROLL SAW DESIGN 
CATALOGUE 


FREE BY MAIL 


WRITE TODAY 
For Edition No. 1, 1915 


Schroeters Scroll Saw Pat- 
tern and Supply Catalogue 


Of Interest to Every Dealer 
Who Sells Scroll Saw Machines 


Catalogue contains over 200 
miniature illustrations of Scroll 
and all the Scroll 

such as 

















SCHROETER BROS. HDW. CO. 


717 & 719 Washington Ave. ST. LOUIS, MO. 





Goodell Mitre Box 
Made of STEEL—Cannot Break 


rst 


For years this Box has been recognized as bein 
in quality and improvements, and the new S 
BOTTOM PLATES with ANGULAR SERRATURES 
to prevent work from slipping add still more to its 
convenience and attractiveness. 


Write for new 
Catalog B, de- 
scribing this 
and many 
other features. 


GOODELL 
MFG. CO. 
Greenfield, Mass. 

















Caldwell Sash Balance 


{ Does away with weights 
and cords, and is VASTLY 
more durable. 

| Makes sashes work per- 
fectly. 

{ Permits greater window 
space in new work, as 
frames are not necessary. 
{May be applied to old 
windows without altering 
sashes or frames. ' 
¥ Write for circular to the 


CALDWELL MFG. CO. 


3 Jones St., Rochester, N. Y. 














American Steel & Wire Co. 


MANUFACTURERS OF 








Nails, Staples, Spikes, 
Tacks, Barbed Wire. 





CHICAGO 
NEW YORK 


WORCESTER 
DENVER 


CLEVELAND 
PITTSBURGH 











SCRAP IS THE WORD 


If a chimney top will not draw 
up the smoke, cure down draft 
and prevent rain, sleet or snow 
from entering, it is not worth any 
more than scrap metal. 

Smoky chimneys are what you 
want when you erect a chimney 
top, not smoky. stoves or furnaces. 
The VOLCANO Revolving Chim- 
ney ee ereates suction. The up- 
— “ woe pens in the back 

compels the smoke to 
a + rs get out. 

Patterns for hood and vane 
free with your orders for iron 
mountings. Make them when you 
need them. Write us now for 
prices and further description, 
and for names of nearest jobbers. 


IWAN BROTHERS 


Exclusive Mfrs. 


SOUTH BEND, IND. 























SANITARY 


walls are as necessary as 
sanitary plumbing. 


Enametile 


is the best and most san- 


difference. 
in cement; no ben joints, 
no nails. variety 
of patterns, yore ae Fn and 


8 
Write for ART PORT- 
FOLIO showing Enametile 





in colors, and Metal Ceil- 
ing Catalog aes pat- 
erns purposes 
FREE! 


N. Y. METAL CEILING co. 


Ww, 24th st., New York City 























Within the circle of Hard- 
ware Age subscribers are 
many who desire to buy or 
sell hardware stores, who 
need “Help” or are look- 
‘ing for situations. 


If you are interested in 
reaching these people, an 
advertisement in the Op- 
portunity Exchange Col- 
umns is the surest way. 

















UL | 


| pgoweny 





perma 


| 


| 


Prompt Shipments on Receipt — 
of Your Order = 

Copper; Bars, vane Bottoms, Copper; Burrs, Cop- = 

peri Conductee “i Cop Crimped Sheet, Copper j_ Eaves = 
ugh, Copper; Ee apet : Gaskets, Corruga ts bon. = 
Hammers, pper; Mitres, Copper; Matis, mtn Cope ry Rivets, AE 
Roli_ Copper; Shoes, Copper; pper ; = 

ppers Spikes, Gop og Washers, Onppe = 
fost sell s are listed above, r write = 
ttabur Copper “CX Brass Rolling “Mills = 
SSEY & CoO Pitteburad- Pa. =S 

e e e Tr. A. 
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Kureka Copper Hammers 


are sure sellers 
to machinists 
and engineers, 
because gsu- 
perior to steel 
hammers for 
many uses. 
Will drive work 
to place with- 
out marring. 
Furnished with or without handles. Sizes: 1 to 16 jb. 
Let us supply you direct. Circular and Trade prices 
sent on request. 


THE EUREKA COMPANY 
NORTH EAST, PA. 

















UFKIN 


A Name Favorably Known Wherever 
easurements Are Taken 


Get our new catalogue. 








Measuring Tapes, Boxwood Rules, Steel Rules, Board 
and Log Rules, Spring Joint Rules 
of every description 
TA / FA, fPULe (' SAGINAW _ New York 
J Gg MN, a. MICH. wee. Eng. 


Windsor, Can. 

















Skilled Workmen 










find The Perfection 
Grinder a valuable aid 
in keeping their tools in 
the best of condition. 
Fitted with our Poe" 
nation tool rest and 
chisel holder, the ‘‘Per- 
fection’’ is capable of a 
wide range of work. 
Wheels are made of 
corundum oer carborun- 
dum—as desired, and ia 
various sizes. If ia- 
terested in selling «a 
strong and _ serviceable 
grinder—write. 


Star Specialty Mfg. Co. 
227 West Erie St., Chicago, U.S. A. 














THE ROBERTSON 


“Horseshoe Ma agnet” 


Trade Mark Reg. U. S. Pat. O 


Hammer 
The best magnet hammer 
It holds the tack 


Write for illustrated price list. 


ARTHUR R. ROBERTSON, Sole Mfr. 
144 Oliver Street Boston, Mass. 
Owner of the “Horseshoe Magnet” Trade Marks. 
































ARMSTRONG 
COMBINATION 


PIPE KIT 


Bm 1 No. 2 STOCK 
5 %-1R WITH 
BARD BUSHING 
1 PIPE CUTTER 
1 JUNIOR VISE 
1 STILLSON 
WRENCH 
PUT UP IN HARD 
WOOD CASE 






Manufactured by 


THE ARMSTRONG MFG. CO. 
290 KNOWLTON ST. BRIDGEPORT, CONN. 
NEW YORK 














This Pocket 
DEALERS Tool Kit 
will find Maken e Coed, 


KLEIN TOOLS 


ARE GOOD SELLERS 
It’s because they are good Tools 


Write for Catalog 


Mathias 
Klein 
~ & Sons 


Canal 
Station 
21, 
Chicago 























- GENUINE 


ARROWAS 4 att ashe The largest line of Tool 
HIGH GRADE TOOL CABINETS Chests, Tool Kits, Tool 
# “dO IT Nowy” Outfits and Tool Cabi- 

DONT WAIT TILL CHRISTMASY nets 


a . Sin ah r) AAS, * rs 
wean! §6€6 “Made in America” 






Write for circular of 

our Little Wonder 

Tool Kit No. 60, a 

- great Holiday trade 
—SEND FORACAT.— seller. 

ILLUSTRATION OF N° 104-52 TOOLS 


A PLAGE FOR EVRY THING, AND; — : 
He WELL; YOU KNOW 7 tit gesr, C-E. Jennings & Co. 





TRY THIS 71-73 Murray St. 
ASK CUsTO 
ut es pede ER IF oe ied New York, U.S.A. 











Look for the full name 


Russell Jennings 


stamped on the round of our 


Auger Bits 


The original double twist auger bit, patented by 
Mr. Russell Jennings in 1855 


Russell Jennings Mfg. Co. 
Chester, Conn. 








HARDWARE AGE 


December 24, 1914 








Do Not Accept a 
‘Just As Good” 


for the real thing. The No. 32 
Torch is the best combination torch 
ever made. Your up-to-date com- 
petitor used it, liked it and will tell 
you that it will save its cost many 
times over and that he could not 
afford to use any other make if they 
cost nothing. Special generator 
metal is used in the burner with 
seamless drawn tank, fitted with 
patented automatic brass pump. Job- 
bers will supply at factory price. 
Send for catalog—it’s free. 


Clayton & Lambert Mfg. Co. 
Detroit, Mich., U.S. A. 


No. 32 Torch 





“WALL OILERS” 


positively insure you against kicks 
and comebacks. Each is rarer 
made of the best materials and full y 
guaranteed for 5 years. They won't 
rust or corrode. All obstructions are 
easily removed. Can be heated with- 
out fear of melting the bottom out. 

Styles and sizes for every possible 
requirement—all the same high qual- 
ity in design, material and workman- 
ship, each backed by our guarantee. 

Get prices and catalog before plac- 
ing any oiler order. 


P. WALL MFG. SUPPLY CO. 


N. S., PITTSBURGH 


























The Business End 


of a floor or cabinet scraper is the blade. Every 
single scraper knife that goes out of the Fox 
factory is a superior article. We'll quote you 
prices on scraper knives of every kind, size and 
shape. Our prices are no higher than where 
they manufacture knives in big quantities with- 
out that careful workmanship. 


Your Carpenter Trade WIil Know. 


FOX SUPPLY CO., Brooklyn, Wis. 








AXES 


The “Axe 
Through 
Iron’’ is the 


best made. 
MANUFACTURED BY 


Romer Axe Co. 


DUNKIRK, N. Y. 
Write for Catalogue 




















PRIMING PLUG 


Not an untried experiment but a PLUG 
that will give universal ar ee 
Made by a manufacturer whose 

uct has been recognized as the steuaare 
for over ten years. Take advantage of 
this experience. Let us send you a 
a and give you further informa- 


Ovdse from your dealer or remit direct 


to us. 
P id 
$1 » 5 O a 


RAJAH AUTO-SUPPLY COMPANY 


Bloomfield, N. J. 


John Millen & Son, Limited 
Montreal, Toronto, Vancouver, Winnipeg 








’ A Two-Headed Wrench 


—combines the service of a be and rot turner 


in one wrench—eliminates the carryiag of two 
wrenches—made of forged steel bar. case hard- 
ened—provided with a long sleeve to admit of 
the whole hand in regulation—forceful grip in- 
sured—guaranteed. 

Write for ‘“‘B & C’’ Details—today. 


Bemis & Call Hardware & Tool Co. 
Springfield, Mass., U. S. A. 

















N \, 
AN SAN MAN MMMM NAR MAMV\ Yor MQ 


CELEBRATED AMERICAN | 
“a 


“BEST BY TEST” 


Perfect Satisfaction Guaranteed 
Write for Prices 








“IDEAL” Riveting Machine 


Simplest, Strong- 
est and Best 
Riveter made. 


SEND FOR CATALOGUE AND PRICES 
Also of Cobbler Outfits, Lasts and Stands, Heel Plates, Corn 
Shellers, Grist Mills, etc. 


THE ROOT-HEATE MFG. CO., Plymouth, Ohio 
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Make Your Store the Headquarters for 


Gifford-Wood Co.’s Ice Tools 


‘ Creamery Owners, Dairymen, Butchers and Farmers all cut 
Ice and want Tools they can depend upon 


Sold Under Our Guarantee of Quality 
GIFFORD-WOOD CO., Hudson, N. Y. @ficaco 

















































SHOE SLOYD 
met KNIVES 838, 
MAKER®’ 
Lop, Lae eee, Sate 
Liberal scounts te the 
Trade. Quick Shipments. New Haven Oyster Knife 
American Electric Co., State and 64th Sts., Chicago ROBERT MURPHY’S SONS CO. $3 Ayer, Mass. 






























~~. AMR, REREAD, 

qi DHN SOMMERS PEERLESS [AUCETS : 
E>) BEST BLOCK TIN KE arene 

MAPLE WOOD BODY I HIGHLY POLISHED 


7 ONLY THE GENUINE ARE STAMPEO iM THE WOOD WITH 
o = TRADE MARK MALTESE CROSS (AS PER cut) 
SAO SAR ORIN om Sor 









Bb been go to the dealer who shows 
- the “Sign of the Leaping Dolphin.” 
= in city, town or camp the “Leaping Dolphin” 
means “Fishing Tackle that's Fit for Fishing.” 
= Send us yourdealer’s nameand we'll mail vee 
= eur new 224-page catalog. Write forcatalog H. 


= Abbey & Imbrie, 18 Vesey St., New York 
AEBAAUAURONREROGORDNAAEAAOAEGAPAANDERAOROARASRRGSRTAOENAERORHRENORORERRRDSS 





= BEWARE OF IMMITATIONS 
SUCH AS FAUCETS SIMILAR IN SHAPE WITH KEY 





| MADE OF LEAD, IRON OR OTHER INFERIOR METALS, TINNED OR NICKELED. 

















When You Sell 


Bur-Nor All Steel Hatchets you give your customers 50% more 
streneth and service than they can buy in any wooden handled hatchet. 
No. 120—Half Will stand a pull of over 300 pounds. Blades oil tempered. 
May we send prices? 


BURGESS-NORTON MFG. CO., Geneva, IIl. 

















A book filled with suggestions and rules for the guid- 
HAR D WARE STORE ance of Clerks, Buyers, Salesmen and Managers. Methods 

used by prominent merchants are described in detail. 
BUSIN ESS METHOD S 227 nh illustrated, cloth. 


; Price $1.00 Delivered. - 
Sch EDITION, REVISED AND ENLARGED favig Williams Company 239 W. 39th St., N. Y. 

















—An absolute guarantee with every bar of selder— “<“qGCCEM” Nail —— 


ALUMUNVLE itd Ge an a ke 


some counter card. Sells at 
25 cents each. Big 


ALUMINUM—SOLDER | | *2 ai 


Aluminum Selder & Refining Ceo., Syracuse, N. Y. H. C. cook Co. 
$2 per bex ef 4 bars. Diseounts te Dealers Ansonia, Conn. 




















O. LINDEMANN & CO. Bay State 


y State MIOP womtind 





Manufacturers of 






BI pave enh Mfrs. of all kinds of mops. Yacht and hard wood fleor 
CAGES mops a specialty. Black antiseptic mops treated with 
Established 1863 oil of cedar, cherry polished hids., $45.00 per Gross. 
35-37 Wooster Street, New York Send for catalogue and prices. 

















Rock Island Autovises 


Number 241 vise is swivel, baton age 30 Ib., and is adapted for 
automobile and heavy repair work. 231 vise is same in des 
but is stationary, weighing 32 Ib., and _- suitable for the individ 
automobile owner. These vises are a combination of vise jaws, 
pipe jaws and anvil 


ROCK ISLAND MFG. CO., Rock Island, Il. 


- , SEND FOR NEW CATALOG OF LARGEST AND MOST 231— AU TOVISE 
241—AUTOVISE COMPLETE LINE OF VISES MANUFACTURED 
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BUCK 


MILLBURY. MASS. 





HARDWARE AGE 


1853 =o 1914 


Guarantee of . > oD 





December 24, 1914 


BROS 


M anulpehucere 
2 foolg= 


Sa 


Send for 











SPRINGS—Coiledand Flat © 


Steel, Brass and Phosphor Bronze 
Spring Cotters Smalf Washers 


Send for Catalogue 


M. D. HUBBARD SPRING WORKS | 
PONTIAC, MICHIGAN 


SPECIAL POINTS 
(FOR QUICK ASSEMBLY): 











Weeeeces: 


STaSi.isreo 1850 
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= 


Porter’s ‘New Easy” Bolt Clippers 


All sizes. All parts —erenarete. Jaws S nowt Steel. 
Big Sellers. Good profit. Write for p 


H. K. PORTER Everett, Mass. 





*““VICTOR’? BOLT CLIPPER 


Bend for Oatalog. 





ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 














Snell’s Star Bits bore quickly, leave a clean cut hole 
and satisfy every user. 


the market. Guaranteed right in every way 
The profit is big. Get our terms and catalogue. 





They sell best, because best known—over 120 years on 


SNELL MFG. CO., Fiskdale, Mass. 


Selling Agents JOHN H. GRAHAM 4 CO. 


113 Chambers Street New York City 








HARDWARE AGE, 


What Do You Make That A 
Hardware Store Can Sell? 


239 West 39th St. New York 


Tell us, and we will gladly offer sugges- 
tions as to efficient methods of securing 
the co-operation of hardware merchants. 











| 


Saw Sets, Hand Punches, 
Nail Pullers, Box Openers, 
Seal Presses, Bench Stops, 
Liquid Soap Dispensers. 


Chas. Morrill » Manufacturer 
102 Lafayette Street New York 


At xX 


REG. U. Ss. PAT. OFF. 








ASK FOR 


G-$ Co. Levels 


f= 





THE QHAPIN-STEPHENS (0. 


Union Factory 




















Phos Stamps, Burning Brands, 
Steel Letters, 
YY LLY: Figur es, 

a Metal Checks 


THE SCHWERDTLE STAMP CO., Bridgeport, Conn. 





Pine Meadow, Conn., VU. &. A. 
YOU CAN’T AF 


TO BE WITHOUT THE FORD 


No live dealer is without it. The demand is increas- 
ing every day. Write for Catalog and Circulars 


Ford Auger Bit Company, Holyoke, Mass. 


ZARA A SE — 




















Lineman’s Pilers made 


PLIERS 
NIPPERS and 
PUNCHES S 


Send for Catalogue 


In three sizes—6, 7 





and 8 inch Established 1826 
USE 
High Grade Tools 


for Mechanics 


C.S. Osborne & Co. 


NEWARK, N. J. 








Finish 
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SAMSON CORDAGE WORKS | b= Fae eon Fence | 
MANUFACTURERS OF g@@® SASHCORD,CLOTHES | | eI 29 ef} Lawn Vases 
BRAIDED CORDAGE eS LINES, SMALL LINES, al 1 batt Bait os Settees 
AND COTTON TWINES “S9m ETC. sew vrorcamoe | \ At  be Bianl = TE a Wire Work 
BOSTON COZY MASS. SS Tw AnT IRON WORKS Co. Cincinnati, Ohio 
Jobbers should ask for wy pate - 


b our catalogue of Leather, 
Web, and Rope Halters. 
Sold by Hardware & Saddlery 


- — CO. Jobbers or direct from 
Aug. Holthaus Saddlery Co., St. Louis, Mo. 


Made of heavy Galvanized Sheet 
Steel ae Sg y shaped for calf or 
colt comfo yet not brutal to 
the mother. 























TACKS ‘2 NAILS === BOLTS ‘inline 


Opportunity Exchange 
Cobblers’ Nails, Bed Screws, Glazier Points Lots of opportunities there too good 


to miss. Hardware stores wanted 
and for sale. Help Wanted and the 


SHELTON Co. (Estab. 1836) “Help” you want. 


SHELTON, CONN. New York, 96 Warren St. 














TRADE C ECK nals D IETTERS 

RAISED LETTERS 
Metal Trade Checks are coming more and more into use, and 
deservedly so, as they are the most convenient and sanitary de- 
vice known for the purpose. We make any denomination wamhea 
plain lettering or design. 


= Un Semples and Price List 22-H on request 
NIAGARA FALLS METAL STAMPING WORKS, Hardware Specialties, Niagara Falis, N. Y., U. S. Arso4 





————— ee Sree es 
CB eS Le EE ee PP Oe Rae EEE TCO hee eae OT ee ep Apne mee yee Pm fe ime trys he mo RON: 
nr OY gee Cate ee oe kes Be eS Ca ees Sy howe Ws fee ra mee Bh 2 gens tea ot eee 











Wate te” ets S oa eA ie re eee te 
7 ‘) eae _ " nr eereyergr ns eae 
AE AR NN EE OA A Ny EEN A Ty ee ees 


9 
It Ss a regular with the readers of Hardware Age to consult the Opportunity Ex- 





ae iesitn Soiree es whine tiptoe ne Dare en hep rural 











ea cent meet 






Habit change for opportunities of all kinds— it’s a paying habit too. ; 
Tell us your requirements—we may be able to suggest something j 
0 a? that will help you decide what is on your mind. ; 
HARDWARE AGE t 
239 W. 39th St., N. Y. : 
YP The Speedy Stitcher] | ELEVATORS AND DUMBWAITERS 

and is mate onty by Made to be sold by the Hardware Trade. : 

Stewart-Skinner Co, ares atensatnips ncmearnnciscanchtige, sala i 
ane Weis die CATALOGUE FREE ' 
eee ENERGY ELEVATOR CO. 

THAT’S AWL 214-216-218 New St., _ Philadelphia, Pa. 














Fo ete Bae i ee 
aici iiakcas ite 














Parker Wire Goods Company 


Manufacturers of 


BROOKS 


Bright Iron and Brass Wire 


Goods. Special Wire Goods General and Special Wire, Hardware 
ee oe and Household Specialties 
M. S. BROOKS & SONS 
WORCESTER MASSACHUSETTS 














CHESTER, CONN. 


0 ‘ ‘e LUD, NIT (0) 
vor MADE ST 


No other ammunition ever gained greater popularity. Our sales have increased in leaps and bounds. You should be g wer 3 your share of this trade. 
Write for catalog, prices and co-operative se plan. Do this today. ROBIN HOOD AMMUNITION Co., Street, Swanton, Vt. 
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TUBULARAND CLINCH RIVETS 





TUBULAR RIVET AND Saints Co.. 7 eng MASsACHUSEETS: U.S.A. 













Prestige THE REFLECTION or Quality 


RIGID Phin eoGE "rom 





Patented March 12th, 1912 


INTE RLOCK ~CONDVCTOR. 


JU fre- 


al Se ane a I ee Be 
~~ se Sieatbanaeeeieadl ™ St em lO ne tee ¥ . > RI ce eg a ee ae — 
7B sy yy Oe ete re OR rn Het ee a aa Fed il - OF ee Pee — gn ear 
4 i 


od 
Og he OE et a NEE > MUNDVGTOR 


Debe 7g 





BE SURE TO SPECIFY ‘“‘CRIMP EDGE”? EAVES TROUGH and “INTERLOCK’”’? CONDUCTOR 
PIPE ON YOUR ORDER FOR SPRING SHIPMENT 


Manufactured Exclusively by 


MILWAUKEE CORRUGATING CO. 


Branch at Kansas City, Mo. MILWAUKEE, WIS. 






























Chains— All Kinds 


STEEL, BRASS, COPPER 





Our Chains are made from HIGH GRADE 
material by AUTOMATIC MACHINERY, 
rivet heads SPUN, making a very SMOOTH 
finish, which will prevent chains interfering 
when hung side by side. Capacity of chain 
plant, 30 MILES PER DAY. We carry a 
large stock and can make PROMPT ship- 
ments. Send for Catalogue. 


THE SMITH & EGGE MFG. CO. 
CABLE CHAINS BRIDGEPORT, CONN., U. S. A. 


. = 
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The Classified Directory appears In the first issue of each month 
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Armstrong Mfg. Co........+->- 99 Murphy, R., & Sons........... 101| Smith & Egge Mfg. Co......... 104 
Athol Machine Co...........+-- 33 G Myers, FP. B., & Bre. ..cccccess gg) Smell Bite, Coss... cvccves saci 
eS ee ee 107 Sommer, John, Faucet Co....... 101 
, Sparks-Withington Co. ......... 85 
Gifford-Wood Co. ............. 101 N ninth Gui Ca ea 
B Gilbert & Bennett Mfg. Co..... Oe ee ee Pes ee > ASO ee rage rere te ener 8 eee ee 
Geedlld 10h Coviss cist uu 98 Stanley Rule & Level Co........ 38 
- Goat Putt: Ca Svenccsaccads 33 | National Mfg. Co.............. 40, Stanley Works ........... 1, 31, 77 
Barnett, G. & H., Co.....------ 191 | Goulds Mfg. Co..-.-- sees eeeeee 16 Neverslip Mfg. Co............ 15|Star Specialty Co.............. 99 
Bay State Mop Co....-------+- 9 Grant Mfg. & Mch. Co......... 30 |New Jersey Wire Cloth Co..... OF | Seartett, L. &, Ceccrcccccceces 106 
Beers Sales Corp....-- ‘ Sher am Gelllin: Mile, Cidscksck sivas ves 31 |New York Metal Ceiling Co..... 98/ Stevens, J., Arms & Tool Co.... 35 
Bemis & Call Hdw. Tool Co.... st Grinnell Washing Mch. Co..... SS Wey Wil Ges fis ced cise ietcian 28| Stewart Iron Works Co......... 103 
it: on Aananataana tat Niagara Falls Metal Stamping — | Stewart-Skinner Co. .........-. 103 
Berger Mfg. Co...-----+++++%s 96 Cites 103 " eli: acini in 
a eB ge hn lg A er co rs oe i es aera a heen | usely Co.2:.: 29 
Bicycle Step Ladder Co.......-. - H Nicholson File Co.............. 83 s P ‘ 
Billings & Spencer Co....... «- 11 Ee ie ee oe Stuber & Kuck Co.........+... 97 
Bishop, Geo. H., & Co......---- 20 : ‘i Werth Wien: Mb Ce. ...:.<... 39 Re, TOM, ie occ ccccvscehes 30 
Brooks, M. S., & Sons........- 103 sommes & Revs Pe Se ee Werth) Widen Tent Oe......<.. 26 
Brown & Sharpe Mfg. Co....... 4; Harris, A. W., Oil Co.......... 91 
ie cc ndoecenvwrsesss 102| Hassall, John, Inc............. 102 T 
Burgess-Norton Mfg. Co....... 101| Hayes Pump & Planter Co...... 27 6 
Heller Brothers Co. 2.00 ccccerecs 100 Thompson Mfg. Co 95 
Welles, W. Ci @ Oiesis shea 37 ER a a 
- ; Th , Jud L., Mfg. Co.. 
Cc Se Git c ch vavndeeuces 95| Ohio Stove Pipe & Mfg. Co..... 25 ae, Pee oa 
‘ P BPOMEGERE, Fa. Pe csccce 6ctevades 96 
Holthaus, Aug., Saddlery Co....103|Oneida Community ............ 108 
Hubbard, M. D., Spring Wks...102|Opportunity Exchange ...... 92, 93 Townsend, S. P., & Co......... 97 
Caldwell Mfg. Co..-.-------+-: SB lstussey, C. G., & Co.....2%.... 98 | Osborne, C. S., & Co........... 102| Travis Glass Co.........+..... 96 
Cary Mfg. Co...+--+-eeeees 29, 31 | Zeenat WEG. CO. cccccectseans 10 
Central Brass & Stpg. Co..-.-. 97 Tubular Rivet & Stud Co....... 104 
Champion Hardware Co........ 30 I P 
Chapin-Stephens Co. .....----- 102 
Chicago Flexible Shaft Co. .... 7 U 
Chicago Hdw. Fdry. Co........ 24| Imperial Bit & Snap Co......... 96| Parker Wire Goods Co.......... 103 
Clayton & Lambert Mfg. Co..... 100|Inland Steel Co...........ccec. Se Ds. Sho e'e bee cedses bdaee 102 
Union Caliper Co.........600.. 20 
Cleveland Stone Co............ SSiTwam Wwethers ... 2. ec cccccece 98| Portsmouth Steel Co........... 18 
Coes Wrench Co.........++5+: 5 Progressive Mfg. Co........... 21 Union Hardware Co............ 13 
Cook, H. C., Co....-.--+sseeeee 101 
Corbin Screw Corp.....-.----- 23 J 
Cortright Metal Roofing Co.... 96 re) Ww 
Covert’s Saddlery Works....... 97 
Cyclone Fence Co........--+.-. 17| Jennings, C. E., & Co.......... 99 Wall, P., Mfg. Supply Co...... 100 
.* Jennings, Russell, Mfg. Co...... 99| Quality Stove & Range Co...... 14 Weed Chain Stee Grip Co a 
rom Johnson, Iver, Arms & Cycle West beam Hic. ee P 
D WE Ves vhbiawnted cuaeese 15 eurcseetic: x To oda 7 
R Wheeling Corrugating Co....... 18 
White Mop Wringer Co......... 94 
Darby, Edw., & Sons.......... 95 K Wrens BOGE ccccccdcocwe ban a 
De Laval Separator Co......... gy Rajat Auto Supply Co......... 100 Wiley & Russell Mfg. Co....... 32 
Delta agg Dh £66 onde hoe 91 Richards-Wilcox Mfg. Co....... 79 Willlaase, J. H., @ Co. .i.-.iis: 23 
Delta File Works............«. 93} Kastor, Adolph, & Bros......... 94| Roberts Mfg. Co............... 102 
; Wire Goods Co................. 24 
Demning Cay. cect ccc dpvccceseccs 29| Keystone Steel & Wire Co...... 27| Robertson, Arthur R........... 99 
Detroit Twist Drill Co......... 37| Klein, Mathias, & Son......... 99| Robin Hood Ammunition Co... ..103| Worcester Mfg. Co............ 31 
Dixon, Joseph, Crucible Co..... POTEs. Fa ER Schick ce Sede cecess 94| Rock Island Mfg. Co........... 101| Wright Wire Co................ 27 
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HARDWARE AGE December 24, 1914 





Merry Christmas 


AND A 


aphy New Year 


We wish a very Merry Christmas to our friends 
the hardware men of America. 


Our boys on the road will greet you personally 
—and we all hope that you will have a most 
enjoyable holiday season. 


Let us be especially grateful this year that in our 
land nothing can mar the Christmas spirit of 
Peace on Earth, Goodwill to Men. 


Ztanrsett— 


President 


The L. S. Starrett Company 


THE WORLD’S GREATEST TOOLMAKERS 
ATHOL, MASS. 


BY INVITATION 
MEMBER OF 
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December 24, 1914 HARDWARE AGE 
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Atkins Hand, Rip 
G&. Panel Saws siverStea 


¥ ATKINS SILVER STEEL HAND, RIP AND PANEL SAWS have the 


we 
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ms 





name, E. C. ATKINS & CO., etched on the blade to identify the genuine. All 

blades so marked, are made of ATKINS SILVER STEEL which is as fine as 
razor steel. They are given a temper which enables them to be readily filed, yet they 
will actually hold their sharp cutting edges longer than any other saw. That’s one 
reason why carpenters prefer them. The blades are Taper Ground, an exclusive Atkins 
process. They are ground like an inverted wedge—thickest on the toothed edge and 
gradually tapering to the point on the back. This makes them run free and easy, even 
in wet lumber, because they do not require a heavy set. Made both skew back and 
straight back and with the ATKINS Embossed Perfection Handle and the old style 
straight across pattern. In 26-inch, they list from $20.00 to $48.00 per dozen and retail 
from $1.65 to $3.50 each. They pay a larger legitimate margin of profit than any other 
manufacturer’s brand. 
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ATKINS NO. 53 


Silver Steel Blade, Atkins Exclusive Damaskeen Finish, Skew Back, Taper Ground, 
Atkins Exclusive Perfection Handle, Apple wood, Atkins Exclusive Embossing. 
No. 65 is same as No. 53, but is made with a straight-back. These Saws list from $16.00 
to $32.50 per dozen and retail in 26-inch at $2.00 each. 





ATKINS NO. 51 


The blade is similarly constructed to No. 53, but carries a ‘straight across handle with 
Atkins Exclusive Embossing. Lists from $16.00 to $35.00, according to size. 26- 
inch sells at $1.85 each. No. 64 similar to No. 51, excepting that it has a straight 
back. Lists from $18.75 to $47.50, according to length. 26-inch sells for $2.25. 
Any jobber should accept your order and ship with other goods. If not, please write 
to the nearest address below. 


E. C. ATKINS © COMPANY, INCORPORATED 


THE SILVER STEEL SAW PEOPLE 
Home Office and Factory: Indianapolis, Ind. Canadain Factory: Hamilton, Ont. 


Branches carrying complete stocks in the following cities, address E..C. ATKINS & COMPANY, Incorporated 


Atlanta Memphis ‘New Orleans Portland, Ore. Seattle Sydney, N.S.W. 
Chicago Minneapolis New York City San Francisco Vancouver, B.C. 


Messrs. John Shaw & Sons, Wolverhampton, England. Agents for Great Britain 
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This advertisement is appearing in all of the best trapping publications. 














